









nAOWAREDE 


PUBLISHED EVERY OTHER THURSDAY 





ontents—Page 5 a overnite 








Experienced craftsmen everywhere always 
recommend tools by Vaughan because they know 
Vaughan tools are perfectly balanced, tough 
and durable. Over eighty years of manufactur- 
ing experience stand behind the splendid 
performance of Vaughan hammers, hatchets and 
axes. Yes, men who work with their 

hands will tell you that "It Always Pays to 

Buy a Good Tool." 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 So. LaSalle Street 

















POWDER Chimney Sweep j., <0 


and wood furnaces, firepleces and stoves. 
Each application in individual envelope. Cleans out 
soot, saves fuel. Gives cleaner heat, helps prevent 
chimney fires and coal gas explosions. 


LIQUID Chimney Sweep to ai oi 


and kerosene heating and cooking units. 
Pour directly into fuel tank. Cleans out soot and 
sludge. Saves oil, combats rust. Gives cleaner, 


hotter flame. 
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Manufactured by G. N. 









New "Sales Engineered" Advertising 
in 255 Newspapers, Farm Papers, Radio 
and TV guarantees more Chimney 
Sweep sales for you. Put it to work for 
you—display Chimney Sweep today. 





START OUT WITH CHIMNEY SWEEP’S NEW #1694 ASSORTMENT 
YOU MAKE $12.49 FAST! 





Retail Price 

You get: 1 doz. B-1 ($.59 size) ee 

1 das. B (GU.GP Site) .ncviisecccciccescsss....... Be 

Y_ doz. Pints ($1.39 size) oo.ccccc. 8.34 

Y%, doz. Quarts ($2.49 size) ........000000... 7.47 

SHIPPING WEIGHT 31.23 


48 LBS. Your special price 18.74 


FREE: Packed with this assortment are display cards, 
e window streamers, circulars and mat illustrations. 











For Best Discounts, order in Case Lots! 
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List List List 
_| Pack | W Weight | Per Case | Each* _No. | Size ei Pack — Weight | | Per Case | Each* 
1 doz. ae 38% Ibs.| $16.68 | $1.39 J L-P | Pint | Idoz.| 16% lbs.) $16.68 | $1.39 
1 Ib. T 2 doz. | 26% Ibs.| 14. 16 | 59 1 | _Quart | | doz. | ‘15 Ibs. | _ 14. 94 | | 2.49 
LNG! VY, Gal. 1% doz.| 18lbs.| 18.76) 4.69 











LG | Galion | % a 33% Ibs.| 33.16 | 8.29 
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Check stocks now... 
be sure YALE’s Big 3 
are on hand to close 


more sales for you! 











GET SET... winter winds will blow 
plenty of door closer prospects your 
way in the months just ahead. 
And, nationally advertised YALE 
closers are the ones easiest to sell. 
So, don’t get caught short! Stock 
up now! The Yale & Towne Manu- 
facturing Co., Stamford, Conn. (In 
Canada: St. Catharines, Ontario.) 


YALE—the finest name in hardware! 


YALE & TOWNE 








YALE is a registered trade mark 





POPULAR STANDARD 
CLOSER—SERIES “70° 


The Retailer’s most popular 
““Over-The-Counter”’ seller! 
For quick installation on right 
or left-hand doors. Easiest of all 
closers to apply and adjust cor- 
rectly. Made in six different 
sizes—a size and type for every 
kind of door. 


COMPLIMENT TO 
DOORWAYS—SERIES "90" 


Here’s just abott the finest 
closer made. Sell its compact 
modern appearance to distin- 
guish your contract jobs. Trim 
beauty, unexcelled for power 
and durability. Perfect door 
control, for the price of ordi- 
nary closers. 


FOR EVERY HOME 


The Yale 570 is a less expensive 
liquid closer for combination 
and light interior doors in 
homes. Easy application, right 
or left hand, inside or outside 
of door. Simple adjustment of 
closing speed. 
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THE EAGLE LOCK COMPANY’ 


Subsidiary of Bowser, Inc 


TERRYVILLE, CONNECTICUT 
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AMERICAN 
iy CHAIN 


If you want to Sell Chain... Show It! 


NOT JUST A COUPLE OF SIZES...BUT A 
FULL LINE OF WELDED AND WELDLESS...THAT’S THE 


MERICAN QHAIN LINE 


@ With the AMERICAN CHAIN "Sales-Maker”’ 
and "ACCO-PAKS” you can set up a modern, 
profitable chain department in a small space. 
The display above shows 18 sizes and types of 
chain which can be cut to desired length. It also 
includes bagged TENSO TIE-OUT CHAINS and 
UTILITY TOWING CHAINS. There is even an 
ACCO DOG CHAIN ASSEMBLY hanging on the — 
Sales-Maker next to the customer. | FREE... 


ie ‘ i ) 

@ You'll sell plenty of chain if you get it out | BUT GOOD 
; : H Good for new and old 

where your customers can see it... pick it up aw prscemnay: HaaH acguzn 
feel its strength. Chain sells all year, especially and old store owners. 
at this season. Check your stock. Call your “Fingertip Facts - 
AMERICAN CHAIN distributor today. Set up ene 


, . ‘ : today f 
an attractive display. You’ll get chain business. Write porterhaenl 
“The best thing of its 
kind ever published "’ 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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How Do You Promote 
Brand Merchandise? 


One of the cornerstones of profitable operation 
of a retail hardware business is the selling and 
promoting of nationally known brand name mer- 
chandise. 

This is especially true in such times as the com- 
ing Christmas selling season when so many manu- 
facturers of nationally known merchandise will be 
spending tremendous sums of money on advertis- 
ing to influence consumer purchases. 

You can capitalize on this effort with a modest 
budget by tying in your promotion and store dis- 
plays with brand names. The big stores do this 
regularly because they know its profitable. You 
can do the same thing. 

Many hardware stores do an outstanding job of 
selling and promoting brand merchandise, but 
many others seem to have not yet realized the 
added sales that come from such a program. 

In an effort to stimulate wider interest in doing 
a good selling job on brand merchandise, the 
Brand Name Foundation each year makes awards 
to retailers who have done an especially note- 
worthy job of presenting the brand name story to 
customers and employees. These awards are called 
Brand Name Retailer of the Year awards and 
bring national recognition and credit to the stores 
so honored. You will recall reading in HARDWARE 
AGE earlier this year detailed reports on the pro- 
grams which won these awards for five hardware 
stores. 

A new competition for these awards has just 
been announced by the Brand Name Foundation 
and is described in this issue on page 167. 

Awards will be made in various classifications, 
including hardware stores, sporting goods stores, 
building material dealers, etc. In other words, 
hardware stores will compete with other hardware 
stores, and not with department stores. Awards 
can be won by small stores as well as large stores, 
since the judging is not on the basis of how much 
money is spent, but rather on the over-all quality 
of the job. 

Entering this competition is very simple and 
requires only that you submit an adequate descrip- 
tion of just how you presented the brand name 
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just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


story. More complete details on this can be ob- 
tained from the Brand Name Foundation. 

With the Christmas selling season at hand, 
many stores will be planning holiday promotions 
based on brand name merchandise. If you haven't 
already considered such a promotion, it would be 
well worth adding it to your plans. 

When you put this promotion on, keep a record 
of what you do. Perhaps a photograph of a display 
and a window, copies of ads, etc., and then you'll be 
in a position to support your entry. 

Last year five hardware stores won awards, one 
in the sporting goods classification. This year it 
could be your store. 

We do not normally devote such attention to 
competitions, but we feel very strongly that a more 
acute awareness of the value of promoting brand 
name merchandise will prove profitable to hard- 
ware dealers generally. 





And One Store Got 
56% of the Market 


Sometimes a dealer asks how Fair Trade helps 
him, and why should he be interested in the sub- 
ject. There are many answers to those questions, 
but an especially striking answer came to light 
recently when Sunbeam Corp. filed its suit against 
Macy’s in New York. . 

In its complaint, Sunbeam alleges that during 
the 10-week price war earlier this year, Macy’s 
accounted for 56.2 per cent of all New York City 
sales of Mixmasters, as compared with a 3.3 pet 
share of the market before the war. 

Just imagine that figure... 56.2 pet... going 
to one department store Now add to it the huge 
sales of the other department stores that partici- 
pated in the price war, then ask yourself how many 
Mixmasters were sold by independent hardware 
dealers in that period. 

We have warned on many occasions that the 
economic power being centered in the hands of the 
big merchandisers is fast becoming a more serious 
problem than any of the monopolies that the FTC 
has attacked thus far. 

Fair Trade cannot, and is not designed, to elimi- 
nate honest competition, But it can, and does, pro- 
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tect a brand name from dangerous situations such 
as this price war when merchandise was sold below 
cost, and one store alone could capture more than 
half the market. 

It is generally conceded that to dominate a mar- 
ket area, a store doesn’t have to have 50 pct of the 
business. It can dominate an area with only 35 pct 
of the business. The exercise of economic power, 
such as we saw during the price war that enabled 
one store alone to do more than 50 pct of the busi- 
ness in one product, is a very dangerous situation. 

Fair Trade has many facets. It is fundamen- 
tally a way for a manufacturer to protect his in- 
vestment in a product, provided he meets certain 
competitive conditions. It assures the consumer 
of his money’s worth in a product he knows, no 
matter where he buys it. It enables a small retailer 
to offer merchandise of known quality at a fair 
price, the same price which all other sellers of that 
item must meet. 

Of course the philosophy of Fair Trade is not 
this simple, but those are some aspects that are 
especially important today. 

This present Sunbeam court suit should settle 
definitely the future of Fair Trade under existing 
laws. The final decision will be of great impor- 
tance to hardware dealers. 





Only the Ignorant 
Left at Home 


Sometimes when I read the papers or listen to 
the radio, I get the distinct impression that all the 
bright men of the country now live in Washington, 
D. C., and all the ignorant fellows like myself have 
been left behind at home to pay taxes to support 
the bright boys in their unaccustomed luxury. 

This feeling is especially strong when the bright 
boys decide to tackle problems affecting the dis- 
tributive trades. 

We of HARDWARE AGE have been associated with 
the distributive phase of hardware .. . both whole- 
sale and retail . . . for some 95 years. We once 
thought that the accumulated experience of this 
association made us familiar to some extent with 
the problems and functions of the distributive 
trades. But according to the experts in Washing- 
ton, we’re all wrong. We don’t know from nothing. 

For example, we have always held the view that 
there were costs involved in operating a wholesale 
warehouse or a retail store, and that these costs 
fluctuated in a fairly distinct relationship with 
general economic conditions. But it seems that 
this opinion is all wrong. 

The current thinking of many men in Washing- 
ton appears to be that manufacturers can experi- 
ence increased costs; that labor’s cost of living can 
rise; that the cost of running the government can 
increase. But distribution costs just never in- 
crease, they insist. 

Looking at the present situation among whole- 
salers and retailers, we have had the opinion that 
operating costs have risen substantially, that wage 
scales were higher, that taxes were higher, that 
capital requirements were higher. But according 
to the bright boys in Washington, this seems to be 
all wrong. 

No, they don’t say it’s wrong in so many words, 


but they do insist that the protection afforded the 
distribution trades by the Herlong amendment 
represents profiteering because it permits retailers 
and wholesalers an opportunity to meet their 
higher costs in a very sensible and practical 
manner. 

Sen. Blair Moody, whose newspaper background 
hardly qualifies him as an authority on distribu- 
tion, is going around the country telling people 
that the use of historic percentage mark-ups for 
passing along manufacturers’ price increases and 
excise tax rises, represents profiteering, cheating 
the consumer, etc. 

Most Washington officials, with some exceptions, 
agree with Sen. Moody. They cannot seem to un- 
derstand that every time Washington authorizes a 
wage increase, or boosts taxes, or permits a rail- 
rate rise, or a utility charge increase, they are au- 
tomatically forcing increases in the cost of run- 
ning a store or a warehouse. 

They do not seem to understand that an excise 
tax increase at the manufacturers’ level requires 
an added inventory investment at the wholesale 
and retail level, since it requires more money to 
carry the same unit volume of merchandise. How 
is the interest to be paid on these additional capital 
requirements? 

A store or a warehouse is not isolated from the 
rest of the country. It is very much affected by 
changes in economic balances in other businesses. 
Yet, such people as Sen. Moody say that they 
should pass along only actual dollars-and-cents 
increases. 

Those of us interested in the distributive trades 
have an important public relations job ahead of 
us... that of teaching the bright men of Washing- 
ton some simple, economic facts, and to give them 
a fuller realization of the vital importance of main- 
taining our channels of distribution in a healthy 
condition. 


Ideas that Make 
Profits for You 


Each week an editor receives many pleasant 
letters from readers (and some not so pleasant), 
but the most stimulating type of letter is that in 
which the writer tells the editor how he is actually 
putting to use some idea which he obtained from 
reading the magazine. 

Our Sept. 20 issue, the Christmas Selling Guide, 
apparently gave numerous readers many worth- 
while ideas, to judge from the letters we’re get- 
ting. One reader tells us he is patterning his en- 
tire Christmas selling effort on ideas obtained 
from the Selling Guide. 

Another writes to tell us that he found many 
valuable ideas in this issue and that he is using 
the advertising pages as a check list for Christmas 
merchandise purchases. 

Many readers wrote in and wanted to know the 
source of a Lay-Away tag that was illustrated in 
one of the articles in the issue, while others in- 
quired where they could obtain certain decorations 
that appeared in some of the displays, 

Perhaps it might be worth while for you to 
reread this issue to make certain that you haven’t 
missed anything. 
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wor MERCHANDISE 21 7 FREE! 


$ $45 45 * ~~ ee? DEMONSTRATOR 
AP a] MOUNT 


No charge for Display Board 
and Mounting of 


Latches 





This colorful, visual display attracts store traffic, 
invites demonstration and creates sales. Put it 
to work right away! It’s compact, pays its way 
handsomely for the small space required. Con- 
tains popular, year ‘round standard merchan- 
dise . . . competitively priced. And the invest- 
ment is so very small. ORDER NOW! Use 
the convenient order blank below if you wish. 
Ordering additional latches for stock is optional. 


Vlnee Popular, Fast Sellers! 


TOP: No. 210B Gold bronze wrinkle finish case, with 21%” backset. Five disc tumbler cylinder. 
Bolt may be held back by stop. Has Universal type strike, requiring minimum mortising. Furnished 






with 2 keys. A strong, dependable latch . . . fast-selling where price is of prime importance. 


CENTER: No. 264GY Smooth, lustrous, mottled gray finish case, with 23g” backset. Five pin 
brass cylinder. ‘“Hold-o-matic” feature holds bolt retracted when key is turned and permits com- 
plete operation with use of only one hand. Furnished with 2 keys. A DeLuxe Night Latch — with 


streamlined appeal and outstanding performance and lock security. 


BOTTOM: No. 218C Gold bronze wrinkle finish case, with 23” backset. Five pin tumbler 
cylinder. Bolt may be held back by stop. Has Universal type strike, requiring minimum mortising. 
Furnished with 2 keys. Popular priced latch of rugged construction that gives real protection. 


FILL OUT COUPON NOW 


INDEPENDENT LOCK CO. 

FITCHBURG, MASS. 

Gentlemen: Please ship as soon as possible ...... ILCO Display Mount(s) No. 86MT, com- 
plete with one (1) each 210B, 264GY and 218C Night Latches mounted, ea. $5.45* 


AND 


\ 
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OPTIONAL: 
Please include with shipment: Please bill through jobber: 
.-@om. Mo. 210 leeches at SIDBE * dom 8c cece ccc ccccccccecvccccvacecesccere 
..doz. No. 264GY latches at $25.35 * doz. sther's Home 
..doz. No. 218C latches at $20.70 * doz. — Be ectet te ge 
Customer’s Name Address 


*All prices quoted F.O.B, Fitchburg, Mass., U.S.A, 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Ceiling Price Regulations for 
Small Dealers in Planning Stage 


Development of tailored pricing regulations for the 
retail and wholesale trades, and producers, continues 
to move slowly at OPS. 

Price Boss Mike DiSalle has instructed the directors 
of all of his commodity divisions, however, to “pro- 
ceed at once” with the drafting of dolars-and-cents 
price regulations that will provide “identifiable” ceil- 
ings for the benefit of buyers and sellers. 

Of prime interest to many hardware stores and 
other small retail establishments is the preparation, 
now under way, of a proposed Retail Small Business 
Regulation. Present plans call for the inclusion within 
this pricing regulation of all retailers whose annual 
volume of sales is below a stipulated cut-off point. 
Several figures—$70,000, $80,000, and $100,000—are 
being discussed as “appropriate” cut-off points for 
this regulation. 

OUTLOOK—lIdea is that small retailers 
whose annual sales volume is below the des- 
ignated cut-off point could file with OPS their 
stated intentions of pricing their goods under 
the Small Business Regulation. A base period 
is to be prescribed, and each retailer would 
base his selling prices on the prices in effect 
during this base period. There is a “hardship” 
provision affording relief for those who may 
find themselves caught in a cost-price squeeze. 


CMP Due for Overhauling Job; 
NPA May Schedule Production 


The government’s Controlled Materials Program 
isn’t working out nearly as smoothly as had been ex- 
pected. This is partly because the present program 
was based largely on WPB experience during World 
War II. 

But there has been a shifting of production, distri- 
bution and requirement patterns since then. Changes 
in the Controlled Materials Program are due shortly. 

One is an overhauling of the present practice of 
over-allocation of controlled materials, expecting the 
shortage to be taken care of through attrition or un- 
cashed tickets. This attrition has not been as large as 
expected and the percentage of over-allotment will 
have to be trimmed—to 5 pct or even less. 

Another probability under consideration by NPA is 
taking on of the unwanted job of scheduling or direct- 


10 


ing the production of numerous products including 
some of the more common items and components in 
tight supply such as valves and fractional motors. 

Just how consumer durables and hard goods will 
be affected remains to be seen. DPA Chief Fleisch- 
mann says producers of major items such as refrigera- 
tors, washers, etc., can’t be cut much more and still 
operate. Chances are that steel allotments will con- 
tinue on the 50 to 60 pct basis. But aluminum allot- 
ments may be cut to 15 to 20 pct for goods where 
substitute materials can be used—and copper to 10 
pet. 

OUTLOOK—No chance for improved steel 
and aluminum supply soon. Increased alumi- 
num output will appear shortly and steel soon 

? after mid-1952 as a result of expansion. But 
this won't show up on retail shelves for months 
to come. Improvement in the copper supply 
picture is a long time off. 


Truman to Seek More Revenue; 
May Ask for General Sales Tax 


Another request from President Truman for new 
and still higher taxes now appears to be a definite 
prospect for the first of the new year. 

While the size and the form of the new revenue 
demands have yet to be determined by Mr. Truman’s 
advisers, there are strong indications that the White 
House may reluctantly ask for congressional approval 
of a general sales tax as a new source for the addi- 
tional revenue the administration needs so urgently. 

Final summing up of the money bills approved by 
Congress this year shows that a grand total of $91,- 
600,000,000 was approved for the spending programs 
of the Federal Government during the current fiscal 
year. Secretary of the Treasury, John W. Snvder, 
currently estimates a deficit for this fiscal year of 
about $7,500,000,000. 


OUTLOOK—Because the size (about $6,- 
000,000,000) of the 1951 tax bill is just a little 
more than half of the amount requested by Mr. 
Truman, and because administration leadcrs 

D eve shown no inclination to trim their spend- 
ing programs to fit their purses, it appears 
to be a foregone conclusion that the White 
House will issue a strong plea for enactment 
of another huge revenue bill as “must” leyis- 
lation. ° 

(Continued on page 149) 
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WHEN it comes to padlock-making, the highly- 


skilled craftsmen of Master Lock are acknowledged leaders in Z 
their field. Tolerances up to half a thousandth of an inch ge 
4 


are observed —as exact as in fine watch making. Master 
Padlocks are superb examples of the engineering skills and precision 


workmanship that mean the finest and 


Make sales faster with 


Master Padlocks 


strongest in lock security . . . that make every 





Master a “masterpiece of padlock protection.” 


Master Jock Company, Milwaukee 45. Wis. 


Wolds Leading Padlock Manufacturers 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVI! 


Juice Jug 


This handy qt. size Juice Jug for 
mixing and serving frozen concen- 
trates is made of Pyrex glass for 





hot or cold liquids. There is an air- 
tight plastic stopper, and the jug is 
designed in a practical cone shape 
to prevent tipping over. Packaged 
in a full-color gift carton, and re- 
tailing for $1.98. Nesco, Inc., 201 
N. Michigan Ave., Chicago 1, IIl. 


Paint Roller 


The new Wooster DeLuxe Roll- 
On Painter is made of top grade 





mohair for use with all paint prod- 
ucts, including primers, oil, water 
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and rubber-base paints and enam- 
els. It features new nylon bearing- 
end-caps, to provide smooth roller 
action for the life of the roller. 
Cover fabric is mounted on lami- 


“nated core that is water and sol- 


vent-proof, and the core will hold 
its shape as long as the cover is 
used. Made in 4%, 7, and 9 in. 
sizes, and offered with a special 
one-piece metal paint tray and spe- 
cial cleaning tool. The Wooster 
Brush Co., Wooster, Ohio. 


Snow Flake Sprayer 


To aid in Christmas and holiday 
decorating, here is Make It Snow, 
a plastic base product with chem- 





icals, which comes from the can as 
a spray and solidifies in the air as 
snow flakes. The crystals last in- 
definitely indoors, and for two or 
three weeks outdoors. It is non- 
toxic, fire retarding, and will not 
stain or discolor furniture or fab- 
rics. Easily removed from smooth 
surfaces with a damp cloth and 
brushed off rugs, etc. The 6 oz. can 
sells for 98¢, and the 12 oz. can 
for $1.95. Make It Snow, Inc., 1841 
Broadway, New York 23, N. Y. 


Forged-Rib Joint Pliers 


A claim of extra strength is made 
for these No. 507-10 forged - rib 
joint pliers, due to the ribbed joint 








being full forged. The ribs are 
formed in the forging process, and 
there is no machining of the joint 
itself. Utica Drop Forge & Tool 
Corp., 2415 Whiteboro St., Utica 4, 
N.Y. 


New Snow Plow 


This new snow plow, called Snow 
Boy, will clear a 33-in. path through 
soft or packed-down snow drifts 





and removes 500 cu. yds. of snow 
an hour. A unique feature is the 
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in hardware merc 


FOR THE HARDWARE DEALER 


six forward and two reverse speeds, 
ranging from 1/3 to 234 m.p.h. 
Wheels have independent clutches 
for easy turning, and rotary blades 
have four speeds, ranging from 500 
to 2100 r.p.m. Ejecting turbine 
throws snow 66 ft. in any direction, 
eliminating snow banks and drift- 
ing. Overall length is 8 ft. 6 in., 
and weight is 990 lbs. Toro Mfg. 
Corp., 3042 Snelling Ave., Minne- 
apolis 6, Minn. 


Picnic Cooler 


Here is the Skotch Kooler, a com- 
bination picnic cooler and jug done 
in an over-all plaid pattern. It is 





sturdily made of coated steel with 
a vinyl finish and insulated through- 
out with Fiberglas. A removable 
plastic tray is suspended in the top 
to hold food which should be kept 
cool and dry. Capacity is 4 gal. 
Hamilton Metal Products Co., Ham- 
ilton, Ohio. 


Ice Melting Chemical 


Available in a variety of newly 
designed packages for the coming 
winter season is this chemically 
treated wood-flake compound, Saif 


Ice-Master, which has just enough 
solvent so that wood flakes imbed 
themselves in ice or packed snow 





and give a slip- and slide-proof 
surface. Fibers absorb solution 
from the ice, and melting takes 
place until the ice is gone. It is 
non-abrasive, non-injurious, and 
non-poisonous. Normandy Chemical 
Corp., Muskegon, Mich. 


Plastic Bristle Brush 


Here is a new scrub brush with 
stiff plastic bristles, called Twinkle. 
It is shaped to a size and weight 











Oitaialineieahilteeni indian italia ctl aia pt Dia | 


that fits a woman’s hand, and the 
water-resistant bristles will not 
(Continued on page 122) 
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TO HELP YOU 


SELL 


AND OTHER DEALER 
SALES HEL Ee 








Dealers of Green Spot garden 
hose accessories are offered this 
promotion kit, featuring a variety 
of selling aids. There is a full-color, 
three-panel window display, book- 
lets on lawn care, colorful window 
banners promoting the booklets, 
product display cards and news- 
paper mats of each Green Spot 
product. Easy-to-follow diagrams 





for window set-up and inside-the- 
store counter displays are also in- 
cluded. Scovill Mfg. Co., Water- 
bury 20, Conn. 


Lighting Catalog 

A full-color, 52-page catalog con- 
tains the complete Moe Light line, 
including the Moe Light Valance 
and Moedaptors, and the fixtures 
have been segregated by room loca- 
tion. There is a quick color key in- 
dex which is an indication of the 
company’s recommendation for the 
location of the particular fixture in 
various rooms of the house, and ap- 
propriate room scenes are devoted 


(Continued on page 136) 
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Only Total War Seen 
Preventing Banner 
Holiday Season 


Unless the new, higher income 
taxes, which are just now being re- 
flected in smaller paychecks, should 
have an unexpectedly bad psycho- 
logical effect on consumers, retail 
volume is expected to improve con- 
siderably for the balance of the 
year. 

The public, despite higher in- 
comes and accumulated savings, has 
been chary in its spending on “un- 
necessaries” for some months now. 

Present indications are that buy- 
ers are now beginning to loosen 
their pursestrings, and it’s almost 
a certainty that retailers will en- 
joy the biggest holiday selling sea- 
son. Only total war could change 
this picture. 

The latest data on retail hard- 
ware sales, for the month of Au- 
gust, show that hardware stores 
did 3.1 pet more business than in 
July. 

Retail hardware sales for the 
first eight months were 16.6 pct 
above the same period of 1950. Be- 
cause of increased prices this year, 
the unit volume of business this 
year is probably just about equal to 
1950. 

There has been considerable cor- 
rection in the inventory situation 
on consumer goods at the retail 
level. Manufacturers also curtailed 
production sharply on a lot of civil- 
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p» More Money in Christmas Clubs 


p» Home Goods Output May Rise 


> Copper Supply Is Tight 


ian lines during the summer 
months. 

Relaxed credit terms, allowed by 
the Government in July, are re- 
flected in a big increase in instal- 
ment credit. In September, time 
sales rose $112 million, to a total of 
$13,156 million. Instalment credit 
had been dropping since last De- 
cember when it reached the peak of 
$13,459 million. 


Range Prices Cut 
10% by Perfection 


The Perfection Stove Co. has an- 
nounced an across-the-board reduc- 
tion of about 10 pct on its complete 
line of gas ranges during it’s na- 
tional sales promotional campaign, 
which runs to Nov. 30. 


Chain, Mail-Order 
Business Was Slow 


Chain store and mail-order sales 
in September are estimated at $2.8 
billion—about one pct above Sep- 
tember a year ago, the U. S. Dept. 
of Commerce announced. 

Most trades reported declines in 
sales from August to September 
after adjustment for seasonal 
changes. 


Christmas Club Fund 
3.4% Higher This Year 


Christmas Club savings funds, 
which will be distributed dvring 
“National Prosperity Week,” start- 

(Continued on page 168) 


Hardware Sales Estimates Revised Upward; 
Retail Sales $2,634 Million in 1950 


A complete revision of its esti- 
mates of retail and wholesale sales 
and inventories just announced by 
the Bureau of the Census, indicates 
a substantial increase in the size of 
the hardware market. 

The revised estimated total of re- 
tail hardware store sales for 1950, 
for example, is now fixed at $2,634 
million as compared with the previ- 
ous estimate of $2,244 million. 

The revised yearly totals of retail 
hardware store sales, from 1939 to 
1950, as announced by the Office of 

Business Economics, Department 


of Commerce, are as follows: 






1939.... $629 million 1945... .$1,237 million 
1940.... 712 million 1946.... 1,911 million 
oo) 905 million 1947.... 2,255 million 
1068 ....5. 973 million 1948.... 494 million 
1943.... 903 million 1949.... 2,342 million 
1944.... 1,030 million 1950.... 2,634 million 


Revised monthly retail hardware 
totals, from 1948 to August, 1951, 
will be found on p. 168. 

The revised totals for wholesale 
hardware sales, annually, are as 
follows: 


1939.... $592 million 1945.... $937 million 
nn ee 678 million 1946.... 1,545 million 
1941... 886 million 1947.. 1,909 million 
1942.... 816 million 1948.. 2,014 million 
1943.... 742 million 1949.... 1,719 million 
1944.... 857 million 1950. . 2,098 million 
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P&C GUARANTEES 


Double} 


AND THEN SOME 
WITH THIS AMAZING 


Choose the Display That Fits 
Your Store and Your Potential 


R-150 supplies you with 150 tools selected 
for fast turnover from the complete P & C 
line. It is a complete mechanics’ hand tool 
department in only 32” of counter space. 


Thrifty-50 Doubles Turnover, Too 


Thousands of smaller stores are boosting 
hand tool volume with the concentrated 
heart of the entire P & C line, contained in 
this T-50 tool selection. With 2 each of the 
50 fastest-selling tools, you will sell at 
least one of each item every month. THAT 
GIVES YOU 6 TURNOVERS A YEAR 
for more profit on a smaller investment— 
a first cost of only $76.50 and profits of 
$160.00 to $230.00. 

Write for the free illustrated folders that describe 
all the exclusive selling features of these revolution- 
ary displays, and tell how they are setting new sales 
tecords for dealers in every part of the country. 
They list ali tools, with sizes and prices. Ask for 
your copy today. 


P&C HAND FORGE 


BOX No. 5926A PORTLAND 22, OREGON 
CABLE ADDRESS: PANDCTOOL 
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Now you can make $421.60 


profit or more per year on only $210.84 stock 


investment with your new P & C 


ROCKET-150 DISPLAY 


Sales, turnover and profits have zoomed for dealers 
all over the country as soon as they begin to follow 
the P & C Profit Plan. 


They have found you can clean out old, dead 
stock; cut your investment; save space; save time 
and work for clerks; cut your inventory and still 
have a more complete selection of tools; get 2 to 3 
times the average turnover and make more money 
every month on mechanics hand tools. The P & C 
Profit Plan is a complete, tested and proven mer- 
chandising service to help you solve your problems. 


Your P & C distributor salesman will help you 
analyze your mechanics’ hand tool sales for higher 
turnover and profits on a smaller investment. He 
will help you put the P & C Profit Plan on the job. 
Write for the name of your nearest P & C dis- 
tributor today. 
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—says H. W. KILLEBREW of the 
O'Dea Hardware and Paint Company, Des Moines, lowa 


The free ‘‘How to do it” plans featured in SKIL’S great new 
campaign have stepped up sales. ‘‘We’ve sold SKIL Home 
Shop Tools to people who have seen these ads and sent for 
SKIL-Chart instructions.”” He continues, ‘‘The first tool is 
easy to sell and they come back for a second tool and some 
for a third. SKIL advertising gives us repeat business by 
getting our customers interested in home shops of their own 
as a fine hobby!” 

Mr. Killebrew has this to say about SKIL Home Shop 
Accessories, “I sure like the extra business from blades, sander 
belts and discs. We make the same 30% margin and it is a 
big factor in our overall volume and profit on the SKIL line.” 


sad 
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advertising... 


for SKI Z 





SKIL Home Shop 
Power Chest 
MODEL 582—Best combina- 
tion of power tools ever 
offered for home use. Contains 
SKIL Home Shop Sander-Pol- 
isher and complete accessories 
for many uses. $52.95 





* 
SKIL Home Shop 
Yn” Drill 
MODEL 542 — Dependable, 
fast-working, compact. Capac- 
ity in steel, 2”; in hardwood 
1”. Geared chuck. $43.45 


MODEL 522—Same as above 
with Hex-key chuck. $39.95 








SKIL Home Shop 
2%” Belt Sander 
MODEL 525—A real profes- 
sional tool. Instant belt release. 
Automatic tension control. In- 
stant centering. $69.50 





SKIL Home Shop 
6” and 84%” Saws 
MODEL 565 — Has built-in 
bevel and depth adjustments. 
Cuts 2” lumber at full 45° 
bevel. $77.50 


MODEL 520—5%” 
blade. $59.50 
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SKIL Home Shop 
Drill Kit 


MODEL 587 — Includes 4” 
drill and selected accessories 
for drilling, sanding, grinding 
and polishing. Compact steel 
carrying case. $24.95 





SKIL Home Shop 
6” Sander-Polisher 


MODEL 517—Built to indus- 
trial tool standards. Dozens of 
uses: sands, polishes, drills. 
Accessories increase uses. 

$37.50 





é 


SKIL Home Shop 
Saw Table 
MODEL 497 — Builds extra 
sales. Converts 6” SKIL Saw 
into tilting arbor table saw. 
$29.95 


MODEL 5600—Sander and 
shaper kit for above table. 
$19.25 





SKIL Home Shop 
V4” Drill 
MODEL 549— Powerful 2000 
r.p.m. drill with 4” capacity 
in steel: a” in hardwood. With 
geared chuck. $22.95 





SKIL Home Shop 
V4” Drill Kit 
MODEL 550—Deluxe drill kit 
with Model 549 %” drill with 
20 accessories and case. A 
complete packaged workshop. 

$41.45 


SKIL Home Shop 
Bench Stands 


MODEL 519—Converts port- 
able 4” SKIL Home Shop Drill 
into an accurate, inexpensive 


drill press. $12.95 
MODEL 521—For 2” SKIL 
Home Shop Drill. $19.95 





Home Shop Tools!”’ 
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Only THIS one of the 3 biggest man-woman magazines has so many 
NATURAL hardware prospects — screened for the BUY on their minds! 


ARDWARE dealers rate Better Homes 

& Gardens as their most powerful 

selling aid. The vote? Almost 2 to 1 
over any other magazine! 


No wonder. BH&G’s 3%-million circu- 
lation is screened to cover 7 out of 10 
families building new homes— includes 
other home-loving families who do 
nearly 2 million repair or remodeling 
jobs a year. 


It’s natural for such families to be 
vitally interested in BH&G’s many 
timely and exciting home, lawn 
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and garden improvement suggestions. 


And, husbands and wives together, it’s 
natural for these 3'4-million 
better-income families to shop 
BH&G when deciding whose 

products will best solve their 
problems. 


So, naturally, a campaign in 
BH&G is a tremendous boost 
to your every selling effort! 
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Dept. 74 
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FOR 


FIESTA zithe different hase, hit of the 195%)season 
Backed by Goodyear’s Standard Ten-Year Hose Guarantee 
Here’s'c completely different kind of hose — 
quality-built to combine Ottractive appearance with 
rugged strength. Has a satin-smooth all-vinyl cover 
in sunproof, wear-resistant yellow, red, or green. 
Light in weight, paoaawelniieh & priced — the finest hose 
on the market. 


ALL-RUBBER — a style for every buyer 
Backed by Goodyear’s Standard Hose Guarantee 
Pathfinder — High quality hose — at a moderate price. 
Features lightweight, durable construction, yet 
sells at a money-soving price. Available in either 
green or black cover. Five-year guarantee. 
Glide — High-value, low-priced hose. Resists 6 times 
average U. S. city water pressure. Block cover. 


ALL-VINYL — long life, style appeal, lightest weight 
ideal for the style-conscious buyer, because of its 
attractive light-green color. oe to women for its 
light weight and ease of handling. 

All coupled with “free-flow” couplings for 

maximum water flow 2 lit gg 





The Goodyear Tire & Rubber Company, Inc. 
Dept. 742-C 
Akron 16, Ohio 


Please send me “Do’s and Don'ts for Watering Your Garden and Lawn” plus 
full details on your 1952 Garden Hose program. 


Name___ a 
Firm Name , . _ 


Street Address City and Zone__. iduaiecendeeaed - 


State 








GOODFYEAR 


presents the fastest-selling hose 
line you can handle! 
































BACKED BY NATIONAL ADVERTISING — more 
than 19 million messages in national magazines, 
plus Sunday television during the 195) “hose- 
buying” season, carried the Goodyear Garden 
<<“ Hose story into your customers’ homes. And the | 
te year-‘round advertising by “The Greatest Name* 
in Rubber” on TV, radio, and in publications 
adds up to powerful support for the idyear 
name on the hose you sell — citi u atched 
in the industry. 


“TELL-ALL” GUARANTEE CARDS with every length of hose 
let your customers see what they’re buying in terms of hose 
quality and hose service. 


FULL LINE OF SALES HELPS to build your profits — window banners; 
counter booklets; hard-hitting newspaper mats; handy booklet 
"Three Ways to Sell More Garden Hose”; folder “Suggestions for 
Hose Displays”; user booklet “Do's and Don'ts for Watering Your 
Garden and Lawn” — everything you need to boost your hose sales! 
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IT’S EASIER 
.. + woter pressure 
operates valve. All 
you hold is the 
hosel 









TO TURN OFF SPRAY 
pull knob back... 
remove thumb... 
water pressure holds 
valve closed. 


TO TURN ON SPRAY 
push knob forward 
..femove thumb... 
voter pressure holds 
valve open. sutith cious ® 


SS 





Ordinary Sprayer Hole. 
Shown is former Bradson 
hole, even then larger than 
that of most sprayers. 


CAMIIIPEA | 


New BRADSON Hole. 
Now five times as 
large, an exclusive 
Bradson feature for 
clog-free operation. 


SAFETY AIR GAP complies with 
public health laws. 


AIR INLET 


Stream of water across 
hole creates suction, 
which draws spray solu- 
tion from jar. 

NO PRESSURE 
NEW FLEXIBLE SUCTION TUBE. Removable IN JAR 
for quick, easy cleaning. Not subject to 
attack by chemicals in spray materials. 


1% GALLON CAPACITY. Stondord 
home replaceable '/2 pint jar, holds 
enough solution to make 1% gel. 


proper sproy. ATTACH fe) 
4 GARDEN HOSE 
i Water pressure 
Good for does the work 
WEED KILLERS, 
too! 


spraying easier... 
oughly drenches plants with a soft, misty spray. You 
can’t beat that combination for contented customers! 








aaaiaaga Bradson INSECT-O-GUN 


Same principle as Gard-N-Gun, but has 
twice the capacity (3 gal.), handy pistol 
grip, extra rugged construction 

Fully guaranteed. List. . $595 








FOR SPRAYING FERTILIZERS ... 
Bradson GRO-GUN 


Takes back break out of feeding plants and 
lawns; fertilize an entire lawn in a few 
minutes. Sprays any fertilizer or plant food 
that you mix with water to apply 

Fully guaranteed. List........ $ 2 95 
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Gun COL” 


Better gardening makes your 
customers better customers. Now even 
the chap with a tiny patch of ground, who can’t 




















afford a power sprayer, can do a better spraying job 
.. without laborious pumping... 
Bradson hose-end sprayer — the answer 


FOR SPRAYING INSECTICIDES AND FUNGICIDES. 


Bradson sprayers go like a nozzle on the garden hose. 
Water pressure does the work. A Bradson “gun” makes 


using an inexpensive 


and kills more pests because it thor- 








GARD-N-GUN | 


Ideal for Small Gardens | 


po ene" cman amt ti 
















Solves the clogging problem that plagues sprayers 
of all types! In early garden hose sprayers — even 
Bradson’s — suction holes were necessarily tiny. 
They clogged when powders such as Bordeaux 
mixture were used. 

Bradson’s new Gard-N-Gun design provides a 
suction hole five times as large. It sprays both liquids 
and powders, yet is practically impossible to clog. 

It is easier to use, too; water pressure does the 
work, even holding the control valve on and off. 
The light weight yet sturdy Gard-N-Gun has no 
moving parts...cleans in 30 seconds... is fully 
guaranteed. 


A Sales-Making Display 

The Gard-N-Gun now is enameled in a rich, attrac- 
tive shade of blue. Packed in 
eye-catching display cartons, 
3 “guns” per carton, to speed 
up your sales. 


List $Q95 
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The Bradson Company 


10903 Chandler Blvd 
NORTH HOLLYWOOD, CALIFORNIA 
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But your rooms 






seem larger! _. 
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Yes, Radiant Heating makes rooms larger 


Americans like ‘‘room to stretch!’’ So, no 
matter how modest a home, or how limited by 


budgetary considerations, our desire for ‘‘elbow ' 


room” and a feeling of spaciousness is as strong 
today as it ever was. 


The chances of getting it are good, too, 
thanks to the ingenuity of modern architects, 
builders, and manufacturers, who have incor- 
porated dozens of space-saving and space- 
making ideas into modern home design. 


One of these, radiant panel heating, in addi- 
tion to providing healthful automatic heat, 


actually makes interiors larger by installation 
of the heating units within floors, walls and 
ceilings. 


Steel pipe is first choice for this modern 
“invisible heat.’ For steel pipe has all the 
qualities of formability, weldability, durability, 
and economy required for successful radiant 
panel systems. Proved in conventional hot 
water and steam systems for more than 60 
years, steel pipe brings to this latest method 
of heating, an established, time-honored quality 
of pipe service fundamental to efficient operation. 


Write for a copy. A free 48-page color booklet "Radiant Panel Heating with Steel Pipe" 


Sree Pige 


5 Fst Chace 
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COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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Du Pont announces ... 


2 BIG PROFIT DEALS 






DEAL “B” au 








| 

| 

| | 

| | Dealer 
| Dealer Selling Dealer Selling 
| Cost Price | Cost Price 
| 2 doz. 4A (19¢ size). ....... $2.88 $4.56 | 1 doz. 6A (33¢ size)... ...... $2.52 $3.96 
| 3% doz. 6C (33¢ size—colors).... 882 13.86 |! 1 doz. 8A(63¢size)......... 5.04 7.56 
| % doz 6C We HARCI : om 1.98 % doz. 10A (89¢ size) sé ee % « & 3. 60 5.34 
| , : eee Ne  -¥% doz. 6C (33¢ vr rsaate eee Ae 1.98 
| 


Can v0 % doz. 6C NOCHARGE ...... _ 1.98 
e= 





ORDER NOW! —These two big- 


profit deals are available for a limit- 
ed time only. Both deals are factory 
packed. 


THE LIST PRICES (Dealer Selling Prices) shown 
above are for the convenience of the dealer and rep- 
resent, we believe, the worth of the products at the 
retail level. The Dealer Costs shown are for the 
convenience of jobbers and represent, in our opin- 
ion, the worth of the products at the wholesale 
level. The suggestion of these prices is not, how- 
ever, intended to prevent other prices being used. 


E. 1. DU PONT DE NEMOURS & CO. (INC.) 


WILMINGTON 98, DELAWARE 








REG.uU.s. pat. off. 
BETTER THINGS FOR BETTER LiVIiNG...THROUGH CHEMISTRY 
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A Yeu Shovel Witt 
... BLADE AND STRAPS 
FORGED FOR THE FIRST 
TIME FROM LIGHT GAUGE 
SPRING STEEL SHEETS... 
PRECISION TEMPERED 








Va 


New Design... New Construction... New Materials = Lightness and Strength 


W’ 
AMES 
Since 


1774 


PARKERSBURG, W. VA AMES BALDWIN WYOMING co. NORTH EASTON, MASS. 


HARDWARE AGE, NOVEMBER 15, 1951 

















You m 
produc 
the rig 
these | 
data, ii 
scriptic 
equip 
lets, wz 
custom 
rett pr 
steel ta 
band sz 

Cons 
custom 





HARD\ 


WITH 
RAPS 
FIRST 
AUGE 
i rer 
ERED 


rength 





15, 1951 










WITH THESE 


ea SALES 
gino re 


You make a valuable contribution to defense 
production every time you help a customer select 
the right tools for an essential job. You'll find 
these Starrett catalogs packed with reference 
data, instructions, useful information and de- 
scriptions of more than 3000 items of shop 
equipment. Together with Starrett folders, leaf- 
lets, wall charts and displays, they help keep your 
customers posted on the newest and best in Star- 
rett precision measuring tools, dial indicators, 
steel tapes, precision ground flat stock, hacksaws, 
band saws and band knives. 

Consult your Starrett catalogs. Make sure your 
customers have them. 


S Sbarrelt 


oOo 










SINCE 1880 
WORLD’S GREATEST TOOLMAKERS 
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with the 


DISTRIBUTOR SALES 
PROMOTION PLAN 


The Starrett Distrib- 
utor Sales Promo- 
tion Plan is an 8- 
point program that | 
will completely 
identify you as a 
Starrett distributor. 
It includes a com- 
plete advertising mat 
and electro service 
plus many sales-tested display, direct mail and 
sales promotion items. Cash in on this valuable 
free service. Get the whole story from the Starrett 
salesman or write for Bulletin No. 1300. 


pisravauroe sags 
peomotion PLAN 








_ sa 
THE L.S. STARRETT COMPANY: ATHOL, MASS., U.S.A. 





STOCK AND SELL THE COMPLETE LINE 
MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 
DIAL INDICATORS + STEEL TAPES + PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 
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. . . say dealers all over the United States when 
they see the new carton coils of Columbian Pure 
Manila Rope. 


A survey among hardware dealers determined the new Colum- 
bian Rope package design. Marketing and merchandising were 
considered. Result: three Carton Coils, printed in striking colors 
—containing about 20 Ibs. of rope in these sizes: 4”, 4%”, 44” 
diameters. (Three cartons are packed in a shipping container.) 


Trial orders were then sent out without any promotion. Dealers 
bought, and followed up with enthusiastic repeat orders. And 
for good reason! Rope can be sold in any lengths from these 
cartons by pulling it out through hand hole in the top... 
easily displayed on counter or shelf . . . carton protects 
against dust and handling. This combination of features is 
sure to make you say, “The Columbian package is what I've 
been waiting for." Order from your jobber. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St. 
Auburn "The Cordage City,’’ New York 
Branches in 
Chicago 


New York Boston New Orleans 



































Sold in three-coil shipping cartons as follows: 
1 carton coil — %” dia. — approx. 20 Ibs. — 1000 ft. 


Pua 


1 carton coil — %” dia. — approx. 20 Ibs. — 490 ft. 
1 carton coil — 2” dia. — approx. 20 Ibs. — 265 ft. 
This assortment in, 3 carton coil shipping con- 


tainer. Any combination of 3 sizes of rope in 
carton coils can be furnished ina shipping carton. 
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UTICA 


New Pliers + 507-10 


ye FORKGED RIB JOINT 
FA 












A 


A 







for Added Srrengtlt 


exactly where you need it 


RK 
pat. apr. FO 





e/ 


FULL FORGED RIBS 
CAN TAKE IT! 
AND HERE’S WHY: 


\ CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 























STRONG BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED (Eiiae * Mh 
AKD FORCED TO FOLLOW CONTOUR OF RIBS . 
EACH RIB SHARES THE SINEW-LIKE FREE COUNTER DISPLAY 
STRENGTH OF THE ENTIRE JOINT MEMBER 3 pairs of 7507-10 pliers plus 
counter card. $2.85 each, retail. 


Full forging of the rib joint is the secret of this no weak point, likely to break, with this method 





new Utica pliers. Forging makes the steel fibre of manufacture. 

structure follow the contours of the ribs as shown Be sure you see these new pliers! One look, one 
in the diagram above. Hence, each rib shares the “heft”, and you'll know that they live up to the 
sinew-like strength of the entire joint. There is standard of Utica quality. 


It pays to use quality tools me <B> foie so ponding “re 


DROP FORGE AND TOOL 


oer Pawar ee In Canada: ADLAM TOOL & SUPPLY CO., LTD., 


UTICA 4, NEW YORK MONTREAL; WALLS-IRONS, LTD., WINNIPEG 
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EVANS 


“WHITE-TAPE” 


at 98¢ 


The Fastest Seller 
on record... 
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Yes, Evans White-Tape toppled sales rec- 
ords even before its ad campaign hit its 
full stride. Now more than 10,000,000 
potential customers are reading about this 
better tape every month in their favorite 
national magazines. They'll read of Evans’ 
amazing’ low price—only 98¢ for the 6 ft. 
They'll remember these outstanding fea- 
tures: Sturdy Die Cast Chrome Plated Case; 


‘WHITE-TAPE 





and Exclusive Automatic Brake to hold 
blade in place after measurement is made. 


Free Sales Aids. Each White-Tape indi- 
vidually boxed in code-colored package. 
Each dozen in multi-color display unit. 
And a compact, sales-compelling display 
card with every dozen. 
People snap up Evans White-Tape as 
just the thing for SHOP—HOME—OFFICE. 





Jet Black Markings On Snow White Steel 
(white on both sides); Measures Inside and 
Outside; Economical Replacement Blades 


$1.19" 


8-ft. (108W) 





98¢* 


“Prices a few cents higher 6-ft. (106W) 


Denver West and Canada. 


10-ft. ( 


® 7806 


28 


$1.49* 





Order Evans “Lo-Inventory” assortment 
from your jobber now—a special one-dozen 
display unit carrying all sizes. 


r ELIZABETH, N. J. © MONTREAL, QUE. 


Makers of Evans 6-ft. Folding Rules 
and "The Folding Yardstick” 


110W) 
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IMMEDIATE 


DELIVERY 
FOR 
CHRISTMAS 


Holes for thong or bail to carry on arm 





Yelow=Flash-¢ } 


Truly in a class by itself! No other 
light can come close to its 2500 ft. 


beam. Fits in space 8” by 3” by 3”. : As i ill 
Compare these other outstanding fea- res , ' ACTUAL 
tures with any other flashlight sold: cites ’ one h43 








Special, patented duo- 
circuit. For powerful 
light, uses 8 standard 


flashlight batteries 
with 12-volt bulb. For 
longer life, uses one 
6-volt lantern battery 
with 6-volt bub. 


NATIONAL 
ply ADVERTISING 


for year round profits 


' less batteries 
J i CTR LTE aie. Co., 2061 N. Southport Ave., Chicago 14, Ill. 
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THEY’RE WELDING BONDS OF FRIENDSHIP... 


4 
vweusd wtoyre bathroom and kitchen accessories are guaranteed to weld 


Fim ol-iaaat-lal-1a) au ole)ale mm ol-14,11-1-10 0 \Z0]0 me-1ale M20] 0] moet) co] ga-1 6-0 1-16 'aw 10) C0) 4-1-1101 8 a aT 1) 

all the lasting qualities that can be assured by sound design, selected materials, fine 
equipment, and painstaking workmanship. That's why the shopper 

who once buys an Autoyre fixture comes back again and again for additional 
matched items. That's why Autoyre bathroom and kitchen accessories 


lead the field, year after year 


MATCHED ACCESSORIES FOR BATHROOM AND KITCHEN 


‘Designed to Make the Passer Buy”’ 


THE AUTOYRE COMPANY e OAKVILLE, CONNECTICUT 
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ENTERPRISE 40- 


CHOPPER 


wt Real Profit Winner! 

















<a OR g REFUND ora 


F Genaieed by 
Good Housekeeping 











\) 
wor as Apvenmisto TRS 


CASH IN BY STOCKING THE COMPLETE ENTERPRISE LINE! 


» FENTERPAIS we { 


NOS. 5, 10—Offer exclusive NOS. 422, 432—Furnished NOS. 12, 22, 32—Designed, 


Enterprise cutting principle in with gears for easier operation with Enterprise quality, for per- 
home and commercial sizes. on tough cutting jobs. manent attachment and years 
of satisfied use. 


THE ENTERPRISE MFG. 


ALL-PURPOSE PRESS—Stuffs 
sausage, presses lard, fruits, 
vegetables, with maximum 
pressure and minimum effort. 


CO. or PA. 


PHILADELPHIA 33, PENNA. 
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Congowall... and 


only Congowall... 


CONCOWALL 








a. mmaLd proved 
trouble-free and successful. through Nee al 


years of actual use by your : p/customers! 


has the patented duplex felt back | 











ONLY Congowall is supported by years of national advertising . . . reason! \|ts unique construction grips the paste quickly and 
including the biggest, most spectacular TV coverage in the industry! firmly. That’s the feature that insures completely satisfactory 
SONNY tetas tas tn cet eee ehemene dt te temo a by your customers, and it’s a feature that cannot 
Gold Seal guarantee . . . satisfaction or money back! e copied —the duplex back is patented +. it has always been 

and it is now exclusively Congowall’s. Congowall is the wall 

covering that you know and that your customers know . .. it’s 
No other wall covering is “just like’ Congowall—just look at the proved-in-use wall covering that you can go on selling 
the back and you'll see why. The famous duplex back is the with complete confidence! 








Here's the famous, exclusive, patented fiber 
backing that insures you freedom from complaints 
and expensive time-consuming adjustments. That's 
why you should promote genuine Congowall — 
for lasting profits and lasting good-will. 





CONGOLEUM-NAIRN INC. 


Congoleum-Nairn Inc., Kearny, New Jersey « Makers of Guaranteed Floor and Wall Coverings: 
Nairn Linoleum + Nairn Asphalt Tile + Gold Seal Vinyl Inlaid + Congoleum - Congowall 





© 1951, Congoleum-Noirn Inc. 
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Griffin Butts are Quality Butts . . . pro- 
duced from highest grade steel, carefally rolled in our own plant 
and finished by expert craftsmen. You can be sure of satisfied 
customers when you sell them any items in the Griffin line of fine 
builders hardware. : 

For more than a half century Griffin has been producing fine 


products. That experience assures you of the best. Sell Griffin. . . 


nted fiber and you sell Quality. 
complaints 
ents. That's 


ongowall — Samay oy: ay 
ill. n geen R] FFIN, i Suery DOOR NEEDS THREE 
MANUFACTURING COMPANY 
IFFIN PRODUCTS 
ERIE © PENNSYLVANIA 
I" REPRESENTATIVES 
R. F. BEVERS H. C. GLOVER 


WILBUR H. DAVIS CHARLES L. LEWIS 
1639 W Fargo Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Bivd. 


a | Chicago 26, IIlinois San Francisco 3, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlante, Georgia Jackson 6, Mississippi Denver 6, Colorado 
ANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
115 Broad Street 6637 Golf Drive 4638 Nichols Porkway 6954 Oleatha Avenue 
m-Nairm Inc. Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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THE King Coffon LINE 












= none 
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Chalk Line—Made from a strong fine cotton Braided Cord — A strong cord which will 
yarn but softly twisted to hold chalk. not kink or unravel, Used as Mason's Line, 
Awning Cord, etc. 





N.BLIND ¢ 


ORD 


ME se 





Twisted Mason's Line — Similar to Chalk Venetian Blind Cord—Made of the highest Sash Cord—A remarkably strong, long last- 


Line but put up in connected hanks. Used quality fine plied yarn. This is the best blind ing cord. A tough cord for tough jobs. 
os Chalk Line, Layout Line, etc. cord made. Available in a wide assortment 
of colors. 


Att PURPOs, 


a 
item, ge m 





Cans hi 7 Pr 
°nerg) .'5 Meedag (9h v es 
line = "Ature) § Contacto, 2" — °nd r,.- fi 
Packaged is Pack. ith ” town. daily bye turn -ove a's 
Twisted Mason's line, chalk line, wrapping Sel - ' an one.  thake Populg, fe eryone in becay,, “ 
twine in natural or colors and other items desin,® 9¢ WCtive dis Priced fe em Such ™ the hoyn ge j 
put up in %& or 1/2 Lb. balls are packaged in 9ned sen on lin Play, d. ‘ght, Eq &s co, SOwif, Png 


les ¢ da 
transparent polyethylene Snap-Sacks*. '9ned rte 2 type oft. You 


*T.M. Shellmar Prod. Corp 
me vt at OF 


Ki 
CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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Here's a complete 
water system — 


You don't need 2m 








TANKLESS 
No storage tank, fewer fittings. Best 
bargain for your customers. 


SELF-ADJUSTING CAPACITY 
True “city” water service—no spurt, 
no lag—uninterrupted flow within 
pump capacity (up to 520 G.P.H. 
at 10 ft. suction lift). 


CORROSION RESISTANT 
All cast iron parts touched by water 
treated with a “baked-on” coating to 
resist rustand corrosion in the pump. 


PRICED RIGHT 
Meets all competition— priced to 
MOVE. 


DEPENDABLE 
it's a GOULDS! 


PROFITABLE 
No other pump can offer your cus- 
tomers so much for so little—or pro- 
vides a sounder base for pump and 
allied sales profits! 


NATIONALLY ADVERTISED 
Your customers will demand this unit 
— it's backed by the largest national 
advertising campaign ever put be- 
hind a water system! 
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FREE! 
Outstanding display 
and merchandising 
pieces like this silent 


'* Salesman Sam.”’ 










New! Different! 


Goulds tankless Close-Cupld Balanced-Flow Jet Water System 


means increased pump profits for you. 


Just check the outstanding features at the left and call your 
Goulds distributor—don‘t miss the amazing profits you can 


get with this revolutionary new unit. Or write us today! 


GOULDS PUMPS INC. Seneca Falls, N. Y. 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 

























Take a good look at the clean, smooth surface 
on a Bethlehem Bolt. This neat-looking surface 
is the result of using modern equipment and 
quality steel for bolt manufacture. Besides their 
pleasing appearance, Bethlehem Bolts have 
well-formed threads for accurate assembly, and 
heads which are easy for the wrench to grip. 


They're good bolts to offer your customers. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 
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The Hodell “Chainvender” is sturdily constructed of 
welded steel—is available with 6 different fast-selling chain 
assortments. Occupies only 2 square feet of floor space. 
Proof Coil chain in Little Drums, sold separately, adds 
346, 14, %, and 3% inch sizes to make up a complete, com- 
pact chain department. 
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They should be...for their sales-suggestion value 
in reminding customers that they need chain 
has been proved in hundreds of hardware stores. 

Here are two neat, compact ways to stock 
and display high quality Hodell Chain. Place 
the “Chainvender” (left) in a prominent spot 
on your sales floor. You can well afford to do 
it, because the rack requires less than 2 square 
feet of floor space. Get the attractive Household 
Chain Assortment (above) out in front on 
your counter. , 

Ask your jobber about these assortments, or 
write us direct for information. You'll find 
these “silent salesmen” will make a lot of extra 
chain sales for you... without drawing a cent 
of extra pay. : 


HODELL 





CHAIN 


Sewe the Bee 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 











37 








PITTSBURGH 
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for repeat sales 
and bigger profits! 








| > pane are the features that make Pittsburgh’s 

Red Stripe Brushes'a favorite with customers 
everywhere. Comfortable, balanced weight makes 
easy handling. Hogs’ bristle, combined and 
blended with scientific Neoceta bristle assures 
faster, smoother, neater painting on every job. 
Both types of bristle wear at the same rate 
this means better work every time! No won- 
der dealers report high profits and repeat 
business with the Red Stripe line! 


FOR THE ADDRESS of the Pittsburgh branch 
nearest you, write: PirrsBURGH PLATE GLass 
Company, Brush Division, Dept. D-2, 
3221 Frederick Avenue, Baltimore 29, Md. 


Red Stipe evens 


G BRUSHES ° PAINTS e GLASS ° CHEMICALS ° PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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SEND FOR THIS NEW 


Best Seller 


THAT SELLS FOR YOU! 


Yes, thousands are reading 
this new booklet—then reaching for Pol-mer-ik. Get your 
free copy—see why Pol-mer-ik sells so fast! 











oom to sell ARCHER “04107: 


tive merchandising teams up with the 











101 USES means 101 sales opportuni- 
ties! By showing so many ways to use 
Pol-mer-ik, not only for painting but 
as a furniture polish, rust preventative, 
natural wood finish and all-purpose 
product, this newly published booklet 
greatly expands your market. National 
advertising plus a wide variety of effec- 





Guaranteed by > 
Good Housekeeping ADDRESS 
wor wine 
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booklet to bring people to your store... 
presold. Just display Pol-mer-ik ... and 
WATCH IT GO! 

Especially processed to strengthen 
its molecular structure Pol-mer-ik levels 
better, brushes smoother, looks better 
and protects as it beautifies. Get on 
the bandwagon with America’s fastest- 
selling linseed oil! Mail coupon for 
booklet now. 





ARCHER « DANIELS * MIDLAND COMPANY 
684 Roanoke Building * Minneapolis 2, Minnesota 


Gentlemen: 
@ Please send me free copy of your new 
**101Money-Saving Ideas’’ Booklet. 











Preserving brushes 
Calking 


Removing tar 


Refinishing antiques * 
Polishing furniture 
Oil finishes 
Removing scratches 


£ 








4 Care of golf clubs 
Fishing tackle 
Creels, boots, skis 


Protecting garden tools 
, Stopping rust 

Glazing windows 

Porch floors 








EACH FOR 
your IDEAS | 


Can you think of new 
uses for Pol-mer-ik—not 
already published in “101 
Money-Saving Ideas’? 
if you can, they're worth 
cash on the line! Get this 





ZONE__STATE_ 








little booklet—read it— 
then try your luck as a 
Pol-mer-ik idea man! 
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The New 
“CUSHIO 





eming 


ETTE™ 























Patent Applied For | 








THIS MODER. 
WARE, Fair 


0 


S 











SPECIAL RUBBER 
AIR SEALED TUBE 
ELIMINATES ALL 
AIR CONTROLS 












A Revolutionary Development in Shallow Well Water Systems! 


It's here! The NEW Deming Figure 6612 “CUSHIONETTE”...a shallow 
well water system with a self-contained, permanent air pressure control. 








Note These Features! a 
¢ No bothersome air control required. ° High Efficiency, Multi-Stage Centrifugal Pump. 
® High capacity: 320 to 685 gallons per hour, © No Jet in the “CUSHIONETTE”. 
® Self-priming ... completely automatic. ° No Stuffing Box difficulties. 

* Compact ...can be located in restricted areas (such ° Complete Packaged Unit... ready to hook up to 
as under kitchen sink.) well and house connections. 





See your Deming Distributor NOW! Ask for complete details on the new “CUSHIONETTE”. . . the 
latest development in shallow well water systems for homes, summer cottages, highway stores, etc. 


THE DEMING COMPANY + SALEM; OHIO 
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THIS MODERN NATIONAL SALES REGISTER at GOODMAN’S HARD- SALES VOLUME has increased at up-to-date Goodman’s Hardware 
WARE, Fairlawn Ave., Radburn, N.J., has eliminated cash shortages. store since the installation of a National 4-drawer Sales Register. 


“Our National Sales Register 


saves over*000 yearly... 




















also stops cash shortages!” 


“We are very well satisfied with our investment Goodman’s Hardware Company. 
in this 4-drawer sales register. National Floor Audit brings many advantages 


“Gince installing this register, cash shortages to hardware dealers. It means accurate handling 


have been eliminated. Each salesperson has his of all money and records, increased sales, faster 


own separate cash drawer, and this makes him ‘over, a better method to control your busi- 


more efficient and careful ness at a lower cost. Call your local National 
; representative. Ask him to survey your present 
“This system offers a great many other bene- - a . 
' ’ ; methods, and show you how you can speed ser- 
fits in a business such as ours, and speaking ; : 

; ; vice, cut costs, and increase profits in your store! 
conservatively, I would say it saves us at least 





$500 a year—in addition to eliminating cash 


shortages.” : 
This is Mr. M. Steinberg’s evaluation of the | SWational 
performance of a National Sales Register at Lis teadie aliadass antes shaceeiens 


' ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO be a 
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Customers who aren’t in the market for new lamps will 


go for this new way of converting old table lamps into’ 


modern, indirect-lighting lamps. You just sell them this 
combination: an R-40 3-lite bulb, plus an adaptor unit 
—like the one above made by Monowatt. Customer 
simply removes his old socket and wire, pulls new wire 
through lamp, screws on 3-lite socket, slides wire into 
plug, presses down lever, and it’s ready for use. 


Now you can offer 
indirect lighting at low cost 
... with new G-E 3-lite bulb! 


Because of its special shape and special inside finish, 
General Electric’s new R-40 3-lite bulb gives an in- 
direct lighting effect. The bulb is ideal for moderately 
priced table lamps. No diffusing bowl is needed. A 
wide shade-support frame accommodates the bulb’s 
shape. By featuring table lamps with the new R-40 bulb, 
you'll be adding powerful new sales appeal to your port- 
able lamp line. 


Indirect lighting effect of new G-E R-40 bulb is due to its 

special shape and a new inside “Q” coating. New shape pro- 

vides a pleasing balance of up and down light; “Q”’ coating 

f gives near-perfect diffusion, softens the light. Specify wide 

‘\ harps and 3-way sockets in the lamps you order. And be sure 
* to stock some 3-lite adaptor units, too. 








) GENERAL @@ ELECTRIC 
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water-resistant, cold - wa- 
ter casein glue for interiors, 
rough surfaces. 





1007 


WATERPROOF 


GLUE 


The only completely waterproof 
wood glue nationally distributed 
in small packages 


Ar LAST, meet the demand 
for a completely waterproof, boil- 
proof wood glue for hobby and 
home repair use. 

Sell Borden’s CASCOPHEN re- 
sorcin resin glue...for boat-build- 
ing, outdoor furniture, sports 
equipment, toys... all critical 
wood gluing. Meets rigid Army- 
Navy Specification JAN -A-397, 


CASCO... 
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Ory pawoer 


“ASCAMIIT 


UREA RESIN 





Meets Army-Navy 4-hour-boil-test (Spec. JAN-A-397), for waterproof, boilproof glue. 


for outdoor exposure (ordinary 
cold-setting urea resin glues do 
not). Makes a joint stronger than 
the wood itself. Cures quickly at 
70°F .Stores indefinitely. Requires 
only moderate clamping pressure. 

The demand for CASCOPHEN 
is big...continually stimulated 
by advertising to 14,126,500 
readers (your customers and pros- 


0 


CASCAMITE... 
highly water-resistant, 
stain-free urea resin glue 
for veneering fine cabinets. 


——— 


vederas CASCOPHEN 


First in Waterproof Glues 





pects) of the top national maga- 
zines shown here. These ads not 
only boost CASCOPHEN but every- 
thing you sell, for they offer EASI- 
BILD Full Size Patterns* requiring 
scores of hardware items to build. 
Order from your jobber or write 
Borden’s Chemical Division, 
Dept. HA-l12, 350 Madison 
Ave., New York 17, N.Y. 


*Copr. 1951, Easi-Bild Pattern Co. 


BIG NATIONAL ADS MONTH IN MONTH OUT! 
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The New 
Russwin 





LOCK 











RECOMMENDED FOR NUMBER LOCK OUTLINE OPERATION 
Residential Front | nl Latch bolt by knob each side. Inside knob 
ce Ys | always free. Turn button dead-locks outside 
= na “ncaa 440 { Tag knob. Cylinder retracts latch bolt when out / 
6 FEATURES ice Doors | side knob is locked. Dead locking latch f 
. ‘ 


f Latch bolt by knob each side. Inside knob } 
_ Nr always free. Push button dead locks outside ; 





Bathrooms and 


















420 -f me = knob. Push button released by turning inside f 
Bedrooms se } ' knob or closing door also released by 
13 FUNCTIONS . a emergency key through outside knob 
Classroom, Vestibule = ont Latch bolt by knob each side. Inside knob 
and Utility 440% ‘ | \ olways free. Outside knob dead locked by 
Room Doors t i | key in outside knob. Dead locking latch 
t r Latch bolt by knob each side. Inside knob 
| Apartment House En- —_ : . clways free. Outside knob dead locked by 
trance, Office Building 446'2 { + key in inside knob. Key in outside knob re 
i 2 y tracts latch bolt wh ide knob is locked 
1. Seamless Tubular Knob Shank and Corridor Doors —_ 
for full torsional strength. 
Utility room l 
. . . ’ q _ atch bolt by inside knob only. Outside knob 
2. Simplified Knob Design assures Storeroom and 452 £™ Sisil: iil al ceaiy tte vaouciad boy cslhon 
quick, scar-proof door assembly. Exit Doors LA ey are 
Knob action, strong and positive. 
° - — Latch bolt by knob either side. Turn button 
3. Extra Large Steel Knob Bearing Exit Doors 426 + locks or unlocks outside knob. Inside knob 


| always free 


in Brass Bushing for longest 
service life. a 




















‘ - ~ Latch bolt by knob either side. Eoch knob 
4. Famous Russwin Ball Bearing a tintee = olwoys tree 
Cylinder defies wear. 
Beari et Latch bolt by knob inside only. inside knob 
~ dan ag . ing Area Exit Doors ' 414 + | | pret ties ‘Ountie knob rset Dead lock 
ctor. | ing latch 
6. Full 5%” Throw adds extra. Siianieaiies 
. ' 1. . kn either side. Turn button in 
security — handles extreme Hotel or Office 428 f 1 Weuwene on oe 
door shrinkage. Doors t } Dead locking latch 
Cylinder Latch bolt by knob either side. Cylinder in 
a age a Communicating 4502 ¢ + each knob locks or unlocks opposite knob 
Lock mechanism similor to tried Hotel or Office Doors t 1 | } Dead locking latch 
and proven Unit lock principle. 
« . r Latch bolt by knob either side. Inside knob 
« Available in two knob styles — cast Dormitory Bedrooms P “ae suas ieee "pcb button dood locks auiibe 


knob. Turning inside knob or closing door 


i Of. wrought. Send for details. Russell ety gga 453 { | )-- releases push button. Cylinder releases push 
& Erwin Division, The American = ond ded locks outside knob. Dead 
Hardware Corp., New Britain, Conn. 








Residential Bedroom ae, Latch bolt by knob either side. Push button 
g | dead locks outer knob. Inside knob always 
= laner Office 422 i ie }-- free. Turning inner knob or closing door re 
oors ‘ a leases push button. Dead locking latch 
' ® mM Latch bolt by knob each side. Push button 
h—)\ — dead locks outside knob. Inside knob always 
Office Doors 446 ate a free. Turning inside knob releases push button 


— 
+ 


} Cylinder retracts latch bolt and releases push 
button. Dead locking latch 




















J DISTINCTIVE: HARDWARE 





ond Key 
. es 


— JI 
SYMBOLS | | Rigid Knob = {Cylinder = I~ Turn Button = — Emergency =*[_ Push Button [~] Loteh o* 
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Mr. w. Earle 
Genera] Sales 
Pretty Produc 
Coshocton, Oh 


Henderson 
Manager 
ts, Inc, 

io 





Dear Mr. Hender son; 


We have found o 
eight out of ten 
double last year 


ur Customers 
times, Today 
*S sales 
See it, Prettyware has w 
ers. The fine Cooperati 
Played a very important 


4n0 
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MEMPHIS, TENNESSEE 


September >, 195] 


Knowing | 
» 4M passing our 


will select Prettyware | 
our sales are nearly 


r's line, AsI 
of our custome 
roducts has 


y. 










Yours very truly, 
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Sell 
CAMPBELL 


CHAIN 


Campbell makes chain for every need: swing chains and log 
chains, tie-outs and cow ties, halter chains and binding chains... 
all kinds of chain needed by your customers. And Campbell Chain 


is packaged for profit. It is easier to stock, display, and sell! 


Ask your wholesaler—or write direct—for complete information. 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 


h.. CAMPBELL CHAIN Gomfsany 
CAMP ELLs MAIN OFFICE: YORK, PA. 
Ss _ CHAI Me a Factories: York, Pa., and West Burlington, lowa 


SN Z 
Sx A Chain for every need... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE 
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CRESTOLOY LINEMEN’S CRESTOLOY END 
SIDE-CUTTING PLIERS. CUTTING NIPPERS. 
No. 1950, in 6, 7 and No. 72, in 6& 7” sizes. 
8” sizes. 


: : CRESTOLOY LONG 
CRESTOLOY DIAGONAL NOSE PLIERS. 


CUTTING PLIERS. 
No. 942, in 4,5, 5"/2 Also No. 654, same 
and 6” sizes. except with side cutter. 


No. 1033, in 6 & 7” sizes. 


CRESTOLOY HEAVY ; oe CRESTOLOY LONG FLAT 
DIAGONAL CUTTING PLIERS. ; NOSE, SIDE-CUTTING PLIERS. 


B No. 542, in 7” size only. No. 650, in 7" size only. 


This Plier 


is made 


QRESTOLOY 
STEEL 









\ 
| 





CRESTOLOY PLIERS 


HOW US \ are individually tected { 


N Crestoloy Pliers take all the guesswork out of plier 


HAND TOOLS buying, because Crescent has taken all the guesswork out 


of plier making. Rigid specifications establish the material, 









design, workmanship, tests and inspection of these better 
tools. Strict adherence to these specifications is maintained 


by continuous tests and relentless inspection of the 


EE 


| individual tools. Every plier carries the Crestoloy tag 


= 


=== certifying that it has been individually tested. 


CRESCENT TOOLS — 
; Cive Wings lo Word 





GET YOUR FREE COPY... 


This new 20-page booklet provides many 
useful how-to-do-it ideas both for amateurs 
and professional mechanics, as well as basic 
information on the proper selection, use 
and care of hand tools. 93 illustrations. 
Write today. 









Sign of the rtisan 


Ss ~ Symbol of Crccllence 


= “ON 
Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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Bronson Arrow 4000 + $1.10 Bronson Single Action 1600-S + $1.95 











1 Hornet 2200 4 


——=4 





Altoona 4250 + $2) 


—— 4 








00-S « $1.95 

















“First in the Field” display card, in full color. 
Size 27” x 22”. Free to dealers. 


SAVAGE SALES CALENDAR 


1951 DECEMBER 1951 


Christmas time is ‘'22"’ time 
of famous Savage and Stevens .22 caliber rifles. Feature the 
fastest selling models on the market—the Stevens Model 87, a 
speed-shooting auto-loader—the Stevens Model 15, a value- 
packed single shot. 


so plan a special promotion NOW 


Both of these low-cost, high quality .22’s make ideal Christ- 
mas gifts. . . 


STEVENS MODEL 87 


Just the ‘‘22’’ for the older shooter for speed shooting at running game and 
plinking at bustible targets. Stress these features in your sales talk: Simple, 
sturdy, troublefree action, disassembled without tools . . 
instantly adjustable as auto-loader (shoots as fast as you can pull the trigger), 
bolt action repeater or single shot rifle. This exclusive ‘*3-in-1"" feature allows 
a ready choice of eéther rapid fire or more deliberate, precise bolt action shooting. 


. three rifles in one 


STEVENS MODEL 15 


This single shot ‘'22"’ isespecially designed for the beginner or younger shooter. 
It's ideal for teaching youngsters handling and care of firearms. Here are a few 
of its selling points: Strong, simple mechanism . . . hand cocked, independent of bolt 
for maximum safety . . . new, well proportioned, one-piece stock, with black tip 
...'‘gold”’ bead front sight, open adjustable rear sight. 


SAVAGE ARMS CORPORATION 


Firearms Division 


Chicopee Falls, Mass. 







STEVENS MopEL 15 


-22 Cal. — Single Shot Rifle 


STEVENS MODEL 87 


-22 Cal. — Auto-loading Rifle 





SAVAGE: STEVENS: 





FOX Rifles and Shotguns 























































. SAVAGE * WORCESTER Power and Hand Lawn Mowers 
Wd v TA We, 
\ u . . VS 774 
NG Feature Savage and Stevens “22” Rifles for Christmas JE BE 
<< SS 
i cadiliieses - aeons . s 

| me 
—_ 
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5 MADE 
Sf AIR PISTOL 
LINE 
| $9.95 
LOWER PRICES AND es : —= with SINGLE-SHOT 


Sport Model 


EXTRA POWER MEAN SRO. SSS owes onc 








AIR GUN 


MORE SALES FOR YOU! “SUMMA 0° ates 


Calibre .22, 
177 or BB 


The same Hy-Score quality — and designed to 
copture the mass juvenile market with power and 


accuracy at a price they can afford. 


"Y-SCORE *z40 
eT 


HY-SCORE PISTOLS STAY SOLD... 


Practically no repairs or returns — no bulky gas 


cylinders to stock — the power is all in the gun. 


MAKE EVERY CUSTOMER A SATISFIED CUSTOMER... 
SELL HY-SCORE! 

Order Now For Holiday Sales Ahead! We'll ship 
direct, and bill you through your jobber. Our 
Xmas bonus to you — PREPAID SHIPMENTS on 

all orders for 6 or more assorted guns and 

40 boxes of pellets (if ordered with guns). 





Model 804B 6-SHOT REPEATER 
Sport Model 7°," Fixed Barrel 


Calibre .22, .177 or BB $16? 


LIST 





Model 803SB SINGLE-SHOT Sport 
Model 3 INTERCHANGEABLE 7 3/4" 
Barrels Cal. .22, .177 and BB 


$9495 
ust REGULAR DEALER DISCOUNTS 


HY-SCORE PELLETS & 
DARTS Cal. .177 
#211 Pellet 500 to box 
LIST $1.75 per box 
#221 Cal. .177 Darts 
Model 8038 SINGLE-SHOT = Wi Model 8008 SINGLE-SHOT Models 8028 6-SHOT RE- LIST $4.80 per box 
Spert Medel ONE 7%/,” By Target Model 10'/,” Bar- PEATER Target Model i #212 Cal. .22 Pellets 
INTERCHANGEABLE BAR- Re rel Calibre .22, .177 of % 101,” Barrel Calibre .22, 500 to bex 
REL Calibre .22, .177 or DH BB : 177 or BB LIST $2.15 per box 
85 LIST $19.95 it: LIST $24.95 LIST $27.95 #22 Cal. .22 Darts 
: LIST $7.20 per box 


HY-SCORE ARMS CORP. 7221") so- 
bi e NEW YORK Advertising Helps You Sell! 
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, 177 Darts 
BO per bex 
22 Pellets 
jo bex 
15 per box 
, 22 Darts 
20 per box 
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® Attractively wrapped as an ideal Xmas gift 
for big, home-workshop market. 


@ Clear, colorful tray with plastic cove 
SPEED UP DRILL SALES = 3.002 21ers with plastic cover | 
Brand Drills. 


WITH THIS NEW ® Set consists of one each %, %e, ¥%, %e and Ya 


inch wood boring drills with Y%” shanks for 
portable electric drills. Properly tempered to 


STAN DARD Gl FT SET avoid damage if metal is encountered in drilling. 


® Order your stock of these Standard profit 
builders now from your distributor! Ask for 
Wood Boring Set No. 14 with Xmas wrapper. 





STANDARD [OOL (0. dievcivo'%¢ ono 


New York * Detroit » Chicago + San Francisco 


THE STANDARD LINE: Drifls « Reamers « Taps + Dies» Milling Cutters « End Mills « Hobs + Counterbores « Special Tools 
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@ The instant eye-appeal of De Luxe BETTER-BAKE Tin- 
ware promises shoppers the extra value of the built-in 
quality features. BETTER-BAKE Tinware bakes better — 
bakes faster — wears better — reduces sticking — and is 
easy to clean. Women see the difference at a glance — 
and their buying lifts the Tinware Department to new 
heights of profitable volume. 


Ask your Jobber’s Representative about the complete ba 
line of De Luxe BETTER-BAKE Tinware. a Wea METALWAge 
4 i. 
ee ee eee ee 2 ee ee pe S 
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with Robeson’s Guaranteed 


“Frozen Heat” Cutlery! 


Robeson’s revolutionary ‘‘Frozen Heat*’’ process, backed 
by the biggest advertising campaign in the h story of the 
company, gives you double-barrelled sales ammunition! 


Double barrelled is right! First...the sales impact of the 
‘Frozen Heat*’’ story itself. 


You tell your customers that Robeson’s ‘‘Frozen Heat*’’ 
means that top grade hard carbon stainless steel blades 
are brought to white heat...then refrigerated at 100 
degrees below zero. You explain that the ‘‘Frozen Heat*’’ 
process results in harder, more evenly tempered blades 

... that stay sharper, longer... that resist dulling. 


We've already pulled the trigger of the second barrel, 
setting off Robeson’s powerful new advertising campaign. 
Here are the first hard-hitting ads to appear in Time, 
Good Housekeeping and Better Homes and Gardens, pre- 
selling your customers for you. 


Robeson ‘‘Frozen Heat*’’ cutlery is unconditionally 
guaranteed. That’s your customer’s assurance... and 
yours... that if a Robeson knife fails to give satisfaction 
for any reason, we will replace or recondition it. 


Remember... you order Robeson cutlery direct from the 
plant at the same price as everyone else! 


That’s the story, Mr. Dealer. Those Robeson ‘‘Frozen Heat*’’ 
profits are big, thick, and juicy. Hurry up and carve 
yourself a slice! 


L0GL 


“Frozen Heat*” 
Cutlery 








Robeson 


GUARANTEE: We unconditionally guarantee every product we make. 

Should any customer, FOR ANY REASON, be dissatisfied with the performance 
of any Robeson knife, it will be replaced or reconditioned without charge. 
"Reg. U. S. Pat. Off. roweson cuTLery co., PERRY, N.Y 
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Marino Jeantet, popular captain 
at New York's smart supper club, 
kL MOROCCO, says 


“We carve with 
Frozen Heat” 
at El Morocco” 





“Dm talking about Robeson 
FROZEN HEAT® knwes, of 
ourse. Because they ave tar and 


bes money 





nine m pra 
of using nothing but the best!” 


Here's the reason the world’s most 







sts insist On gleaming 





tec! Robeson Cutlery: 


» the metal first to 
then to 100 degrees 
helow pers makes it se hard 





it can be honed to a ragot-shery 
edge that lasts and lasts! 

You'll fad Rebeson Cutlery at 
hetter stores everywhere 
Ask to see it today! 


Wonderful Gift idea! 


oh set, super 





1, hallow 





row $1.00 up 


Use the Knife the Experts Use 








Robeson 


‘“ 


Cutlery 


GUARANTEE: ¥. for any reason, you 
are not completely satished with the 
performance of any Robeson knife. it 
will be replaced or reeanditoned 
without aan 
Reg US Par OF von 


Frozen Heat’! 


Vs FROZEN HEAT* |ee 
r 


“Frouen Weat*” = Frew 


? ~ . 
2ene Cavalie s 
a 
Vew York S excl 

Col om 
Olan , 
y Re “aurant, sq 
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Traditionally a Judd product is the finest genius 
and technology can make. It is the finest on all 
counts... material, craftsmanship, adapta- 
bility. It is advertised nationally to your 
customers who have known for eighty-five 
years that Judd does not compromise with 
quality. We will keep you stocked 

to the extent of our capacity ... please order 


reasonable requirements as early as possible. 


H. L. JUDD COMPANY 


WALLINGFORD, CONN. 
87 CHAMBERS STREET, NEW YORK 7 
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STILL THE LEADER! 
B&C BENCH VISES 


Rigidly con- 
structed of high 
quality gray 
iron. Accurately 
machined jaws, 
\ polished and lac- 
 quered. Rust- 
proof, tarnish-proof nickel 
plated screw parts. Finished 
in green baked enamel. Packed 
in individual set - up box. 
Available in 134” and 2%” 
width jaws. 


OTHER B & C PRODUCTS: 


C-Clamps * Clamp Fixtures * Bench Hand Grinder * Boring 
and Turning Tool Holder * Lathe Clamp Dogs * Woodworkers’ 
Vises * Quick Acting Clamps * Drill Press Vises * Tap 
Wrenches * Lawn Sprinkler. 



























BUY WHAT YOU NEED WHEN YOU NEED IT | W. C. HELLER & COMPANY 


See Your Jobber or Write 


me BRINK & COTTON msc. co. 


33 POLANO STREET © BRIDGEPORT, CONN. 








Here's HOW HELLER suios 
ADDITIONAL SALES AND PROFITS FOR YOU 

Just think! You can now cash in on greater sales and 
profits with the present stock you are now carrying. 

The time tested fact is sales and profits go up when 
added attractiveness is imparted to a store with smart new 
Heller fixtures. 

With every Heller fixture, sectional and interchangeable. 
you receive the finest in construction, materials and quality, 
a tradition since 1891 — and your assurance of sturdy, dur 
able, warp proof, eye-catching, sales producing fixtures. 


You'll surely want to take advantage of these new sales 
and profit possibilities. Get full details by writing for cate- 


log No. 51HH. 
MONTPELIER, OHIO 
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Sell these Sargent Tools 


to Mesure four Shite 
of CHHUETONBE rons 


Profits come quickly when you hand your customers any one 
of these tools. 


They sell themselves... 


DIsPLAY THE FISHERMAN’S PLIER...for this is the tool every 
fisherman has prayed for. Its parallel non-slip jaws grip like a 
vise... whether you’re holding a sinker, a hook or a plug. And 
its cutter blades, on the outside, easily cut leaders, line or 
wire, where ordinary pliers cannot function. 


DISPLAY THE HERCULES PLANE... for never before, at a popular 
price, have users been able to buy such a quality blade in a 
professional plane. The precision-ground Golden Cutter of special 
vanadium steel holds its keen edge...and sturdy Sargent 
construction prevents chatter. 


DisPLAY THE PARROT HEAD PRUNER...for gardeners like its 
sidewise, easy cutting action that makes snipping a snap. It’s a 
value your customers will appreciate. 


REACH OuT For More SALES...these tools are backed by 
national advertising, and colorful eye-catching display material. 
Get yours...as well as descriptive folders for envelope enclos- 
ures, and sales-producing newspaper mats for use in your local 
paper. Order your stock and promotion material from your 
jobber today, or write us for full information, Dept. IL. 
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Better tools by 


‘iS 


Sargent and Company 


New York »+ NEW HAVEN, CONN. «+ Chicago 
Builders Hardware and Fine Tools since 1864 
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you talk their language 
when you say: 


“Its automatic” 




























»< 


“Automatic” is the magic word in selling today. Home- 
owners go for automatic cooking, heating, laundering— 
and automatic water softening, too! To end hard water 
hardships is push-button easy with the new Myers Soft- 
master. It’s completely automatic, no time wasted regen- 
erating the softening unit. Cuts work in half—doubles the 
life of clothes—efficient and dependable. 


The automatic Softmaster heads up a trio of Myers profit- 
makers for you. They offer you many selling advantages— 
and give your customers more for their money. Greater 
softening capacity, size for size. Faster, more efficient regen- 
eration. Patented Double Check against Zeolite loss. Mod- 
els for every need and every budget. Nationally advertised 
—pre-selling your prospects right now. 


nin 
for efficient, trouble-free water softening 


More Buyers Want Myers! 


MYERS SOFTMASTER (right) is automatic. 
Electricity does the work of turning the 
control valve. No fussing with manual 
valves. Yet it can be manually operated if 
you wish. Nothing to get out of time. Insures 
trouble-free operation. 





MYERS ‘“‘Autorinse” (left) is semi-auto- 
matic. Provides large softening capacity 
economically. MYERS “Hydrochief" is same Some dealerships still open. 

as “Autorinse” except for manually op- Write or wire for further information. 


erated regenerating valve. The same basic 
THE F. E. MYERS & BRO. CO. 


valve used on all Myers Conditioners. The 
most efficient units of all, proven by tests. Dept. P-118, Ashland, Ohio 
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A Paofit Package, hy NATIONAL LOCK 


BALL BEARING CASTERS 


A t ? : ae a cpihgoe ¢ sehen 


r ee NE 
Ball ; = — © 
H 


Bearing 


NATIONAL LOCK COMPANY 


ROCKFORD ILLINOES 


A62-3266 


CASTER ji 
ASSORTMENT 


‘BEAUTIFULLY DISPLAYED... ATTRACTIVELY CARTONED... COMPLETE 


A62-70558 
BOARD No. age 


Ball bearing, stem and plate type, chair casters... furniture casters ... light duty casters... 
furniture glides...all are included in National Lock’s new profit-packed A6é2 assortment. 
A6é2 is complete ... answers all customer requirements. Attractive counter board displays 
the full line...helps you sell over and over again. @ National Lock casters are made 
of finest quality materials. Double or single race ball bearing construction provides smooth 
operation and long life. Rubber wheels, phenolic wheels and clear polystrene wheels 
are included. e Casters are packed, complete with sockets, in rugged, easily identified 


cartons. Cartons are compact to save shelf space. Ask your regular supplier about A62 now. 


BALL BEARING CASTERS.. &>? 
ENGINEERED TO ASSURE | © 


TROUBLE-FREE SERVICE 5 
\ 


wy = 


A62-296 A62-7054B A62-7074B A62-3286 


NATIONAL LOCK COMPANY 


distinctive hardware...all from 1 source 
i i 
i" ROCKFORD, ILLINOIS « MERCHANT SALES DIVISION 


ie @ RL 
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Ave the tinest—-bar none! 


HERE’S WHY— 

You carry a quality line with a quan- 
tity demand when you stock Kimble 
Glass Bars. 

Made by one of the world’s foremost 
makers of precision glassware. 18" and 


24" Kimble Glass Bars are a full 34" 


thick . . . are velvet smooth right out to 
their metal fittings. Indi- 
vidually packaged with matching screws. 


spun-on 


. priced for 
extra profits. Order from your whole- 
saler or write direct. 


Priced for fast sales . . 


A GLASS BAR FOR EVERY PURPOSE—AVAILABLE NOW! 


é — ‘ 








Kimble Bent-End Glass Bars—!/)" crystal 
or opal glass with strong, modernistic metal 
fittings. 18” and 24” lengths. 


a 








Kimble Double-Purpose Glass Bars—crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24” long. 

Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 


i) 18” long. 


KIMBLE GLASS tere00 1, one 


Kimble Deluxe Gloss 
Bars—%4"' erystal-clear 
glass with heavy, stream 
lined metal fittings 

18°’ and 24” lengths 


ed, 


Division of Owens-Illinois Glass Company 
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Ballonofp METAL PRODUCTS CO. 


2536 EUCLID AVENUE ° 


In Canada: Canadian Housewares, Ltd., 20 Wellington St., Toronto, Ont. 


CLEVELAND 15, OHIO 





JOF 





HARD’ 





ire 


» CO. 


, OHIO 


if. 


15, 1951 








JOHN PAPP* OF HAMMOND, IND. SAYS: 


662% increase in our Paint Sales 
from the 


STYLE GUIDE” 


John Papp (left) and F 
Steve Papp check up 


on their Style Guide F 
investment. 












* Read what John Papp co-owner of Papp 
Ha dwa Electric Co. of Hammond 
Bros. rdware & 



















Indiana says: 





rove to ourselves that the —_ 

fesge tie om in twenty-one s-W Style pein 
a . le Guide Companion was wo “4 
gee caer and | checked our —— 
ery pair that on just one product, " vs 
= " 504 gallons were sold . 
oer aa r February Sa approx! = 
povcagecing le Guides were first put into _ o 
— ey our gross profit on t ie 
lation. ‘ approximately $1,535. nnd 
poe -s for Style Guides, Style Guide it 
aren d local advertising to date pe 
pee agains leaving vs 9 profit of $1, 
por" on from just oe ego atin 

—— ma ian wt expect apr 
pining year to exceed last year by lo 
sales 


gehen (Toft 






54,000 Style Guides at Work! 

















... Plus the Style Guide Companion 


















customer can see and understand. Ask 
your Sherwin-Williams Representative 
to demonstrate how the Companion can 
increase your sales 







... today. 


MOUSE PAINT 











lt pays 


i» sel.. SHERWIN-WILLIAMS 
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Sherwin-Williams Dealers everywhere tell us that the new 
Sherwin-Williams Style Guide is the greatest, single, paint selling 
tool in the industry. 

They shout the amazing effectiveness of the 54,000 copies of 
the Style Guide that are bringing them plus-sales and profits the 


easy way. You owe it to yourself to put this profit maker to work 
for you today. 


Get the full benefit of the sales-making Sherwin-Williams Color 
Service by using the Style Guide Companion, too. It’s the first 


and only real answer to “what color goes with what” that your 






































the only post with 
the patented 
safety locking pin 





AFETY is a feature everybody 

needs. And TEL-O-POST 

has a safety locking pin... it’s 
patented! 

This pin permits major adjust- 
ments in overall post length. Final 
adjustments are then made with 
the built-in adjustment screw. 
TEL-O-POST will support loads 
up to 11 tons safely. 


When you sell TEL-O-POST 
you sell safety. And safety sells 
itself. 


Use this big counter dis- 
blay card, featuring 
TEL-O-POST national 
advertising in Better 
Homes & Gardens. 
Other merchandising 
aids also available at no 
charge when you stock 


TEL-O-POST. 








12111 Griswold St. 


WARREN, OHIO 


FOR FULL DETAILS, 
WRITE... 





STEEL COMPANY 


Manufacturers of Tel-O-Posts, Brite-Lite Areawalls and Steel-Strong Posts | 
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KLEINS 









THE PLIERS 


Good Workmen 


PREFER 


y, 





Good workmen know that the quality of the 
work they do depends in no small measure upon 
the quality of the tools they use. Kleins were 
made for men who know and appreciate the 
finest in pliers. The highest quality drop forg- 
ings—the most careful tempering throughout— 
the individual testing and inspection of every 
pair—the carefully honed knives—all add up to 
pliers that last longer, do the job better. 


Klein Pliers are made in a wide variety of 
styles and sizes to suit every job. Be sure you 
have a representative selection of these famous 
tools in stock to care for your customers who 
appreciate and want the best in pliers. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric Corp., New York 


The Klein Pocket Tool 
Guide shows the many 
sizes and types of Klein 
Pliers and contains valu- 
able information on other 
Kleinproducts. A copywill 
be sent without obligation. 


moe WO LE 


3200 BELMONT AVENUE, CHICAGO 18, 


Since 1857 





& Sons 


Chicago, IL, U.S.A 
ILLINOIS 
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Whatever a customer’s garden hose 
requirements, you can meet them with 
the Gilmer line. It’s complete. Variety 
to suit all preferences... rubber and 
plastic. Constructions to fit all needs 
in normal or heavy-duty service. . . for 
small homes, farms or large estates. 
Covers, tubing, reinforcement and 
couplings that are extra durable and 
practical. 


Gilmer TUXEDO has added layer of braided Rayon, 
vulcanized into one non-separating, non-kink unit 
(green, 15 yr. guarantee; black, 12 yr. guarantee), 

Gilmer BADGER has strong one-ply cord, lively seam- 
less rubber tubing and a cover that withstands 
drag (green, 10 yr. guarantee; black, 5 yr. 
guarantee). 

Gilmer PLASTIC defies sun, frost, mildew; doesn't 
peel or crack (red or green, 10 yr. guarantee). 

Each in 25’ and 50’ lengths with full-flow couplings 

that stay put. Also, in 250’ and 500’ bales, un- 

coupled. Plastic available only in 25’ and 50’ 

lengths, coupled. 





PLUS THESE SALES LEADERS 


Gilmer Light-Duty V-Belts in full range of sizes. 
ea 


Gilmer Sheaves—for all household appli- 
ances, workshop equipment. 
. 


Gilmer Tape—Friction and Rubber. 

































L. H. GILMER COMPANY 


1108 TACONY, PHILADELPHIA 35, PA. 
Division of United States Rubber Company 


GILMER GILMER GILMER GILMER 
BELTS SHEAVES HOSE TAPE 

















Gilmer Plastic Hose. Light as a feather, 


colorful, eyecatching. Popular, fast- selling, profitable. 
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LOCKS 
CLAMPS 
TURNS 
PULLS 
CUTS 
HOLDS . 











VISE-GRIP is the wrench to feature 
for big Christmas sales. The powerful 
LOCKED grip . . . easy operation and 
ability to handle the toughest jobs make it 
a favorite among hobbyists and craftsmen. 
And when compared to ordinary tools its 
1000’s of USES easily turn prospects into 
customers. Then, too, you have the advan- 
tage of offering a utility tool that “fills thte 
bill” as a Pipe Wrench, Locking Wrench, 
Adjustable End Wrench, Super Pliers and 
Vise. There’s no doubt about it, VISE- 
GRIP is today’s greatest wrench value for 
you and your customers. 


LOW RETAIL PRICES 


With Cutter ...No. 7W— 7 in...$2.25 
No. 10W —10 in... 23.60 
Without Cutter..No. 7C — 7 in... 1.95 


No. 10C —10 in... 2.25 
World famous Straight Jaw model: 


No. 7 — 7 in... 1.85 
No. 10 —10 in... 2.15 

Order From Your Jobber 
Monufoctured = . Only By 






PETERSEN »% 
me! 


Dept. HA-11 
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DeWitt, Nebr. 
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PLASTIC GARDEN HOSE 


Pe ar 
log, wemeete 
@2 swiveul™ 


Featuring BWH’s Fast-Moving 


..-Our Fabulous Plastic Hose 


Your customers know it —and sales show it... 
BWH Veri-Lite is the plastic hose that’s setting the 
pace in garden hose taday. 
Reasons why are plain: BWH Veri-Lite is tough 
and durable, yet so feather-light that even women Ligh aa 
find using it a pleasure. Here's th asy, convenient way to buy — 
Made of the finest materials, with unstinting ee 1! -Cyinlite intidard Mi af kins’ Fight 
care, by the same craftsmanship and in the same (ae oot: te Rage Thee for Life’ 
plant that produces world-famed BWH industrial 
and fire hose. 
Veri-Lite comes in three sales-styled colors: red, 
green and yellow. Order your stock today. 
Ask your jobber too, about BWH’s full line of 
other garden hose for special needs. = 


“Attack 
on the 


KEY TO EXTRA PROFITS: “stop. couplings loss. Order yours today! Imme- oor. 


Stock BOSTON NOZZLES and GOOD LUCK WASHERS! 
BOSTON NOZZLE — For new hose or for replacement. Fits 
all couplings. Made of fine brass. Shut-off control built in. Pro- 
duces stream, shower or mist with a simple twist. 

GOOD LUCK WASHERS — 

Tough and springy, made of fine red 

rubber. Fit couplings snugly... 

save water, protect pressure. Don’t 

harden or Pose msg acked on con- 

venient pin for consumer use: | doz. 

pe n, 3 doz. pins per container, 4 
containers per case (12 gross). 


nies Boston Woven Host | F WHEEDIN Tt VIRGINIA. 
& RUBBER COMPANY NE Ge OE AT. 
Distributors in all Principal Cities ry | NONE: » EEN ; it 
PLANT: Cambridge, Mass. « P.O. Box 1071, Boston 3, Mass., U.S.A. 
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Here’s your newest 


Libbey profit-maker 








Cs 

Pilsner— Wine glass— Cocktail— Cordial— 
“Jim How- “Blind Pew at “Pirates Aban- ‘‘The 

kins’ Fight the Admiral doned on Treas- Good Ship 

for Life’’ Benbow”’ ure Island’ Hispaniola”’ 
Cooler— Hi-Bali— Old Fash- Sour—““Jim Jigger— 
“Attack “Long John ioned—‘‘Dis- Hawkins ‘Boarding 

on the Silver, the covering the in the the 
Stockade’ Sea Cook’’ Treasure” Apple Barrel’ Ship” 







Libbey “Treasure Island” 
lostess Sets are beauti- 
— pre-packaged. 
temware about 
$5.50* for box of 
eight; Tumblers 
about $3.50* 

for box of 

eight. 


Jiggers about $1.25* for box 
of four. *Suggested retail price. 
Prices slightly higher in South 
and West. 


HARDWARE AGE, NOVEMBER 15, 1951 














"Treasure 


LIBBEY GLASS 


esTasirsuenv 1818 

















99 
HOSTESS 
Island "3 


Just in time for your fall gift promotions 


Here’s the newest addition to Libbey’s 
popular, profitable Hostess Set line— 
it’s one that’s bound to be popular 
with your customers. 


The tumblers and stemware in this 
complete beverage service set are dec- 
orated with scenes from Stevenson’s 
famous novel. Colors are permanent, 
and crowning each glass is a sparkling 
rim of 22-kt gold. 

“Treasure Island” Hostess Sets are 
beautifully prepackaged in handsome 
Treasure Map gift boxes. They’re easy 
to wrap, easy to handle, easy to build 
into eye-catching selling displays. 

Your customers know the name 
Libbey means quality in glass . 
know the famous Libbey guarantee: 


“A new glass if the rim of a Libbey 
‘Safedge’ glass ever chips”. . . will 
know these Hostess Sets from our big, 
full-color page in November Sth Lire 
and our advertisement in the special 
gift section of November FORTUNE. 


Make your display plans now and 





be ready for the coming 
gift-buying season. 











To order: 
Contact your 
Libbey Glass 
distributor 
now...or write 
direct to 
Libbey Glass, ° 
P. O. Box 1035, 
Toledo 1, Ohio. 

















itu Soe 


LIBBEY GLASS, Division of Owens-illinois Glass Company, Toledo |, Ohio 
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GOLDBLATT MASON TOOLS 


a) 
QUICKER TURNOVER 
Give YOU +> MORE PROFITS 
_— REPEAT CUSTOMERS 
| FINEST QUALITY 
° 1 
Give Your Customers > GREATER VALUE 


1 LONGER WEAR 











i _e 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


PLASTERING 
TROWEL 


I 








BRICK 
TROWEL 









SIDEWALK BRICKLAYERS’ 
EDGER LEVEL 
Send TODAY for 
ATTRACTIVE FREE 
DEALER DISCOUNTS 
ILLUSTRATED 
Goldblatt colle direct CATALOG 
to dealers, is there- 
fore able to offer Write for your 1952 copy of 
especially attractive Goldblatt’s illustrated cata- 
nae t log describing the largest 
° ee eam. and most complete line of 
masonry tools and supplies. 









Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 






FIRST CHOICE OF THE TRADE FOR 65 YEARS 
















for quality . 
— nationally advertised 
to boost your sales 


There are two good reasons for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate’ Friction and Rubber Tapes. Start 
cashing in on the big demand, now. 





PROMINENTLY — 
DISPLAY THEM 


ACCURATE TAPES 
SELL THEMSELVES! 


Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 
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> q U r for WARWOOD 


PICKS, MATTOCKS, HOES, 
ADZES, HAMMERS, MAULS 
AND SLEDGES. 








WARWOOD 
: CARTON: PACKAGING 
_\ Fe in correct carton quantities to 
wil provide for jobbing distribution with- 
out unpacking and repacking, furnishes a 
positive cost saving feature, without cost to you, 

when you distribute Warwood Forged Tools. 


TOOLS FOR 


GENERAL CONSTRUCTION... AGRICULTURE AND GARDENING 
MINING AND INDUSTRY...RAILROAD TRACK MAINTENANCE 


Warwoop Too. COMPANY 





WHEELING, WEST VIRGINIA 





LP 
SINCE 1854 
S Makes The Difference! 
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HERE’S HOW TO MAKE AN 


EXTRA PROFIT 


on every sale of one of these 








__e- 
Show your customers this easy 
fo install Automatic Control 


for SPACE HEATING 


ANYONE CAN INSTALL IT! 


There’s an A-P Comfort Control actually 
engineered to fit any of the heaters and 

floor furnaces listed here—and installation 

is so simple that anyone can do it. Just 

. mount conversion top on present 
manual control; connect to 

thermostat and transform. 
er. That’s all there is to it} 








When your customers buy a space heater, you can offer them all the luxury of 
true automatic, thermostatically controlled heat — equal in performance and 
convenience to the most expensive kind of heating! This means easier selling, 
because every customer wants this comfort and convenience, plus the economy 
of no wasted heat and substantial fuel savings! 

Yes, you can make an EXTRA PROFIT on the sale of every space or 
trailer heater if you'll simply show your customer an A-P Comfort Control. 
Available for floor furnaces, too. Write for Bulletin T-6, today! 





in oil heating 


Famous for completely reliable 
oe ee oe ee ee oervice . . . in oil heating . . 
gas heating . . . refrigeration” 


A-P CONTROLS CORPORATION | 


(formerly Automatic Products Company) 
2442 N. Thirty-second Street + Mil kee 45, Wi in « In Canada: A-P Controls Corporation, Lrd., 





’ 
e Cookeville, Ontario 








ALLEN’S 
BARNES 


BENNER-NAWMAN 


BEYER 
COLE HOT BLAST 
COLEMAN 


COLEMAN (Canada) 


CREST (Canada) 


CREST-AIRE (Canada) 


CUSTOM AIRE 
DOMESTIC 
DRACO FIREBALL 
DUO-THERM 
ENTERPRISE 


-. ENTERPRISE (Canada) 


ESTATE HEATROLA 


EVANS 
EVEN-TEMP 
FAWCETT TORRID- 
OIL (Canada) 
FESS (Canada) 
FINDLAY (Canada) 
FLOOR-O-LATOR 
FLORENCE 
GILLEN 
H. C. LITTLE 
HERCO HEAT FLO 
(Canada) 
INTERNATIONAL 
JUNGERS 
KEMAC (Canada) 
KLEER-KLEEN 
LACO 
LONERGAN 
MAGIC CHEF 


MARCHAND (Canada) 


MONARCH - 


MONARCH (Canada) 


MONOGRAM 
NESCO 
NORGE HEAT 
ORAN 
PERFECTION 
PREWAY 
QUAKER 
QUAKER (Canada) 
SAFEWAY 
SCOTSMAN 
SIEGLER 
SILENT FLAME 
SUPERFLAME 


THERMO-PRODUCTS 


TORRIDAIRE 
VIKIMATIC 


WASHINGTON FRUGAL 
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about these WIZARDS w'™ WOOD 


. . . that every month hundreds of people are answering our enlarged 
campaign of ads in 27 publications! for Weldwood Glue, Firzite and 


Satinlac ... 
dealers . . 


and that we turn these inquiry-leads over to our registered 
. Are you one? If you're not yet registered, drop us a postcard. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 341, 55 West 44th Street e 


New York 18, N. Y. 


Didya KNOW THIS 





America’s Largest Selling Wood Give 


WELDWOOD’ 
GLUE 


For making things 
or fixing things, 
recommend Welds 
wood Glue — for all 
wood - to- wood 

eek na oad bonds. Makes joints 
stronger than the wood itself. Mixes 
easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 
selling item to hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c and larger sizes. 


PLASTIC 
RESIN 








Tame that wild grain with 


FIRZITE 


Over 40 million feet 
of fir plywood are 
» sold every week! 
Here’s your market 
for FIRZITE, be- 
cause it’s a “MUST” 
when finishing fir ply- 
wood or any other 
soft woods. Used as 
an undercoat it “tames” unsightly wild 
grain on stain jobs... virtually prevents 
grain raise or checking on paint jobs 
. .. readies the surface satin-smooth 
for stain, paint or enamel. (For blond, 
pickled or tinted effects, for that 
“woodsy” look, recommend White 
Firzite on either soft or hard woods.) 








A*“Natural” for these modern “natural” finishes 


SATINLAC’ 


‘ The big modern trend 

is for light natural 

VET [ge wood finishes. When 

ittg customers ask you what 
ee ’ 

to use, you'll make 

friends by recommend- 

ing SATINLAC. It 

brings out and pre- 

serves the natural 


4 


grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn yel- 





low or darken with age. “Water- 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 hours. 


in pints, quarts, gallons. 
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tIncluding Saturday Evening Post, 


Better Homes and Gardens, American 
Home, Living for Young Homemakers, 
Popular Science, Popular Mechanics, 
and over 20 others. 


*Trade Mark 











B. F. Goodrich announces 


Didsest advertising campaign |e 
2L,000 000 sales-making \ m 
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BEGoodrich Xocoseal Hay Ponds 


3 POPULAR SIZES 


Genuine Koroseal play ponds come 
in the three most wanted, 
easiest-to-sell sizes: 55 inches across.......+. Retail$ 9.95 


tributor 
7 feet across .....+..Retail $19.95 


7O inches across...esee. Retail $14.95 


All are marked B. F. Goodrich Koroseal. Feature this famous label and 
you'll find sales far easier to make. 
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ever put behind play ponds 


messages next spring! 


* 
B. F. Goodrich is going all 


out in helping you sell famous Koroseal 
play ponds this year. Add this gigantic 
advertising campaign to the great public 
acceptance of Koroseal and you have the 
reasons why Koroseal play ponds will be 


in greatest demand this year. 


The Koroseal play pond is about as easy 
to inflate as a toy balloon—no air pump 
necessary. Just blow a few breaths of air into 
it and turn on the water—the sides float— 
there are no rigid supports needed. Koroseal 
is tough enough to take all the punish- 
ment hard-playing youngsters can give it, 
and stay new-looking for years after other 


materials would be scratched and worn out. 


Remember that people buy things like 
play ponds at the first sign of warm 
weather, so place your order for Koroseal 
early enough to cash in on this promotion. 
If you don’t know the name of your dis- 
tributor write B. F. Goodrich, Akron, Ohio. 


Koroseal—Trade Mark—Reg. U.S. Pat. Off. 
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These are only some of the many publications 
carrying the campaign 
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We're Feeling 
Mighty Sharp 
These Days 





SOUTHERN 


WwooD 


SCREWS 


(Slotted or Phillips Heads) 
have clearer cutting edges 


Lots of folks have told us how much they like 
the free cutting quality of Southern wood screws. 
The sharp gimlet points and clearer cutting edges 
of Southern screws make them easier and faster 
to start, and assure straight, clean driving. Saves 
time and tempers, and results in a tighter fit and 
a better job. And that brings your customers back 
for more! 

Southern screws are sturdy, too. Their rugged 
single-thread construction reduces bending and 
twisting to the vanishing point. And their high- 
quality materials discourage breaking. 


For happy customers and profitable repeat bus- 
iness, sell Southern screws. Write today for our 
catalogue. 

FACTORY WAREHOUSES 


4100 Dell Ave. 
North Bergen, N. J. 


325 W. Ohio St. 
Chicago 10, Ill. 
280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 
SCREW COMPANY 


104 Rickert Street 
Statesville, North Carolina 


® © © © © ®@ 
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Goodwill, Good Profits 
are Yours for the Taking 


Make the weather work for you. At first sign of 
snow, sleet or ice storm get out your STERLING 
Auger-Action ROCK SALT—display it. Offer tie-in 
sales —feature STERLING ROCK SALT with snow 
shovels and scrapers. 

Alert merchants who have followed this plan 
say it builds goodwill that lasts the year through. 
It labels your store as the place that always has 
what the customer wants—when he wants it. And 
remember—when a customer asks for STERLING 
ROCK SALT—he wants it then and there. 

He'll ask for Sterling, too. For we tell him about 
Sterling over 33 daily weather report broadcasts 
—warn him of snow and ice before the storm hits. 

Stock up now with STERLING Auger-Action 
ROCK SALT, 10 and 100-lb. bags. Write us for 
FREE Tie-in Posters selling snow shovels and 
Sterling. It’s an easy way to gain good profits — 
and year-round goodwill no money could buy. 


TE 


AUGER-ACTION 


ROCK SALT 


International Salt Company, Inc. agi 






Scranton 3, Pa. 
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Stanley “Zig-Zag” Rules 
with the Green Ends 





Easier Reading — Large, jet-black Gothic numerals. 
Longer Wearing — Rust-proof nickel silver joints. 


Greater Accuracy — “Ball-Socket” Spring action prevents 
stretching. 


NEW Protective Plastic Finish — Wears 4 times longer. 


Select Sticks — Straight-grained Maple. Graduated in 1 é6ths 
on all edges. 


STANLEY NO. 227. Extension Rule 
with the Green Ends. Has all the fea- 
tures of “Zig-Zag” Rules plus a solid 

brass extension for easy inside 
measurements. Extra thick sticks. 














STANLEY NO. 106. 
“Zig-Zag” Rule with the 
Green Ends. Outside markings. 
Also No. 106F with inside or flat 
markings. 

















In the complete Stanley line of “‘Zig-Zag”’, “‘Pull-Push” and Boxwood 
Rules, there’s a wide range of styles, sizes and markings. Stock them 
. .. Show them—and profit. Order through your jobber. 





: = a At left. STANLEY NO. 266F with Vertical figures, 
portend easy to read from any angle. 


STANLEY TOOLS, NEW BRITAIN, CONNECTICUT 


STANLEY 


: - % : Reg. U.S. Pat. Off. 
Te-ueces=sen @ HARDWARE © TOOLS « ELECTRIC TOOLS 
aaa STEEL STRAPPING © STEEL 
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NEW FEATURES . CHROME BOLT! 


4 
scone’, Any 2. CHROME BOLT HANDLE! 


WEW SALES a 












‘PIONEER’ "2 


-22 Caliber Bolt Action Single Shot 


~ 95 The new eye appeal built into the H&R 

RETAIL $45. “Pioneer” packs plenty of punch for making 

sales on the finest .22 of its type. New exterior 

beauty combines with such fine “Pioneer” features as self- cocking 

action and “Redi- Feed” loading platform to make volume easier — 
and bigger! 


Remember too... ALWAYS BUY DIRECT FROM H&R 

































there’s greater margin in every H&R sale because H&R 

eliminates middleman profit and gives it to you. On the MAKE MORE MONEY 

H&R “Pioneer” you make more profit than on any single For faster shipping service order from H&R 

shot twenty-two. warehouse nearest you. 

HARRINGTON & RICHARDSON ARMS CO. Pe Chicago, lt 

120 Park Avenue * Worcester 2, Mass. 680-84 W. Peachtree St., NW 341 West Superior St. 
Executive Sales Offices: Investment Building * Washington, D.C. 
YC") Cc dian Subsidiary: H&R Arms Co., Ltd., Drummondville, Quebec Dallas, Texas San Francisco, Calif. 
° aws St. 5 ission St. 
0 4.08) Quality Arms Famous the World Over eer senmpat e 
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LOOK TO LEGGITT FOR: 3 complet 
You have a natural new group of customers 3 ieteeeaidliceniedie . model | 
who own home freezers or modern dual- = i Fittings . iM . 
type refrigerators. Offer them, with high | ES a © Malleable Fittings =. ae | sells its: 
profit to you, MacAdam’s complete assort- F& z aoneinartietes le could r 
ment of: | % / © All Types of Brass Fittings . H 
° i eavy-! 
© RE-USABLE PLASTIC BAGS | = * rate boeken sl 
e ALL TYPES OF FREEZER PAPERS ay 2 er eer ee 
e PLASTIC AND PAPER CARTONS 
for meats, fruits and vegetables es 
e CONTAINERS | ” Mar 
F for soups, stews and leftovers eel go 
Write to MacAdam for a catalog listing of the most complete 
line of all freezer requirements—both home and commercial. | oe 
A. E. MACADAM & C0., INC. Brooklyn 5, N 3 | Ss. H. Bicicihal Co. ciao ee 
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BMC...the only line with 
complete sales appeal! 


MORE RAPID SALES TURNOVER 
FOR YOU as soon as you stock the 
popular BMC line! It’s the only 
complete line of its kind, and each 
model has appeal that practically 
sells itself on sight! What youngster 
could resist this bright red BMC 
Heavy-Duty Senior Tractor! 


The “Mark” in 
Wheel goods 


QUALITY CONSTRUCTION distin- 
guishes this BMC Tractor. A sturdy 
tubular steel frame assures dura- 
bility ... large, adjustable seat is 
mounted on suspension springs for 
maximum comfort. The famous en- 
gineer-designing includes special 
ball-bearings which eliminate any 
“dead-center” starting point! 


MORE PLUS FEATURES: the avail- 
able attachments—such as the scoop 
shovel and dump cart—provide ex- 
tra hours of fun. Point out all the 
BMC advantages—and you've made 
your BMC sale AND profit! Stock 
the leader . . . Stock BMC today! 


FREE CATALOG ... WRITE DEPT. H 




















Advertised in Lite — Nov. 26 and December Parents’ Magarine 


BMC MANUFACTURING CORPORATION, BINGHAMTON, NEW YORK 





wikset 
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Branch Store 
Operation 


Store Management 


ACCENT ON SELLING 


Let branch managers concentrate on selling: 
keep warehousing and bookkeeping as main 
office functions—is the philosophy guiding 
operation of Alexander Grant's branch stores 





Westvale shopping center store, one of 22 units in the 
group as viewed from the parking field for 1000 cars. 





In keeping with the modern merchandising trend of operating branch 
stores in suburban shopping centers Alexander Grant’s Sons Hardware in 
Syracuse, N. Y., has opened two such units. Five or six more such operations 
will be opened by the firm within the next few years according to F. I. 
Greene, the firm’s president. 
Grant’s, founded in 1868, operated its only store in downtown Syracuse, 
until the branch store program was started. 
After years of planning, Grant’s opened its first shopping center branch 
at 2112 W. Genesee St. in the Westvale area in March, 1950. Six months 
FRANK I. GREEN later a second unit was opened in the Mattydale Shopping Center in northern 
Syracuse. These two units are the start of a program designed to completely 
change the entire merchandising methods of this 83-year-old firm. 

Under the firm’s plan, branch store managers are hired to sell merchandise. The bookkeeping, buy- 
ing and other administrative problems, will be handled by the main office. Branch store managers send 
in their charge and cash tickets and orders and do not give much time to office or administration de- 
tails. That’s why selling costs at the branch stores are now about 8 pct as compared with 11 pct at 
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the main store. Once the branches produced 
ri My are completely streamlined and 000 inver 
| LM exe Sai? / G fv have developed their routine opera- of its o 
ARI Te co . f/ tions the firm hopes for a 7 pet making 
| S| * a i €) / selling cost—including rent, insur- year. 
MARDWARE Sines l868 c2) J } ance and other direct overhead, The b: 
a f but not administration. of a 22- 
GARDEN TOOL al © © Branch manager compensation is A. & P. 
VALUES..... Roge $9.95 SOLID COFFEE & BRASS rege gata ag te Sales | toggery, 
Sans “Men Geck ant the? o Mente POST LANTERNS or the montt ‘or his own branch, bakery, 
forged in one piece from special steel * with reconciliation being made for tore, st 
P ’ $ hi 3 8 Pe 
shoalsiiiy hardhhed and epring-teapered. 59 9 we a each monthly period. If the mana- and chil 
Ash les. You ‘can beat them up, or ens eae RT Li ’ . * ‘ 
beat them down, bt you can't\\beat them, $11. per pair. HH ger’s drawing is under the amount and flori 
; \ Saban tee te i: —~| i due him the firm pays him the dif- motion ] 
wide. Fite sin, wood or \\ \/ b wane. eng the ye » the units in 
— e WelL Jin other way settlement is made in help pu 
ale imi aed favor of the company. At W 
ent Grant’s shopping center stores store has 
| ee — are stocked with four basic de- of parkir 
partments catering to women and Grant’: 
52. 89 | home owners—general hardware, are equi 
| ieekn atmenioms aan mat py and pe ptm poet 
$ $ . ; k i] sey” ere’s a skeleton supply of build- the quan 
FAN RAKES. 159 FORKS. "249 pn sn adj- i) pz Ae, )} ers’ hardware: enough butts, for mee 
| RAKES....°195 HOES...91.95 pe Se example, for one house. The stock ample, is 
included, Use on garage, = D> is planned for the home owner, not gondola | 
eRe SP Siereyeseeres cee the contractor or the electrician. ae done: 
| ee iN Taking the first branch opened— manager 
; flit Dre. that at Westvale—as an example, of that 
) Reg. $3.50 TVO-NOTE here are some of the reasons why broken p 
pee af ha Grant’s is expanding the branch i the bi 
(BWC LEE 10) T9 if ss 2 | store idea: saves la 
Reg 42.29 "9 eeelt@ seseie front, | bg The Westvale branch is 30 by shelves ai 
ALL RUBBER, DOUBLE OUTLET, PUSH-THRU 1 note for back. l J 100 ft. and but for limited office Mercha 
a eiiteitnsninetsinnnonvarriere ; sana —— space is all sales room. The entire at retail 
emphasis at this and the other order bla 
: branch store is on selling. There’s sume but 
Many other wonderful values to ke found a nade» Wa. Selec aston 
in Our stores a week a hired truck delivers sup- ber, quan 
119 EAST WASHINGTON ST. YOUR CHARGE ACCOUNT IS GOOD plies to the branch stores. Mer- simplified 
WESTVALE SHOPPING CENTER IN ALL THREE OF OUR STORES. chant parcel service can bring ad- extends tl 
MATTYDALE SHOPPING CENTER ONE PHONE REACHES ALL 2-0363 . ditional supplies on one day notice. A sim 
a Designed to do a volume of $100,- also spee 
Full page shoppers’ news ad featuring a variety of spring goods, with sketches of several of 000 annually, with a $15,000 inven- managers 
the featured lines and prominent prices. Note that charge accounts are mentioned as good at ’ b ’ h ne to d 
all three stores, each of which may be reached through one phone. Ad measured 7 by 10 in. tory, the 3000 sq. ft. branch store Oe ccoa 
painter fi 
In addit 
in the d; 
CHECKED BY STOCK ORDER = also pron 
FOR OFFICE USE ONLY local mec 
for exam 
LAID OUT DEPT. graphed r 
The fir 
DESCRIPTION OUAN.|sHip.| UNIT [RETAIL PRICE ReTAtt List er pisc.| Cost gers at t) 
Likenir 
branches 
stores,” ] 
an enorm 
titude of 
store anc 
Downtow: 
quickly. 
they’re at 
to look at 
For sv 
hardware 
ee center, J 
center sg] 
One of the few forms the store manager has to keep. Note that the last five columns are for main office use only. A simple daily ue T 
cash report, not illustrated, calls for only the most important information, needed each day by the main office. € poten 
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produced $65,000 volume, on a $12,- 
000 inventory in the first 11 months 
of its operation. It was a profit 
making business even in its first 
year. 

The branch at Westvale is part 
of a 22-store group, including an 
A. & P. super market, dairy bar, 
toggery, sports shop, shoe store, 
bakery, laundryette, chain drug 
store, shoe repair shop, infants’ 
and children’s wear shop, bakery 
and florist. A liquor shop and a 
motion picture theatre are other 
units in the shopping center which 
help pull traffic into Grant’s. 

At Westvale, Grant’s branch 
store has the traffic pulling benefit 
of parking facilities for 1000 cars. 

Grant’s shopping center stores 
are equipped with display fixtures 
designed to hold merchandise in 
the quantities in which they are 
packaged. If a certain file, for ex- 
ample, is packaged 12 to a box, the 
gondola bin holds just one over a 
one dozen of that item. Thus the 
manager displays his entire stock 
of that number. There are no 
broken packages or hidden goods 
in the branch stores. This policy 
saves labor costs on_ stocking 
shelves and gondolas. 

Merchandise is billed to branches 
at retail inventory price. Even 
order blanks are designed to con- 
sume but little of the branch mana- 
ger’s time. He lists the stock num- 
ber, quantity and description on a 
simplified order form. The office 
extends the figures. 

A simplified daily cash report 
also speeds paper work. Branch 
Managers don’t even have to take 
time to draw signs. The firm uses 
the services of a free lance sign 
painter for its cards and signs. 

In addition to general advertising 
in the daily newspaper, branches 
also promote their stores through 
local media. The Westvale store, 
for example, advertises in a mimeo- 
graphed neighborhood weekly. 

The firm trains its branch mana- 
gers at the downtown store. 

Likening the shopping center 
branches to “one floor department 
stores,” Mr. Greene says, “There’s 
an enormous difference in the at- 
titude of persons in the downtown 
store and at a shopping center. 
Downtown, they can’t get out too 
quickly. At the shopping center 
they’re at ease and take their time 
to look at the merchandise.” 

For successful operation of a 
hardware branch, in a shopping 
center, Mr. Greene believes, the 
center should have at least 20 
stores. The more stores the greater 
the potential traffic. 


Charles H. Kimley, 
manager, Westvale 


branch, 


who was 


trained at the firm's 
downtown store on 
the job at his branch. 


Section of the house- 


wares 


departments 


at Westvale. 


In the men's portion 
of the Westvale unit. 
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People of Suffolk, Va., were long 
accustomed to seeing a hardware 
store at 127 E. Washington St., but 
traffic was not as heavy as it should 
be for a store in the center of the 
city’s main retail shopping area. 
In 1948 the situation was changed 
when Byrum Hardware Co. took 
over the old store, modernized its 
exterior and interior and installed 
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The previous front was 
neat but old fashioned, 


The remodeled Byrum store is modern 
and attractive. Note the photo elec- 
tric door controls for each entrance. 


Problem|—Limited Store Traffic 


Solution|—Complete Modernization 


When Virginia store modernized to get better traffic 

it installed a special gift shop to attract more feminine 

trade. In this report the policies that make that 
department profitable are outlined. 


an unusually fine gift department 
on the second floor. 

Today the store attracts consid- 
erable trade from all parts of this 
city of 15,000, plus residents of the 
large peanut farming country sur- 
rounding it and the many families 
living on a large naval installation 
nearby. 

T. C. Byrum, Sr., who had oper- 


ated another hardware store at 
Edenton, N. C., for 35 years, prac- 
tically rebuilt the two-story, 45 by 
110 ft store in Suffolk. He installed 
a self service elevator from the 
street to the second floor and re- 
located a staircase for greater cus- 
tomer convenience. The more at- 
tractive and modern front, plus the 
remodeled and better lighted first 
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Mojor appliances and electric housewares get this type of display in the big center window. 


floor, now attracts considerable 
feminine trade. Many women visit- 
ing the store to shop in the gift 
flor, stop on the main floor to 
browse and thus buy many items 
on impulse. 

The old quarters comprised two 
stores, with neat though old fash- 
ioned fronts. In their place is a 
two-entrance visual front with a 


Looking like a pri- 
vate home, this is 
one of the display 
corners at Byrum's 
which helps it do a 
big volume in gifts. 


large center window set back from 
the sidewalk. Both sets of doors 
are controlled by photo electric cell 
units. Centered above the windows 
is the word “Hardware” in wide, 
dark red plastic lettering. The new 
arrangement eliminated a doorway 
between the two stores and a stair- 
case to the second floor and gave 
the store a wide sweep of modern 
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J. P. Barnes, who manages 
Byrum's Suffolk store. 

















This gift shop display of china and glassware on a perfectly 
set table suggests a dining room in a private home. 


type windows. Now the only en- 
trance to the second floor is through 
the rear of the first floor hardware 
departments. 


Directed by Mrs. Garland Hines, 
buyer, the gift department handles 
both higher priced and medium 
quality merchandise, with emphasis 
on the latter grades. Featured in 
the department are dinnerware, 
china, crystal and glass ware, 
occasional furniture, living room 
suites, mirrors, outdoor furniture, 
reproductions of framed popular 
paintings, mirrors, lamps, fireplace 
equipment and luggage. 

Merchandise in the gift shop is 
chosen with the idea of meeting 
the demands of those living in the 
more exclusive sections of the com- 
munity as well as those with more 
modest incomes. 

Displays are attractive and un- 
crowded. One shows a living room 
with a large gilt mirror over a 
white mantel on which are candle 
sticks, a plaque, and ornaments. 
An artificial fireplace has logs on 
brass andirons and is enclosed by 
a brass bound screen. On one side 
is a long handled hearth brush, on 
the other brass fire tongs, shovel, 
and poker. 

Surrounding are a settee, deep 
chair, side tables, cocktail table, 
lamps and brass and china orna- 
ments. Other displays show corners 
of living or dining rooms, covered 
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tables set with china and crystal 
and silverware, a beautiful table 
with an imitation antique lamp. 
The floor is hardwood and the win- 
dows have draped curtains. The 
entire arrangement shows excellent 
taste and selling appeal. 


“Our customers in this shop are 
particular,” Mr. Barnes stated. 
“They want good and beautiful 


Here is a section of the 
first floor hardware de- 
partment as it now ap- 
pears. Although designed 
to attract men, its neat- 
ness has great appeal to 
women shoppers. 





things, even if they have a budget 
to watch. Our reproductions come 
from New York and High Point, 
jE bg 

While Mr. Barnes does not be- 
lieve that his entire sales volume 
increase may be attributed to in- 
clusion of the gift shop, he gives 
that department credit for much 
of the upward trend in volume. 
“It’s greatest benefit,” he says, “is 
to bring women shoppers into our 
store. Few gift shop buyers leave 
the store without purchasing mer- 
chandise from other sections.” 

The Byrum store has two sales 
each year—one in January or Feb- 
ruary and the other in August. 
Held to clear the store of old stocks 
or shelf warmers, it offers reduc- 
tions of as high as 25 to 30 pct for 
some hardware department goods 
with the gift shop average on sale 
priced merchandise being 10 pct. 

Advertising by the Byrum store 
includes newspaper space, radio, 
theatre and direct mail material. 
The gift department draws busi- 
ness from nearby Portsmouth and 
from other cities and towns in that 
area, although no special appeal is 
made to them. Considerable busi- 
ness comes from tourists. 

The Byrum store holds meetings 
twice a month for sales personne} 
from all departments under direc- 
tion of E. E. Dale, assistant to the 
manager. Held in the store after 
business hours they are highly pro- 
ductive of sales and operations sug- 
gestions. 
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Power Tool Sales Boosted 


The moving of the power tool de- 
partment to a second floor location, 
four years ago, was one of the 
wisest moves ever made by C. L. 
Durfee, hardware dealer of Cran- 
ston, R. I. 

The results of the removal from 
the small street floor location to a 
large space on the second floor was 
a 75 pet increase in annual dollar 
volume. The department now pro- 
duces the third largest dollar vol- 
ume of any department, exceeded 
only by the hardware and electrical 
departments. The department is 
growing at a faster rate than 
formerly, indicating a considerably 
larger potential for the future. 

However, the move to a larger 
space, was only part of the story. 


Robert W. Miller 
successfully man- 
ages the power tool 
department because 
he is a home work- 
shop hobbyist him- 
self, and can discuss 
problems and equip- 
ment with customers. © 


By Shift to Separate Department 


75% increase in dollar volume has been experienced 


since line was moved from its cramped first floor 


location and set up as a department on second floor 


When the tools were shifted, a sep- 
arate department was created with 
a manager solely responsible for its 
operation. The growth of the line 
now requires additional sales help 
and another full-time man is being 
added. 

When tools were on the first floor 
there was inadequate space to dis- 
play them properly; it was almost 
impossible for salesmen to make 
proper demonstrations of them for 
prospective customers; there were 
many distractions from the selling 
floor, as the salesmen had to sell in 
all parts of the store, and couldn’t 
give enough time to power tools 
alone. 

When the line was moved up- 
stairs, the department was given 


rd 
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about half of the entire floor of 35 
by 50 ft. Since it was a separate 
section there were no longer any 
distractions to either the customer 
or the salesman. It was possible 
to extend the line and give it better 
display and to give live demonstra- 
tions. 

The department was turned over 
to Robert W. Miller who is in 
charge of all its operations, in- 
cluding buying, store and window 
displays, advertising and selling. 
Concentration of authority in one 
man has improved the buying situa- 
tion considerably, and fewer sales 
are lost because of stock shortages. 

“Departmentalization has been a 
wonderful basic builder for our 
power tool business,” comments 


tips Kare 


ne 7 : ee 
Ny Hie moray 
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Clarence Durfee, owner. “It stepped 
up the all-around efficiency of the 
operation and took that department 
off my shoulders. With one man 
directly in charge, everything is 
handled more efficiently and we 
have paved the way for a substan- 
tially larger department as each 
year rolls by. 


Accessory Sales Increased 


“An important result of the ex- 
pansion,” according to Mr. Miller, 
the tool department manager, “is 
the increase in accessory sales. It 
made possible the addition of a 
large increase in accessory and sup- 
ply stocks, making the Durfee stock 
one of the largest in Rhode Island. 

“This phase of the business has 
been developed to the point where 
it now accounts for about one- 
third of the power tool depart- 
ment’s total annual sales volume. 
Accessories often produce a larger 
amount of business than the orig- 
inal power tool sale, and they keep 
our customers coming back time 
and time again for additional sup- 
plies and gadgets. Accessories are 
valuable traffic builders.” 

“A large accessory stock brings 
new customers. That has been 
proved many times in this depart- 
ment, when new customers tell us 
they have been purchasing their 
power tools elsewhere but were un- 
able to get accessories and supplies. 
We have many customers who tell 
us they came here upon the recom- 
mendation of friends who men- 
tioned the unusually large stock of 
parts and supplies. Knowing this, 
we are constantly adding to this 
type of merchandise. 

“For instance,” continues Mr. 
Miller, ‘we have considerably more 
than 150 different V-belts, stock- 
ing three to four of the slower 
sellers and seven or eight of the 
faster sellers, and sales in this 
item alone have increased about 
five times. Belts are given major 
display around the department, 
showing the large stock, arranged 
by size.” 

One factor that helps the store’s 
trade is its location in one of the 
state’s largest and leading resi- 
dential areas. The store was built 
about 20 years ago on land that 
was used as a dump. Mr. Durfee 
bought the land, erected a two- 
story brick building with two front 
entrances and four large display 
windows, and pioneered in what is 
now a large and prosperous subur- 
ban shopping center. 

The store is surrounded for miles 
on all sides by residential prop- 
erties, and Mr. Miller estimates 
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that 60 to 70 per cent of these 
homes have their own workshop. 

“In fact,” Mr. Miller says, “we 
get about two-thirds of our power 
tool business from home hobbyists. 
The remainder comes from indus- 
trial shops. The use of home work- 
shops has been increasing steadily 
and is now growing faster than 
ever, because of the high prices of 
furniture and other articles made 
of wood. These high prices are a 
stimulating factor in causing men 
to buy power tools, so that they can 
make their own furniture for the 
house and the outdoors. In this they 
are encouraged by their wives. We 
can trace many sales to the sug- 
gestions of wives that their hus- 
bands make various articles that 
they have seen described in the 
popular magazines or in the manu- 
facturers’ literature we send out.” 

The best selling item in the de- 
partment is the 4-in. electric drill 
which has such a large number of 
accessories that these produce more 
business over a period of time than 
the original purchase. 

The second best seller is an 8 in. 
circular saw, and the third largest 
volume producers are drill presses. 

Live demonstrations are used fre- 
quently. Mr. Miller is a home work- 
shop enthusiast and this knowledge 
has proved valuable in his selling 


work. From the pieces he has made 
he is able to pass along ideas on 
patterns, methods and equipment, 
and can also heip customers. 


Use Classified Ads 


Power tools have been advertised 
for about three years in the classi- 
fied pages, and this has been found 
to be very effective. Classified ad- 
vertising is followed closely by 
newspaper readers. Mr. Miller was 
first sold on its merits by a three- 
day test in which an ad costing 
$3.03 sold about $750 in merchan- 
dise and also brought many in- 
quiries. 

Direct mail advertising is used 
successfully. About 2,000 postal 
cards or manufacturers’ literature 
are mailed. The postals are made 
up by Mr. Miller and are produced 
in the store. 

Mr. Miller knows the majority 
of his power tool customers so well 
that he can select from the list 
the hobbyists who he knows will 
be most interested in the mailing 
at hand. In this way mailings can 
be made to a select 100 or 200 pros- 
pects. Whenever new customers 
are made their names are added to 
the mailing list. 

Mr. Miller maintains a large 
stock of work patterns, of which 
he sells hundreds each year. 





Power Tools a Holiday Promotion 








Coburn's, Lowell, Mass., keyed a power tool promotion to Christmas gift buying by using 
a series of four small window displays, such as above, each featuring different kinds of tools. 


HARDWARE AGE, NOVEMBER 15, 1951 








Shor 





Fr 


If tk 
store i: 
and p 
year, i 
Genese 

The 
Staube 
ness 0 
entire 


HARD" 





e has made 
g ideas on 
equipment, 
ners. 


ds 


advertised 
the classi- 
been found 
assified ad- 
closely by 
Miller was 
oy a three- 
ad costing 
1 merchan- 
many in- 


ig is used 
100 postal 
literature 
are made 
2 produced 


> majority 
ers so well 
n the list 
mows will 
1e mailing 
ilings can 
- 200 pros- 
customers 
e added to 


} a large 
of which 
par. 








g by using 
ds of tools. 


15, 1951 








BE: 





Admit One (1) 
ACE HARDWARE 


Presents for Your Enjoyment a 


2 HOUR CARTOON SHOW 
Saturday, June 2 - 10:00 AM 
at the 


Genesee Theatre - Waukegan 


Enjoy Our Big Cartoon Show 





Shop Saturday Morning While the Children 








Free Movies Help 
Build Store Traffic 


Free Saturday morning movies for children are 

one of the many successful promotion ideas used 

by this new store to build volume. A 5 pct ad 
budget paces a sharp sales gain 


If the name of one Waukegan, IIl., 
store is on the lips of more children 
and parents than any other this 
year, it is Ace Hardware, 229 N. 
Genesee St. 

The reason is that William 
Stauber, Jr., who started the busi- 
ness only a year ago, buys out an 
entire movie theatre, a few doors 


from the store, and gives free tic- 
kets to children. 

The promotion costs him $350 for 
a special two-hour show, beginning 
at 11 a.m., Saturday. The theatre 
is filled with 2,100 children. 

The store hands out 3,000 tickets, 
since about 900 are never used for 
one reason or another. The kids 
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Children line up an hour ahead for a Saturday movie sponsored 
by Waukegan Ace store. Ticket, shown at left, suggests that parents 
shop while their children are at the movies. 





Promotion Ideas Used 
By a New Store 











start lining up for this special show 
about an hour before starting time. 
The program consists entirely of 
cartoons and other’reels of interest 
to children. 

In order to get tickets for the 
shows, which are held every two 
months, the children must bring 
their parents to the Ace store and 
any coming by themselves are re- 
fused. 

Parents are not required to buy 
anything as the idea is simply to 
promote store traffic and to create 
goodwill. Nevertheless, a_ great 
many extra sales are made to the 
adults who come to the store for 
that reason only. 

This and other promotions which 
Mr. Stauber uses are paying off well 
and Mr. Stauber claims that his 
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BIG FREE SHOW 





SATURDAY 
JUNE 2--10 A.M. 


(JUST ASK MOTHER OR DAD TO READ DETAILS BELOW) 











SAT. 10 A.M. 
GENESEE THEATRE 


SPONSORED BY 





ACE HARDWARE 


227 N. GENESEE ST. 





| Ads such as this are 
run about a week 
before the free 
movies to create in- 
terest. 
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FOR YOUR CHILDREN. 





Attention Parents... 


FREE TICKETS FOR THIS 2 HOUR CAR- 
TOON SHOW ARE AVAILABLE TO YOU 
JUST FOR THE ASKING -- ANY ACE HARD- 
WARE CLERK WILL GIVE YOU TICKETS 











DAY MORNING WHILE YOU SHOP! 


TREAT THE CHILDREN TO THE SHOW SATUR- 








sales volume is well above what he 
had expected to do in his first year 


Mr. Stauber’s advertising and 
sales promotion budget for his first 


promotion in order to establish the 
firm’s name. The second year, if 
sales warrant, this percentage can 
be cut down. 

Other promotions which Mr. 
Stauber is using this year include 
the sponsorship of both a hard ball 
and soft ball team, both of which 
play to large crowds under the 
lights at night. 

One day he advertised he would 
give a yardstick to any adult who 
came to the store, and attracted 
many people. Last Christmas sea- 
son, he gave a gas-filled balloon to 
every child who came to the store. 

Newspaper, direct mail, radio 
and billboard advertising, as well 
as Ace circulars and catalogs are 
also used to get the store’s sales 
message to the big Waukegan area. 

Mr. Stauber joins with a number 
of other merchants to underwrite a 
special Tuesday Bargain page ad- 
vertisement in the local newspaper. 
Each store advertises one bargain 
item. If a shopper bought every 
special offered on the page, each 
week, he would save $60, says Mr. 
Stauber. 

This Tuesday ad page has been 
successful in bringing in more rural 
trade on that day, which formerly 














with the new large store. year is about 5 pct. He set this _had been a dull day, insofar as rural The 
The free movies are advertised in figure after talking to many chain trade was concerned. in bui 
a local paper by the hardware store store officials who are members of “I am convinced that consistent, cordin 
about a week prior to the show, and __ the local chamber of commerce. carefully chosen sales promotion Cy Yo 
that starts the children and their These chain store men told him pays, especially for a new store,” all Ri 
parents coming to the store. Win- that whenever they open a new Mr. Stauber declares. “We are go- sugges 
dow signs also make parents and store they always spend about five ing to use it extensively to keep our tory 
children aware of the fact that the pet of volume on advertising and volume growing steadily.” these 
free tickets are available, but the efforts 
kids like the idea so well that they paint 
are continuously dropping into the ‘ ‘ . . year. 
peng eggsictige Tonge eye deere Variety Is the Spice of This Window The 
show will be held. — ' ment, 
Slides are flashed on the screen eo ¥ ae., 8 
during the program to again tell — 
the children the name of their host. Pee 
Then, halfway through the pro- whe 
gram, the theatre manager has an owe 
intermission, and he appears on the rental 
stage and talks to the children, tell- Sees 
ing them to be sure to patronize the store 
Ace store, and to ask their parents aint , 
to look for the specials there. He es 
also asks the children who have size. ' 
been in the store to hold up their : 
hands. — : 
“We feel that such a stunt is well “The 
worthwhile for a new store like found 
ours,” reports Mr. Stauber. “Older, owner: 
established stores can also use the This ¢ 
idea to good advantage, I believe. to ine 
They need hold it only once or twice vidual 
a year. if they wish, and can pay cht enh de , ‘ ae valuab 
according to the number of seats —{<%, ond pi of ol ogee stopped to lok ot this large window at Lawrabes's in Amaterdem, Sree 
sold by the theatre.” of both lower priced and high unit items. The 
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Cy Young Hardware of Kansas City where a good paint volume has been 
built up on the basis of the three simple steps described in this article. 


Keys to Better Paint Sales 


The three most important steps 
in building better paint sales, ac- 
cording to Charles H. Young, of 
Cy Young Hardware, 7936 Worn- 
all Rd., Kansas City, Mo., are 
suggestive selling, weekly inven- 
tory and color service. Using 
these points as the basis of his 
efforts has enabled him to build 
paint sales to the $25,000 level this 
year. 

The store features rental equip- 
ment, such as sanders, polishers, 
etc., and each rental usually en- 
courages additional sales of re- 
lated paint items. 

“It’s not unusual to sell a cus- 
tomer $20 to $30 worth of mer- 
chandise with a floor sander 
rental,” Mr. Young comments. 

Every Monday morning the 
store personnel checks its entire 
paint stock and places a paint 
order every week, regardless of 
size. This involves a little extra 
work but avoids missing sales by 
being out of stock on an item. 

The color service has_ been 
found very helpful in aiding home- 
owners decide on the colors to use. 
This color service not only tends 
to increase the size of the indi- 
vidual paint order, but also is a 
valuable help in closing the initial 
order. 

The store uses a number of 


Sherwin-Williams “Style Guides” 
to aid customers in selecting room 
decorations. These guides are 
large books containing full color 


a wip tié 7 i¢ i: 


reproductions of interiors and ex- 
teriors and are loaned to custom- 
ers without charge through a free 
lending service. 


Eee 


bef erty | 
ariteesh sett 


eeeecene 





A customer examines a Style Guide for aid in selecting color schemes. 
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90% Increase in Space From 


York, Pa., store found space for half-again 
as much merchandise after renovation. Busi- 
ness increased while work progressed and 


sales went up 50% in year after completion Many hardware stores have suf- 
fered from a lack of modernization 


because of the dread on the part of 
the owners of the interruption to 
business, 

The large, light and spacious 
store of the Fulton, Mehring & 
Hauser Co., Inc., York, Pa., is an 
example of how a _ step-by-step 
modernization program can be car- 
ried out with a minimum of inter- 
ruption. 

As a matter of fact, this store 
increased its sales continuously 
during the course of the two years 
during which the improvements 














were being made. ee 
this larc 
“Customers actually seemed to 
be coming into the store more often 
during the course of the work to 
check on the progress, and to see 
what we were going to do next,” pletior 
says Gerha Scheffer, store manager. increa 
“We started modernization in the Acc 
summer of 1947 and completed it in troller 
the fall of 1949,” says Mr. Scheffer. ser, 96 
“This was done deliberately so as of bus 
not to interrupt business too much. sale bi 
There were sales increases in both ments 
& 1948 (31 pet), and 1949 (20 pct), demon 
Industrial supplies are a major part of the York while the work was being done. In how 
store's business. John H. Paules, president, is shown. 1950, the first full year after com- ag 
0 
the Yo 
to sen 
store 
4 not ca 
a sale 
is cred 
count. 
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item, t 
carries 
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The 
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The store started its modernization program with this attractive front. by an: 
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The paint department occupies 
this large, front-of-store position. 


pletion, store sales showed a 51 pct 
increase.” 

According to Lewis Smyser, con- 
troller of Fulton, Mehring & Hau- 
ser, 95 pct of the company’s volume 
of business comes from its whole- 
sale branch, and the store improve- 
ments were made as a means of 
demonstrating to its dealer accounts 
how hardware and housewares 
should be properly merchandised. 

Not only do retail accounts visit 
the York store, but they are invited 
to send their own customers to the 
store at any time when they do 
not carry a requested product. If 
a sale is made in the York store it 
is credited in full to the dealer ac- 
count. Hardware dealers frequent- 
ly advise their customers who wish 
to see a broader selection on an 
item, to visit the York store which 
carries wide stocks on most lines. 

Because of this service to its 
dealer accounts the York store re- 
frains from all advertising so as 
not to be in competition with ap- 
proximately 300 stores it serves 
through its wholesale branch. 

The Fulton, Mehring & Hauser 
store, located only one block from 
the center of the city on one of the 
two main streets, consists of two 
adjoining display rooms, 60 ft. 
wide by 120 ft. deep, and connected 
by an archway in the dividing wall. 








Gerha Scheffer, manager, shows the compact arrangement 
of the precision tool display fixture, just inside the front door. 


The modernization of this area 
was completed very economically as 
all the display fixtures, of modern 
design, were built locally and moved 
in one by one as they were com- 
pleted. 

All of the wallcases were built 
from lumber salvaged from the old 
walleases, which not only cut down 
greatly on the cost of the program 
but also provided the carpenters 
with fine seasoned lumber for the 
work. 

The firm hired a local cabinet- 
maker to make the fixtures accord- 
ing to the carefully designed plans 
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of Gerry Scheffer and David H. 
Paules, chairman of the board, 
treasurer and sales manager. 

Work was started at the front of 
the store, in the hardware depart- 
ment, and proceeded to the rear 
When the hardware side was com- 
pleted work was started on the 
housewares display room, which is 
of equal size. 

Part of the modernization pro- 
gram was to shift the location of 
departments in order to obtain a 
better merchandising arrangement. 

One of the most effective changes 
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made was a switch of the tool and 
paint departments. 

It had been observed by Mr. 
Scheffer that most men on entering 
the store would invariably turn to 
the right, and since tools are bought 
pretty much on impulse, these were 
moved to that wall and the paint 
line was moved to the left-hand 
wall. 

York is a highly industrialized 
city and precision tools are a major 
line with this store. Consequently, 
a compelling display of the leading 
precision tools lines was made on 
the display boards of the wallcases 
right inside the front door. Here 
they can be seen from the street 
through the open-back windows. 

Most of the drawers in these pre- 
cision tool display fixtures were 
built so that they serve as displays 





It was found that individual utensils had better attention value when shelves 








were staggered. when pulled open. One drawer, for 
instance, has a wooden base into Wit 
which 100 or more holes were bored. mn 
In these holes stand hundreds of ne * 
carbon and high speed drills, in io pes 
graduated sizes. : | 
, ‘ ica, C; 
One entire side of the hardware em 
: “ae ness d 
store, extending 120 feet, is lined anueen 
with walleases which are sampled Son 
with merchandise. The shelf stock Christ 
in these cases has been so arranged ating 
that when a customer selects an new r 
item from the samples mounted on by cor 
a cabinet door the salesman finds ings p 
é 5 iE the desired item behind the opposite holida: 
e404) ie if g door. This is done so that the sales- Att 
@ * man does not have to pull the door presen 
open into the face of the customer. the ot 
As soon as the cases were fin- gram. 
ished and put into place for one 
Pp section of the store, workmen moved 
"= to the opposite wall and tore out 
Wea, — »¥ the shelving and started work on 
Jager pees: a few more display units. In this 
Attractive displays, such as this one on cutlery, helped boost sales 50 pct in the way the work leap-frogged from 
first year after modernization. one side of the store to the other 
and from front to rear, with a 
minimum of interruption to busi- Vv; 
jew oOo 
ness. ' selling 
The renovations included the re- the 1 
moval of two stairways which ran + ag 
from the first to second floors in olay 
both the hardware and housewares and #i 
sides of the store. flakes. 
The cost of building all the new aeeah ‘ 
. ° ores ¢ 
display fixtures was estimated at play m 
$26,000. This covered the cost of bill for 
making 51 8-ft. wallcase units; 50 trim .. 
aoc 


5 ft. display tables, and a great 
many other pieces of store furni- 
ture for specialized purposes. The 
management of the store claims 
that by utilizing its own 40-year 
old shelving, and by hiring a car- 
penter to build the units to its own 
specifications, it got a much cheap- 
er and more satisfactory job than 
The new store has 50 of these 5-ft. units which have drawers instead of sliding doors. (Continued on page 104) 
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30% More 


Christmas Business 


From sales meetings that briefed the staff 

on the over-all holiday merchandising plans, 

tightened up selling techniques; from an early 
start on catalog and ad promotions 


With a “Practical Gift’? theme— 
a good Christmas promotional plan, 
and a well-organized selling team 
to push it, Noonan’s in Santa Mon- 
ica, Calif., did 30 pct better busi- 
ness during the 1950 holiday selling 
season than the year before. 

Most important of all in the 
Christmas program was coordin- 
ating the sales staff—both old and 
new members—into the program 
by conducting several store meet- 
ings prior to the start of the big 
holiday rush. 

At the first meeting, Mr. Noonan 
presented before the entire .staff 
the outline of the complete pro- 
gram. In succeeding meetings, the 


View of the main 
selling floor from 
the mezzanine. 
Christmas decora- 
tions were simple— 
Santa Claus heads 
and tinsel snow- 
flakes. Much of it 
came out of the 
store's stock of dis- 
play materials, the 
bill for new display 
trim being only 
about $50. 


staff was instructed on what was 
expected of each member and to 
each was detailed certain responsi- 
bilities. Each of the older members 
was paired and charged with coach- 
ing a newer salesman. 

Team policy on the selling floor 
pepped up the selling efforts of all. 
The “regular” was expected to 
watch over the newcomer’s sales 
technique; help him get the mer- 
chandise’s sales points over to the 
shopper and instruct him on how 
to sell up. They were expected to 
help with, not teach sales funda- 
mentals, for Mr. Noonan had hand 
picked help who displayed natural 
aptitudes for selling, and at his 
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GIFTS FOR THE HOME 
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Three-column, full page ads, such as this, 
departmentalizing Noonan's gift sugges- 
led off the store's 1950 holiday 
promotion that brought a 30 pct in- 
crease in Christmas business. 
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Windows feature drevolving turntables which displayed specialty merchandise, 
flanked by larger items. Displays were changed frequently tc feature the lines 
promoted in the store's newspaper ads. 


meetings had drilled them in cus- 
tomer approaches. 

The store captured the public’s 
interest with a tempting head on 
their ads—“Give Us Your Gift 
List.”” And in those ads they held 
the interest of the shopper by cate- 
gorizing their merchandise into: 
“Gifts for the Home’—‘“Gifts for 
Her”’—“Gifts for Him.” These 
three full column ads that ran once 
or twice a week sparked the store’s 
promotional effort. 

Noonan’s holiday program was 
further buttressed by mail and 
hand-out distribution of consumer 
Christmas catalogs. “We covered 
the residential area, putting a cata- 
log in every house,” reports Jack 
Noonan. “We started about the be- 
ginning of November, and just 
about a week after the catalogs 
had been distributed, the number 
of telephone calls and inquiries we 
received told us we were on the 
right track. Then we started dec- 
orating the store.” 

The firm used Santa Claus heads, 
placed about the store, to provide 
the holiday decorative touch. He 
presided over the attractive display 
windows, and from his position 
on the store pillars which had been 
covered with green velvet, looked 
down upon the selling floor. Sup- 
plementing Santa were multi-col- 
ored tinsel snowflakes suspended 
from the floor lights. and in the 
windows. The rear mezzanine was 
also decorated with a wide red 
background paper, across its width, 
with the words “Merry Christmas.” 

On every display island, a minia- 
ture candlestick Christmas tree 
was placed. At night, these were 
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lighted to dress up the displays. 
One item on each island was spe- 
cially highlighted with a bright red 
Christmas bow, and on every wall 
shelf, red-hatted paper snowmen 
met the eye. 

“It didn’t cost the store much,” 
reports Mr. Noonan, “for most of 
the decorations came out of our 
stock of Christmas display mate- 
rials. I estimate ‘we spent about 
$50 for extra materials.” 

As to the type of merchandise 
on display during the holidays, 
sales concentration was largely on 


those lines and items that could be 
sold as suitable and practical 
Christmas gifts. Other items were 
put away until after the holidays. 
On one side of the store were dis- 
plays of tools, electrical house- 
wares, fireside accessories, etc., 
while on the other side were glass- 
ware, dinnerware, silverware, pot- 
tery and similar merchandise. 
Each one of the important gift 
lines were represented in Noonan’s 
window displays. Small specialties 
were displayed on a revolving turn- 
table, with a “Practical Gifts” ban- 
ner above, in one of the win- 
dow displays, the turn-table being 
flanked with larger items such as 
housewares and small appliances. 
In another window, glassware and 
china sets were displayed on the 
window floor, the turn-table show- 
ing a large assortment of novelty 
pottery figures and ceramic items. 
Gift wrappings played a big part 
in the store’s holiday merchandis- 
ing program. “We put the spirit 
of Christmas into our wrapping 
service, and used it more as a sell- 
ing tool than just the offering of 
a friendly service,” comments Mr. 
Noonan. “Besides wanting to create 
the best looking gift packages in 
town, we wanted our packages to 
promote our store and so attached 
to each a small special Christmas 
seal with our name on it. Each 
gift that left the store had two of 
these on it to remind both the 
giver and the person who received 
it where the package came from.” 
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Two-in-One Holiday Window 





This Christmas display of the Reliable Hardware, Edmonds, Wash., combines tools and 
electric housewares (left background) in one appealing gift window. Display props in 
window foreground are shaped like fir trees, decorated in green and brown and white. 
The window floor is covered with red paper on which drifts of “snow” have been arranged. 
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Toys and Gift Displays 
Build Store's Reputation 


Winning display contests are no longer a novelty 


to Bressler’s Hardware, St. Albans, N. Y., operated 


Winning prizes in display con- 
tests has become a regular thing 
with Bressler’s, a small, neighbor- 
hood hardware store in St. Albans, 
L. I., N. Y., but the display possi- 
bilities are much greater since the 
store was recently renovated, in- 
side and out. 

The Long Island store, which 
celebrated its 25th anniversary, 
last November, has been operated 
since 1931 by Mrs. Paul Bressler, 


by mother and two daughters 


widow of the founder, and her 
two daughters, Miss Claire Bress- 
ler and Mrs. Harriet Wolf. 

The last of a long list of display 
awards won by the window dis- 
plays of Miss Claire Bressler, was 
the first prize, for last year’s 
Christmas display contest spon- 
sored by the St. Albans Chamber 
of Commerce. Miss Bressler fre- 
quently enters—and often wins 
some prize—in national contests 


put on by manufacturers of hard- 
ware store merchandise. One was 
a first prize of $500. 

The store has developed a repu- 
tation as toy headquarters, mainly 
through the animated displays in 
the store’s large display windows. 
All window space is devoted to 
toys and other Christmas goods 
during the holiday season. 

Most of the interior of the mod- 

(Continued on page 106) 


Children thrill to this large toy window. A number of the display pieces are electrically operated and lighted. 
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Featured in the front 
of the store is o 
large ond complete 
plan library which 
adjoins a complete 
bathroom. The ceil- 
ing of the library 
and one wall dis- 
play two lines of 
residential lighting 
fixtures. 





Show-All Displays Spark New Layout 


The three Hunts of Hunt Sales Co., Ysleta, Texas, build 
business by featuring unique displays in a neat and mod- 
ern showroom. In this picture tour HARDWARE AGE 
shows how this recently modernized store, in one of the 
nation’s oldest towns, does a big selling job in a wide 

variety of hardware and related lines. 


Tools and builders’ 
hardware get this 
fine showing with 
concealed lighting 
in the ledges. Only 
bulky goods are 
shown on the top 
ledges. Sales of all 
of these items were 
increased by instal- 
lation of the new 
fixtures. 
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_ Show-All Displays Spark New Layout 


Creation of a modern hardware 
showroom in an old and small town 
is always news. Such a store is that 
of the three Hunts in Ysleta, Tex., 
one of the oldest towns in the 
United States and proud of its Mis- 
sion dating back to 1589. M. L, 
Hunt and his sons J. L. and J. K, 
Hunt operate their hardware and 
building supplies business under the 
name Hunt Sales Co. and along 
modern lines despite the venerable 
age of their community. Hunt's 
new showroom has been responsible 
for a good sales increase. 

Located on Highway 80 the Hunt 
concern is in a town of about 3500 
population and serves a trading 
area in which about 25,000 people 
reside. The store is between a bank 
and a supermarket and is thus in 
a good traffic spot. The hardware 
section of Hunt Sales Co. dates 
back to 1917 and was acquired by 
the Hunts in 1946 until which time 
it had not been fully developed. M. 
L. Hunt started his operations as 
a wholesale coal man in 1929. Last 
year the outstanding display room 
shown in the preceding pages was 
created with the assistance of Don 
Finch of Shapleigh Hardware Co., 
St. Louis, Mo. Giant display panels, 
one of which is shown on page 93, 
were designed by the Hunts, whu 
use nine of them for displays of 


| The U-shaped showroom has a 40-ft. visual front related merchandise. 
and at its longest point extends back 96 ft. Of their giant display panels J. 
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Above the wall dis- 
plays of sporting 
goods, housewares 
and paints are 12 
color panels. Each 
is finished in one 
of the 12 standard 
colors of one of the 
paint lines offered 
by the store. These 
panels form a 60 ft. 
long color chart. 
Customers viewing 
the chart also note 
sporting aoods and 
housewares items 
displayed atop the 
ledge. The four is- 
lands ore 5 by 10 
ft. Office space is 
located behind the 
counter in the back- 
ground. A display 
area above the 
counter is used for 
showing air condi- 
tioners, lawn mow- 
ers, aarden and 
lawn furniture and 
other bulky goods. 


K. Hunt says, “Many hardware 
dealers would profit from the dis- 
play ideas that we have incorpo- 
rated in our new display boards. 
Although many hardware dealers 
stock and sell asphalt tile, glass 
products, wire, copper pipe, etc., too 
many do not display them. We will 
be happy to answer queries con- 
cerning the construction of our dis- 
play panels.” 

Display is an important factor in 
the Hunt company’s operations but 
the services it offers and the adver- 
tising it uses help to carry their 
story even further. Striving to keep 
one of the most complete and varied 
inventories in the area—the store 
is in a small suburban shopping 
center area 11 miles east of El Paso 
—the firm serves in the course of 
an average business day such va- 
ried patronage as well drillers, 
large and small building contrac- 
tors, painters, specialty contractors, 
farmers, ranchers, plumbing and 
electrical contractors, home owners 
and housewives. 


Billboards Used 


Hunt Sales Co. owns and main- 
tains six billboards 5 ft. by 20 ft. 
with scotch lite and two billboards 
10 by 40 ft. to advertise its ser- 
vices and wares. One of the large 
boards is located several miles from 
the store at the International 
Bridge between the United States 
and Mexico, and carries its mes- 
sage in Spanish. Eight times a year 
nearly 4,000 copies of the Popular 
Home Magazine are mailed. In 
addition an active mailing list of 


5,000 names is used for direct mail 
promotions on a variety of wares 
and services. An addressing ma- 
chine is used in conection with this 
activity. 


Varied Services 


Of its varied services Mr. Hunt 
says, “We are able to provide our 
customers with contractors and spe- 
cial workmen for all types of work 
and are able to provide financing 
assistance for all types of improve- 
ments, repairs and remodeling. Our 
display panels feature such items 
as asphalt and rubber tile, alumi- 
num wall tile, etc., that our cus- 
tomers may make their own selec- 
tion of items they want our 
contractors to install. We also rent 
sanders, polishers, etc., and offer 
notary work, sale and other forms 
as a means of helping to build store 
traffic. 

One of the features of the store 
is a large and complete plan library. 
Many of the books carry the firm’s 
imprint and the slogan, Dependable 
Building Materials. There are also 
in this section a number of booklets 
especially printed for distribution 
in that area. Wallpaper books and 
a panel display of ceramic wall and 
floor tiles are also included in this 
section of the display room. 


Not pictured in these pages are 
a tile and glass panel display, the 
steel goods section, giant display 
panel of metal products and build- 
ing board or the major appliance 
display. Each of the panels was 
constructed with the same cornice 
trim and standards and top as the 
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main fixtures. The background color 
of the main store fixtures is soft 
ivory while the background of the 
display panels is yellow. 

The tile and glass panel features 
3 by 4 in. samples of tile cemented 
to panels and identified by brass 
plates carrying color number and 
price. A display of glass samples, 
each of which measures 5 by 7 in., 
is located below the tile samples. 
Single and double strength window 
glass, clear plate and mirrors, are 
dispayed in the same section. Sam- 
pled in the same area are rubber 
tiles, samples being 4 in. square 
and identified and priced. Shelves 
in this section also show sample 
concrete cinder blocks, color chips 
of two,lines of bath fixtures and 
models of fireplaces, roofing and in- 
sulation. 


Functions Divided 


Among themselves the three part- 
ners divide managerial functions of 
all types. M. L. Hunt, senior part- 
ner, handles all basic policy matters, 
decides on credit controls and 
makes major operational decisions. 
J. L. (Jack) Hunt handles all con- 
tractor contracts, FHA financing, 
bookkeeping and auditing as well 
as direct mail promotion. He is also 
office and personnel manager, build- 
ing estimator and outside contact 
man. J. K. (Kelly) Hunt handles 
all buying, directs the sales force 
and has charge of deliveries, yard 
and store management, stock selec- 
tion and upkeep. 

Two men and one girl are regu- 
larly assigned to selling in the store. 
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How to Sell 
Hobbycraft 











"Gimp" work is currently the most popular hobby with National's customers. 
Miss Margie Rauch explains to a customer how "gimp" jewelry is made. 


Knowing and Teaching 
are the keys to the Hobby Market 


New Orieans hardware store in six years has boosted 


hobby and craft line to 50% of its total volume 


From a small start in an up- 
stairs warehouse room — where 
customers had to climb a flight of 
stairs to buy—hobbycraft mer- 
chandise has been built into such 
a paying proposition for National 
Ilardware, at Magazine & Elenore 
Sts., New Orleans, La., that today 
it accounts for better than half 
of the store’s floor space and much 
better than half of its sales. 
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Also, it was this five year de- 
partmental growth that made pos- 
sible several store expansions. 
National today has four times the 
space it had in 1945 when a de- 
partment for hobby and craft 
items was started. 

In that time the Rauch family 
has learned a lot about the way 
to make a profit from such a de- 
partment. 


“Take a customer I had re- 
cently,” explains Miss Margie 
Rauch, who shares management 
of the store with her mother, now 
that her father, Colonel Rauch, 
has been called back to military 
service once more. “She came in to 
buy some fine brushes for painting 
plaster statuary—part of the 
hobbycraft line. She passed @ 
housewares display, decided she 


HARDWARE AGE, NOVEMBER 15, 1951 











Ch 


With : 
and ar 
vertisi 
based 
Here : 
Beg 
paved 
boys’ 
zines, 
taking 
dow sl 
ting tk 
“500 S 
store. 
excelle 


And 
a spor 
mas p! 
walnu 
rifle o 
Remir 
is the 
gun w 
It’s cr 
boosti 
barrel: 


Last 
shopp 
ammu 
period 
with a 
ammu 
gift ca 
welcor 
on shc 
“Wingm 


ILARD 


's customers. 
Iry is made, 


ket 


had re- 
. Margie 
nagement 
ther, now 
1 Rauch, 

military 
ame in to 
- painting 

of the 
passed & 
‘ided she 


15, 1951 








BRIDGEPORT, 





CONN. 





LET THESE RIFLE DISPLAY 
MORE CUSTOMERS INTO 





Who’s your best 
Christmas prospect? 


With so many people shopping for guns 
and ammunition at Christmas, your ad- 
vertising and window displays can be 
based on any of a number of appeals. 
Here are three good ones: 

Beginning shooters. Remington has 
paved the way with advertisements in 
boys’ magazines . .. and Dads’ maga- 
zines, too. Soon the youngsters will be 
taking Dad out for some pointed win- 
dow shopping. You can cash in by let- 
ting them know they’Il find the popular 
“500 Series” Remington 22 rifles in your 
store. Displays like the one at right are 
excellent reminders. 


— " “Wingmaster’” MODEL 870AP 


And what about Dad himself? When 
a sportsman thinks of his own Christ- 
mas present, it’s apt to be something in 
walnut and steel. And whether it’s a 
rifle or a shotgun, you’re right with 
Remington. A good shotgun to feature 
is the Remington ‘“‘Wingmaster”’ pump 
gun with interchangeable plain barrels. 
It’s creating a lot of interest . . . and 
boosting sales of both guns and extra 
barrels. 


yo eae 
SP 
7 





Last but not least is the last-minute 
shopper. After you’ve sold Remington 
ammunition all through the Christmas 
period, you can give sales an extra spurt 
with a reminder to late shoppers. This 
ammunition in the beautiful Christmas 
gift cartons is a present any shooter will 
welcome . . . and any shopper can buy 
on short notice. 











MATCH AMMUNITION IS A 
YEAR-ROUND PROFIT-MAKER 


Winter is no off-season for target 
shooters. And they’re growing in num- 
bers. National Rifle Association mem- 
bership has increased approximately 
200% in the last 10 years. That can 
mean not only steady business but more 
potential customers for the premium 
profit items: Remington ‘‘Palma” 
““Kleanbore”’ and ‘Police Targetmas- 
ter’? 22 match ammunition. 

A good approach is to ask the target 
shooter to try a box or two of match 
ammunition. You can point out that 
the difference in cost is small, yet the 
difference in performance on the rifle 
range can raise his scores appreciably. 
Once he’s converted to the better am- 
munition, you’ ve got an all-seasons cus- 
tomer who is honestly grateful for the 
advice you gave him. 





STANDS INVITE 
YOUR STORE 


It’s easy to set up attractive, space-saving dis- 
plays of Remington rifles with these stands. 


They’re designed to 
do a big selling job 
where it helps most— 
right in your own 
store. 

The stands are 
made of bleached 
knotty pine in beau- 
tiful natural finish. 
They show guns at 
an attractive angle, 
inviting shoppers to 
stop and admire. And 
they’re sturdily built 
for long service. 

Two types are 
available—afour-gun 
stand, illustrated 
above at left, and a 
single-gun stand, below. The single-gun 
display measures only 6 by 9 inches at 
the base. The four-gun display is on a 
12- by 10-inch base. Both pack a whale 
of alot of “sell” into a mighty small area. 

With every stand you also receive 
four attractive display cards for Rem- 
ington yifles. They’re illustrated with 
the four-gun stand. 

Your cost for the single-gun stand 
(number 5) and four display cards is 
only 60¢. The four-gun stand (number 4) 
complete with display cards is $3.50. 
Both prices are F.O.B., Bridgeport 2, 
Connecticut. We’ll bill you. 





However, quantities are limited, so 
get your order in soon. Write: Trade 
Sales Promotion Dept., Remington 
Arms Company, Inc., Dept. HA, 
Bridgeport 2, Conn. 


“Wingmaster,” “‘ Palma,” “‘“Kleanbore” and “‘Targetmaster” are Reg. U. S. Pat. Off. by Remington Arms Company, Inc. 
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Miss Rauch shows one of the many varieties of fancy skins which 
are spread on a display table for leathercraft hobbyists. 


needed a new rolling pin, and 
bought not only that but a couple 
of other things as well. 

“Another man was making ex- 
tremely fine-gage wire screening. 
He needed tools from the regular 
hardware departments to do the 
job.” 

It takes two things to make a 
hobby and craft operation suc- 
cessful, the Rauchs have found. 
First, you must know the ins and 
outs of each craft—the dealer has 
to be able to advise his custom- 
ers on the “how to do it” of 
everything. 

Next, he has to find a way to 
get in touch with hobbyists, and 
to sell hobbycraft as an idea to 
organized groups. 


Solving the first of these prob- 
lems is not as difficult as it would 
seem at first glance, Miss Rauch 
says. Whenever the Rauchs hear 
of a new line, or new kind of 
hobby that looks as if it may have 
good sales potential, they write 
for samples. Then they sit down 
and play with the hobby until 
they’ve mastered it so that they 
can explain it, step-by-step, to cus- 
tomers. 

Miss Rauch thinks it might be 
possible to sell hobbycraft mer- 
chandise without thorough knowl- 
edge but she is sure that much 
more can be sold when the sales- 
person is able to give a complete 
this-is-how-to-do-it demonstra- 
tion. 





Miss Rauch instructs a youthful enthusiast on how to assemble a model plane. 
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Another problem in_ selling 
hobby merchandise is how to keep 
it sold—to guard against returns 
long after the selling season for 
the particular merchandise is 
over, because the customer “didn’t 
have time” or “didn’t know how.” 

If a hobbycraft kit or set of 
tools is sold right this problem 
does not crop up. To sell it right 
calls for selling the method of do- 
ing the job in addition to the 
mere materials. 

The second important problem 
in selling hobbycraft was where 
to find customers. The Rauchs 
found, early in the game, that es- 
tablished hardware selling meth- 
ods wouldn’t produce all of the 
volume they hoped to get. 

The reason was that while a 
tool display in the window facing 
busy Magazine street would be 
seen by a certain number of peo- 
ple, a goodly percentage of whom 
might need tools, the same space 
devoted to hobbycraft tools and 
materials would be seen by a 
much smaller number of real hob- 
byists, for the simple reason that 
there are much fewer of these 
than there are users of tools. 

While a neighborhood business 
would support the hardware busi- 
ness quite nicely it requires a 
city-wide clientele if the hobby- 
craft experiment was to succeed 
to the extent that Colonel Rauch 
had envisioned when he _ first 
thought about it in an Army hos- 
pital. 

National Hardware first tried 
to get hobbycraft customers by 
advertising but the results were 
not very satisfactory. Then Col. 
Rauch got an idea. Wasn’t leather- 
work something which was taught 
to youngsters at summer camps? 
Why shouldn’t the youngsters be 
just as much interested in it when 
they came home? 

He then contacted a scoutmas- 
ter and asked whether he thought 
his troop would be interested to do 
leatherwork. The answer was yes 
and Rauch went to Scout meetings 
to show the how-to of leather- 
craft. 

“That proved to be the key to 
finding prospects,” tells Mrs. 
Rauch. “Today our entire sales- 
getting plan is based around 
group activities. We have gone 
way beyond the Boy Scouts, al- 
though we do, of course, still 
work with them. Many of the 
older Scouts are now teaching 
others. We work with all kinds 
of groups. Any neighborhood 
young people’s organization is 
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particularly receptive. Every 
Spring we have held classes for 
the boys in a Camp Street neigh- 
borhood group.” 

Mrs. Rauch finds that art in- 
structors are good customers and 
the Rauchs give them special at- 
tention with the result that the 
instructors refer their students to 
National. 

Classes are also held at the 
nearby Marine Hospital and sales 
in both the Marine and Charity 
hospitals are good. 

Among the many craft and 
hobby materials and tools sold at 
National are “gimp” (plastic 
strip) work materials for making 
belts, watch bands, etc.; stamps 
for collectors—principally sets 
for beginners; leathercraft tools 
and materials; model airplanes, 
trains and cars; rare and not-so- 
rare fish, feed and supplies; some 
pet foods; materials for making 
and decorating metal trays; sea 
shells for stringing into beads and 
for making tiny dolls and such; 
ceramic materials; to-be-deco- 
rated small statuary; paints; pat- 
terns, books and a great variety 
of accessories. 





4 Keys to Success 
In Retail Stores 


Following studies as to what 
makes a retail store successful, Ira 
G. Corn, Jr., professor of niarket- 
ing research at Southern Methodist 
University, reported that four fac- 
tors are considered by all such en- 
terprises. Although there are other 
factors, the four key points are: 
(1) advertising, (2) time payment 
plans, (3) incentive pay for em- 
ployees and (4) attractive store dis- 
plays. 





HARDWARE HUMOR 
By Hardware Age 














"You can just keep your old 
six-penny nails! | won't pay 
such a price." 
























LOK srove pipe 


The “hottest” stove pipe seller in 
the field today! The original stove 
pipe with patented locking feature that 
snaps closed quickly, easily...the only stove 
pipe made of famous Parkersburg Blue Steel. 


Shipped nested, 25 to carton. A wide range of sizes available. 


MASTR-LOK ELBOWS 


Shipped nested, 12 to a special octago- 
nal carton that takes Jess room to stock 
.+-gives you cleaner, dent-free elbows. 





FAST-SELLING LINES THAT. 
HELP YOU "PAY THE RENT” 


ghttEhSiug, 
America’s Largest Selling Blue Steel 


KITCHENWARE 


nis pevee 


The only trade-marked, nationally promoted line in its price bracket 
—the favorite with economy-minded women for generations! 


NEW 4 PIECE PORT-O-OVEN 


now packed with separate inside single loaf pan 





the ove” He 


. © top of stove potato baker 
hundred use 


@ food warmer and crisper 
© in-oven roaster and baker 
© all-purpose outdoor grill oven 
and baker 
A best-seller when it was 
packed with three pieces — 
a “must stock” now that 
it’s packed with four! 













Shipped nested. 
Retails at about 


“HEAT INDICATOR” 


DRIPPING PANS 
8x10x2% 12x 17x 2% 
10x 14x 2% 16x17x2% 


Packed 1 doz. to carton 





BISCUIT PANS 
9x14x1% 


Packed 1 doz. to carton 








SINGLE LOAF PANS 


5% x 9% x 2% Packed 1 doz. to carton 


DOUBLE 
ROASTERS 


No.2(8x12x6) No.6 (11x 16% x 8) 
No.4(10x15x7) No.7 (13x 18x 8) 


Packed 2 doz. to carton 





ar ag 





Send for 
Price List 











THE PARKERSBURG STEEL COMPANY 


PARKERSBURG, WEST VIRGINIA : 
The home of “‘biu pride” Steelware ~ 
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Fireplace Goods Make 
A Strong Holiday Line 


It seems to be an old southern 
custom to have fireplaces and the 
Southern Hardware & Lumber Co., 
Inc., New Orleans, La., gives fea- 
ture treatment to a full line of fire- 
place equipment. 

“While fireplace goods sell all the 
year with us, December is by far 
the biggest month for people to buy 
them as gifts or to brighten up 
their homes for the holidays,” says 
Earl S. Robinson, Jr., manager of 
the company. 

Fireplace equipment is advertised 
at various times during the year 
but it is promoted most strongly 
in the pre-Christmas season. 

Attractive displays of the line are 
made in the store, and these can be 
seen from the street, through large 
backless windows. Glowing electric 
fire logs are used to give the fire- 


light effect, and is most noticeable 
during the evening hours. 

While the older generation pre- 
fers a real fireplace, many of the 
young moderns prefer to purchase 
electric firelogs, which simulate fire 
and are much cleaner. 

Many complete sets are sold, es- 
pecially to people building new 
homes, but most sales are on bel- 
lows, fire sets, scuttles and other 
individual pieces. 

Another line that ties in quite 
naturally with fireplace goods is 
that of metal house signs—metal 
silhouettes of fowls, animals and 
figures — used as house and door 
front decorations. These are sold 
in large numbers by the New 
Orleans store as Christmas gifts. 
Another good line is coach lights, 
to be used as porch and patio lamps. 





Earl S. Robinson, manager of 
the New Orleans store, sells 
a fireplace accessory. 





Evening window shoppers see this impressive display of fireplace equipment and other ornamental metal work. 
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“High Quality Paints—plus COLOR DYNAMICS— 
are foundation of business growth!” 
—says Pittsburgh Paint dealer 





in Kirksville, Missouri 
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ECAUSE of the growing recognition among the 
many millions of American home-owners that 
they paint right with Pittsburgh COLOR DYNAMICS 
and paint best with Pittsburgh Paints, Pittsburgh 
dealers report highly satisfactory increases in sales 
volume and profits. 


@ No other paint manufacturer can match the ad- 
vantages in performance and service which Pittsburgh 
Paints give to dealer and consumer alike. No other 
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manufacturer provides his dealers with a tried and 
proved sales help like COLOR DYNAMICS. 


@ Now is the time to cash in on the big swing to 
COLOR DYNAMICS and Pittsburgh Paints. In- 
vestigate the possibilities of selling Pittsburgh Paints 
in your community. For complete details wire, write 
or phone Pittsburgh Plate Glass Company, Paint 
Division PO-149, Pittsburgh 22, Pennsylvania. 
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Converted Warehouse 


Adds 25% More Business 


Step-by-step enlargement and improvement program 


Limited remodeling funds should 
not deter a store improvement pro- 
gram, thinks John Groen, owner of 
the William Groen & Son Hardware 
Co., Grand Rapids, Mich., which, 
through a wisely-planned expan- 
sion program has increased its 
sales by about 25 pct. 

“It is not necessary to choose be- 
tween an elaborate extravaganza or 
no show at all,” says Mr. Groen. 

Since at least half of the cus- 
tomers of the Grand Rapids store 
are farmers, the enlarged store was 
designed as a one-stop shopping 
service where almost every need of 
a farmer and his family can be 
filled. 
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gives Grand Rapids store one-stop shopping 


facilities that rural trade appreciates 


Groen’s expansion and remodel- 
ing was carefully planned and car- 
ried out in easy stages. 

An adjoining large warehouse- 
type structure was connected with 
the original store by a 25-ft. arch- 
way which gives a total area of 
6000 sq. ft. of selling space on the 
first floor, and an equal area in the 
basement, which is devoted to the 
display of farm equipment. 

Besides converting the former 
warehouse into an attractive selling 
unit the former store was also 
dressed up during the improvement 
program. 

The renovations program was 
started with the installation of new 
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4-ft. fluorescent lighting units 
throughout the store, which bright- 
ened it immeasurably. 

All the new tables and island dis- 
play units for the warehouse store 
were built by the store’s employees. 
Some new fixtures were placed in 
the older store but many were re- 
built to conform to modern mer- 
chandising design. 

Aisles were made 4 ft. wide, to 
assure easy-flowing traffic. Island 
tables are no more than 8 ft. long. 

Groen’s experimented consider- 
ably in the use of color and decided 
on the use of gay colors, used in 
quick contrasts. 

Fibreboard ceiling material and 


A former warehouse 
building was con- 
verted into a spa- 

and bright 
store. This display 


be seen from the 
street. 
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OCEAN CITY - 
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DEALER NEWS 


PHILADELPHIA, PA. «© MONTAGUE CITY, MASS 





LIGHT TACKLE 


FOR BIG 


New glass rods keyed 
to line thread size 


Once available only as custom-made 
equipment, Ocean City-Montague 
now offer the big game fisherman a 
complete line of new lightweight rods 
and reels that is bound to win friends 
with its exceptionally reasonable 
prices for such quality equipment. 

Designed by big game specialists 
in Florida, the new rods are of the in- 
creasingly popular Holloglass type. 

Each rod is numbered according to 
the thread size of the line. Eight dif- 
ferent rods are offered in the new 8000 
series, each properly keyed. For ex- 
ample, a No. 8003 is the 3-threadtype 
of rod—a No. 8006 is a 6-thread type. 

Prices range from $30 for the No. 
8003 to $125 for the No. 8054. As a 
No. 7000 series, these same rods, 
without butt, are made for Ocean 
City cradle reels. 

Among popular Ocean City reels to 
complete this light tackle combina- 
tion are the No. 603, which takes 500 
yards of No. 9 thread, and the No. 
605, for 600 yards of No. 9 thread, 
both with standard reel seats. Espe- 
cially designed for sailfish and marlin, 
these reels feature extra strong forged 
spools, multiple washer star drags. 
They are equipped with a higher than 
normal gear ratio to accommodate 
line variation and are completely self- 
lubricating. The No. 603 retails at 
$21.50—the No. 605 at $27.50. 

Exhaustive use in big game waters 
has proved the excellent performance 
of this lightweight, big game equip- 
ment, even under the most adverse 
conditions. 

Ocean City offers in its No. 600 
series (standard reel seat)seven reels, 
sizes 4/0 to 16/0; and in its No. 800 
series (cradle type) five reels, sizes 9/0 
to 16/0. 
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NEW ANTI-BACKLASH 
CONTROL AVAILABLE 


A small, compact, detachable anti- 
backlash unit has just been offered to 
the trade. Called the EZ-CAST, this 
new device fits all Ocean City salt 
water type reels made since 1940 and 
having a left side-plate oil cap. In- 
stallation is quick and easy. 

The EZ-CAST is completely self- 
contained, requires no oil or other 
fluid for operation. It will not cut or 
wear the spool spindle and is unaf- 
fected by temperature or climatic 
conditions. Once locked in it will not 
back off, yet it is readily interchange- 
able for use on other Ocean City reels. 

Attractively packaged in a plastic 
container that can be used as a hook, 
fly or swivel box, the EZ-CAST is 
priced to retail at $2.50. The display 
shown above is available to dealers. 
It holds one half dozen EZ-CASTS. 
Ask your jobber to show you asample. 
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ROD AND REEL 
PRODUCTION GOOD 
DESPITE DEFENSE WORK 


All plants of Ocean City and Mon- 
tague are now engaged in defense 
work. Many of the same. skilled 
craftsmen, and precision machines 
which have been used to produce 
quality fishing gear, are now help- 
ing the nation’s re-armament 
effort. 

In spite of this added work, 
Montague rods are still being pro- 
duced in adequate quantity and 
full variety. And metal cut-backs 
have not prevented Ocean City 
from marketing a complete line of 
reels for every purpose. 








OCEAN CITY ANNOUNCES 
PERSONALIZED 
REEL CATALOG 


Sample copies of a brand new Ocean 
City reel catalog will soon be mailed 
out to dealers. Attractive in format, 
but small enough to fit in a No. 10 
envelope, it will contain illustrations 
and descriptions of the entire reel line. 

Biggest news is that for as little as 
$4.50 a thousand, dealers can have 
their name and address imprinted on 
the upper right hand corner of the 
cover. Unimprinted copies will be 
supplied at no cost. 

If you do not promptly receive 
your sample copy, write to Ocean 
City Manufacturing Co. 
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This is what the customer sees when he walks through a 25-ft 
connecting walk from the old store into the former warehouse. 


fire-proof insulation were used in 
the new warehouse store. 

Heating this former warehouse 
posed somewhat of a problem as it 
had previously been unheated and 
the central heating unit was under 
the old building. This was solved 
by the use of two gas unit heaters, 


50% Increase 


if factory-built fixtures had been 
installed. 

A new lighting system cost an- 
other $4,000, and painting cost 
about $1,000. 

Both the wallease fixtures and 
the table fixtures were built of uni- 
form sizes so that they can be 


ed 
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placed near the ceiling at the back 
of the new addition. These heaters 
are equipped with blower fans, and 
have an output of 72,000 B.t.u. 
each. 

Related lines were placed to- 
gether but were arranged in such a 
way as to lead a customer from one 





department into the adjoining one. 

The original store now features 
housewares, lighting fixtures, elec- 
tric housewares and has a large ap- 
pliance and a paint department. 

A slight incline through the arch- 
way into the new section is used 
for displays of seasonal merchan- 
dise. 

The front part of the new section 
ig devoted to sporting goods, toys 
and home workshop tools. There is 
also a large garden and seed depart- 
ment in this section of the store. 

Three large display windows 
were built into the front of the for- 
mer warehouse building, and give 
the store a total of eight display 
windows, with a total frontage of 
120 ft. 

The windows are backless and 
colorful items are displayed up 
front to attract attention. For ex- 
ample, during the hunting season, 
a long rack of colorful hunting 
clothes makes a good traffic booster. 

Spotlights are placed over each 
window to give bright illumination 
to the front part of the store dur- 
ing evening hours. 


in Space From Modernization 


(Continued from page 88) 


moved around or used interchange- 
ably at any time. 

Strange as it seems, there were 
no handtools on display in this 
store, now in its 50th year, until 
the store was modernized. Every 
time a mechanic came to the store 
for a tool a salesman had to go to 
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Scores of key blanks are kept in systematic arrangement on this rear-of-store key desk. 
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a shelf and remove tools from their 
boxes in order to give the custom- 
er a chance to make comparisons. 

“My conservative. estimate is 
that tool sales have increased about 
25 pet since they were put on open 
display,” says the store manager. 

The display tables were built uni- 
formly 214 ft. wide and 5 ft. long, 
so that they can be backed up, and 
used together in twos or fours. 
Both of the storerooms now have 
three rows of double tables. 

It was decided that these tables 
should have pull drawers rather 
than sliding doors and this has 
proven a satisfactory arrangement. 
In this way the entire enclosed 
space can be utilized, whereas in 
table fixtures with sliding doors, 
merchandise is apt to become “lost” 
when shoved to the rear of the 
shelves. It is much easier on the 
clerks to slide open the drawers 
than to have to stoop, squat and 
squint in looking at under-stock. 
Also, it is easy to keep these 
drawers tidy and just a glance 
suffices to show how many items 
of a kind are on hand. 

Salespeople have also noted that 
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* Veteran 


Lowe Brothers Dealer 


Enjoys Steady 


Sales Increase 


despite 
mounting 


competition! 


... Attributes continuing success 
to product quality and cooperation 


Who knows better the selling merits of a paint line than 
a dealer who has sold it for many years—through good 
times and bad—and reports steady climb in sales through- 
out? There are many such Lowe Brothers Dealers. 

... Here are some interesting facts about one of them. 
This dealer’s sales records show that his business has 
grown steadily—rapidly—each year since lining up with 
Lowe Brothers. Significantly, two competitors opened 
stores in his immediate area during the past ten years— 
yet, his steady yearly increase in sales has continued! 

To what does he credit this continuing success? First 
—to the basic high quality of Lowe Brothers Paints. Sec- 
ond—to the many extra L. B. product features and mer- 
chandising aids that build quick acceptance and lasting 
preference. These include aggressive factory support — 
close cooperation and valuable help in advertising and 
point-of-sale promotion. 


*T his Lowe Brothers Dealer's name on request. 
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L 
CONSUMER apren. 


Yes—all boiled down, you have the same story once 
more. It’s a customer-winning (and holding) combination 
of unsurpassed product quality, distinctive packaging, 
great consumer appeal and continuous factory coopera- 
tion—(constant, consistent, coordinated advertising sup- 
port) that builds sound, growing, profitable businesses 
for Lowe Brothers Dealers everywhere! Just ask any of 
them, new or old! 


The Lowe Brothers Company « Dayton 2, Ohio 


Lowe Brothers 


PAINTS * VARNISHES 
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when they pull these drawers open 
in the presence of a customer, the 
sale is apt to be a larger one. When 
the customer sees a large stock he 
is apt to buy several items instead 
of a single one as he had intended. 

There was considerable shuffling 
of lines from one part of the store 
to another during the renovations. 
For example, household waxes were 
moved from the paint section in 
the hardware store to the household 
necessities section in the house- 
wares salesroom. 

It has been found advisable to 
split up the steel goods, and have 
half in each of the adjoining stores. 
The smaller garden hand tools are 
now displayed in the housewares 
side, along with other lawn and 
garden supplies, while the heavier 
steel items are stocked in the rear 
of the hardware store. In this way 
the line gets attention on each side 
and if the desired item isn’t in one 
display the customer is taken to 
the other display of steel goods. 


Sales employees are assigned in- 
dividual responsibility for the 
cleanliness and orderliness of vari- 
ous sections but they sell in all 
parts of the store. However, the 
hardware and housewares sections 
operate with their own employees. 
There are 10 full time employees in 
the hardware side, and seven in the 
housewares department, four of 
which are women. 

Without any appreciable in- 
crease in inventory, it is estimated 
that the modernization program 
has increased the Pennsylvania’s 
store display space by at least 50 
pet. Customers have shown their 
appreciation of the greater conveni- 
ence in shopping by increased 
patronage. 

Because of the increased at- 
tractiveness of the store and the 
displays, the housewares depart- 
ment experienced a greater sales 
increase than the hardware de- 
partment. 


Toys and Gift Displays Build Store's Reputation 


(Continued from page 91) 


ernized store also resembles a 
toyland from mid-November to 
Christmas. 

Christmas gift merchandise, in- 
cluding toys, now accounts for 
about 75 pct of the store’s busi- 
ness during the month of Decem- 
ber, and the volume in these lines 
has been increased greatly, 

The Bressler store is outstand- 
ing among the many small busi- 
nesses along Linden Ave., St. 


Albans, because of its brightly 
lighted facade. Stainless steel let- 
ters, outlined by flourescent tub- 
ing, spell the firm name, against 
a porcelain enameled steel back- 
ground. The posts and window 
base are of shining stainless steel. 

The greatly enlarged store was 
completely refitted with modern 
hardware store fixtures installed 
by the Pennsylvania and Atlantic 
Seaboard Hardware Association. 





Flood and spotlights highlight the housewares and other gift merchandise. 
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Dealers: THESE 
GERBER JOBBERS WILL 
HELP YOU GET YOUR 
SHARE OF THE 
PROFITABLE 
PLUMBING BUSINESS 


Alabama 


Long Lewis Hdw.. Birmingham 


Moore-Handley Hdw.. Birmingham 
Moore-Handley Hdw.... ...Mobile 
TNS og cia -docunvcidesss Selma 
California 

Steel Products Co. Los Angeles 


Wholesale Plumbing Mart... Culver City 


Florida 

Marion Hdw. Co. wa Ocala 
Georgia 

ee ee Bainbridge 
Farmers Hdw. & Supply..... Athens 
Southern Wholesalers.... ‘ Dalton 
J eee Mc Rae 
Illinois 

Barrett Hdw..... Joliet 
Black & Co..... Danville 
Builders Supply Chicago 
Conron Inc. Danville 
Grove Supply Co. Rock Falls, Ill. 
Hibbard Spencer & Bartlett. ... Evanston 
lowa 

C. E. Armstrong : . Clinton 
Dempster Mill Mfg. Des Moines 
Indiana 

Auburn Hardware. . Auburn 


Central Rubber & Supply . Indianapolis 


Hardware Wholesalers ... Ft. Wayne 
Van Camp Haw... .. Indianapolis 
Kentucky 

Ben Williams & Co. Ashland 
Stratton & Terstegge . . Louisville 
Lovisiana 

Lee Hardware. Shreveport 


Stauffer Eshleman & Co....New Orleans 


Michigan 

Best Mfg. Co. ..Detroit 
Buhl & Sons. .....Detroit 
Jennison Hdw.. ...Bay City 
Larson Wholesale . Cadillac 
Morley Bros.. .. Saginaw 
Minnesota 


R. C. Duncan Co... Minneapolis 


Mississippi 


N. O. Nelson Co.... .. Jackson 
General Wholesale. Jackson 
Southern Pipe & Supply ..Meridan 
Missouri 

Walter Allen.... ... St. Louis 
A. J. Child... .. St. Louis 
Central Hardware... St. Louis 
Dempster Mill Mfg. Kansas City 
Wyeth Co... ....55... .. St. Joseph 


Ns os mes ees oe 
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GERBER 





Nebraska 

Dempster Mill Mfg..............Omaha 
Dempster Mill Mfg............. Beatrice 
Nebraska Machinery & Supply...Lincoln 
EE vie oc eccncene Omaha 
New Mexico 

Gallup Mercantile Co............Gallup 
Charles Ilfield Co......... Albuquerque 
New York 

DON Soins cnpdcenesvana New York 
SMI, 5 cis-»:é:5 dike Sh-0-4 akc eae New York 


New York Plumbers Supply . Jamaica, L.I. 
New York Plumbers Supply. . Mt. Vernon 
New York Plumbers Supply. ..New York 


North Carolina 


rer High Point 
| Charlotte 
Ohio 

American Wholesale.... .. Cleveland 
ee Marietta 
Chillicothe Hdw.............Chillicothe 
Hardware Spec............... Cleveland 
Jim Brown Stores...... ....Cleveland 
Toledo Pipe & Supply........... Toledo 
Oklahoma 

Strange Jones Hardware........Clinton 
Oregon 

Zidell Machinery............. . Portland 
Pennsylvania 

J. A. Williams & Co......... Pittsburgh 
South Dakota 
Hardware Supply............... Mitchell 
Plumbdone Co.......... ...Rapid City 
Tennessee 

Greene Hdw.................. Kingsport 
Wholesale Distributors... . Chattanooga 
Moore Handley Hdw........... Nashville 
CGS x: 5s o'ediconenses Clarksville 
Southern Woodenware & Hdw. Nashville 
Square Supply. .........cceees Knoxville 
Texas 

Walter H. Allen.................Dallas 
Ss 5-0 <0 vncccwesvess Amarillo 
Corpus Christi Hdw......Corpus Christi 
Higgenbothan Hdw............... Waco 
ee ere El Paso 
Thompson Wholesale Hdw...... Dalhart 
W. Van Hoogenhuze Hdw..San Antonio 
Weakley-Watson Miller..... Brownwood 
Virginia 

Barker-Jennings Hdw........ Lynchburg 
Charlottesville Hdw....... Charlottesville 
R. W. Hudgins & Son........... Norfolk 
ARR ee Norfolk 
Montague Bros............... South Hill 
West Virginia 

Beckley Hdw. & Supply.........Beckley 
Bluefield Hdw................. Bluefield 
Bluefield Supply............. Bluefield 
Emons-Haskins Hdw......... Huntington 
Wisconsin 

M. B. Geunther Co......... Fond du Lac 
Randall Wholesale...........Rice Lake 


“OVER 90 IN 3 MONTHS!” 
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HARDWARE AGE, NOVEMBER 15, 1951 





best seller in nation’s 
hardware stores! 






Only 1. A Complete Plumbing Replacement 


Line! 


GERBER 





a A Beautiful New-Home Line! 


Offers: 3. A Full Remodeling Line That Meets 
Every Space and Price Requirement! 








CI as7 0. ENTERPRISES 


232 North Clark Street,“Chicago 1, U.S.A. 
New York Office: Empire State Bidg., Svite 7322, 350 Fifth Ave 
Delphi, Indiana « Plymouth, Indiana « Gadsden, Alabama 
Kokomo, Indiana « Woodbridge, New Jersey 

West Delphi, Indiana 






GERBER ENTERPRISES, 232 N. Clark St. 

Chicago 1}, Ill. 

Send me Complete Gerber Information. 

1 am a [] Wholesale Jobber. CD) Retail Dealer. 
(0 Have a Salesman Call. 


Nome. a 





Company 





Address 





City an 
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Approved for 
Natural, 
Manufactured 
and LP Gas. 


Shown above is 
8000 B.T.U. Model 
1202A exactly the 
same heater as 
Model 202A (at 
left) except front, 
face plate is 
slightly wider. 


ROYAL GAS WALL INSERT HEATERS 


Ideal for small rooms. Recess into wall. Inner 
unit and louvers of Aluminized Steel. Cast 
Iron "Lifetime" Burner. Face plate size: 
Model 1202—15!/," x 20", Model 202—12!/2" 
x 20". Also 3 radiant, 12,000 B.T.U. model. 


VENTED CIRCULATORS 


THE ROYAL 1960 


Made in 20,000, 40,000 and 60,000 B.T.U. 
without radiants and 40,000 and 60,000 B.T.U. 
with radiants. Extras available: 100% Safety 
Pilot, Thermostat and Robertshaw-Grayson 
Unitrol. 


WRITE today for additional literature and 
name of your nearest Royal distributor. 


CHATTANOOGA IMPLEMENT 
AND MANUFACTURING CO. 


Chattanooga 6, Tennessee 
QUALITY SINCE 1891 
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Book Promotion Helps Sell Tools 





ae MOREY 


Thomas Hardware, Grinnel, lowa, ties in the book promotion with its 
tool lines, paints, patching plaster, etc., with this window display. 


Successful results in promotions 
based on a new book for home 
handymen are reported by several 
Iowa dealers who participated in 
a series of field tests of the promo- 
tion. The promotion was tied into 


| the sale of hand and power tools 
| and such supplies as paint, etc., 


used by home owners for hobby 
work and maintenance. 
The book, the ‘Handyman’s 


_ Handy: 


Joe Rogers of Carr Hardware, Ames, lowa, stands alongside an 
interior display of books. Note hand tools in the background. 


Book” published by Better Homes 
& Gardens, was sold for $3.95, in- 
cluding a dealer’s markup. It con- 
tains numerous “how to” articles, 
with stress on the use of proper 
tools. 

In one test case in Iowa, the 
store sold 54 copies of the book in 
a three-week period without out- 
side promotion or newspaper ad- 
vertising. 
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This fly leaf, developed for use by 

dealers, is inserted in each copy of the 

book to give a permanent tie-in with 

tools and merchandise mentioned in the 
book. 


Another store reported the sale 
of several large power tools during 
the period of the book promotion. 
This store also reports that sales 
in the tool department during the 
promotion ran 12.4 pct above a 
year ago. 

Another rather unusual dealer 
tie-in with the book promotion is 
that developed by Bronson & Town- 
send Co., wholesalers of _ New 
Haven, Conn. The company is sup- 
plying its dealers with fly-sheets 
(see illustration) with their name 
imprinted on them. These fly 
sheets are inserted in the front of 
each book that the dealer sells and 
thus serves as a permanent re- 
minder to the reader of a source 
for the tools and materials he reads 
about in the book itself. 

A description of this book ap- 
peared in HA, Sept. 6, page 12. 


Holds Courtesy School 


To try to have all of its visitors 
leave Jackson, Miss., with nothing 
but compliments for retail store 
sales employees, the local Chamber 
of Commerce staged a Visitor 
Courtesy School, last year. The 
idea worked well as was proven by 
the compliments received by store 
owners. Many visitors told store 
owners how pleasantly they had 
been received by salespeople. About 
150 men and women employed by 
various types of retail outlets at- 
tended the school. Similar plans 
have been tried successfully in 
western communities. 
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Hitch your business to 


STAR BRITE 


RDWARE 
THE SHINING CABINET HA 

LINE THAT GIVES YOU EVERYTHING ‘i 
* STARRED for quality. design and precision fit. 





SOLD THROUGH 
WHOLESALERS 
ONLY 





#215 
ORNAMENTAL HINGE 
For flush doors 
Overall sizes: 

2%" mT 2 " 
“STAR-BRITE” 
Chrome, nickel 
and brass 


Complete 
with screws 





#285 

CHAIN DOOR FASTENER 

Wrought steel; nen-welded chain 
Size of plate: 4" x 1%" 
“STAR-BRITE" 

Nickel 

and brass 


#275 


SCREEN HANGER 
Wrought Steel 
Size: Eye plate 
2" x 1%" 

Hook plate, 
1%" 1 “4 
“STAR-BRITE" 
Cadmium plate 
Complete 

with screws 





SASH LOCK 
Wrought Steel 
Overall size: 

” x yr id 
“*STAR-BRITE" 
Chrome, nickel 

and brass 
Complete 
with screws 


#216 
SEMI-CONCEALED HINGE 
Raised knuckle 

%"* offset 
“STAR-BRITE” 
Chrome, nickel 

and brass 


Complete 
with screws 





#225 
SURFACE BOLT 


qth size: 

3" to 16" 
Bar size: %" 
*STAR-BRITE" 
Nickel 

and brass 
Complete 
with 

screws 





2200 
CUPBOARD TURN 
Wrought Steel 
Overall size: 
iad tom 
“STAR-BRITE" 


Chrome, nickel 
and brass 


Complete 
with screws 





#2117 STORM SASH HANGER 

| doz. pr. to box; 36 doz. to carton 

Hook Plate: I!/,"' x 15%" Eye Plate: 14" x 214" 
“STAR-BRITE" Cadmium Plate 

Complete with screws 


#297. 

CONCAVE KNOB 
“STAR-BRITE” 
Chrome 

3 sizes: I'/2"'-1%_"-244" 
| Dozen to Box 
withScrews 

36 Doz. to Carton 


ODUCTS Co. 


yn re ie 


STAR MET AL PR 


KvA®) Butler Street, Brookl 
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Sheet Metal as a Career 


Distributor says his industry should correct a defi- 

ciency by trying to interest young men when they 

are choosing their life’s work. The rewards are 
great for those willing to work, he declares 


By A. G. EARNSHAW 
President 
Earnshaw Sheet Metal Supply Co. 
Mansfield, O. 


The question of “What can be 
done to educate the dealer or con- 
tractor on sales, service and the 
extension of credit” is a very real 
and widespread problem that on 
surface examination seems to have 
a ready answer. 

However, a careful analysis of 
the subject reveals a joker in the 
deck. As I began my work of pre- 
paring this talk the joker became 
more and more apparent to me. 

Perhaps a more appropriate title 
would have been “Whom Do We 
Educate?” or still another title 
might have been “Are Young Men 
Seeking a Career Today in the 
Sheet Metal Industry?” 

I found no ready answer to the 
problem of educating the dealer or 
contractor on sales and service 
without first paying some real at- 
tention to the problem of personnel. 

Just look about you in your own 
home territories and analyze how 
many young men are coming into 
our business. There aren’t too 
many. Of those who do come into 
our business it is interesting to 
find out why they chose the sheet 
metal business. The answers—to 
me, at least—were startling. 


Choosing a Career 


Let’s start back with the boy in 
high school choosing a vocation. 
First we see syphoned off from 
this potential list the young men 
who have chosen the professions 





This is an excerpt of an address 
presented before the recent annual 
convention of the National Associa- 
tion of Sheet Metal Distributors at 
Atlantic City. 
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such as law, medicine, engineering, 
architecture, and many others. 

Next we see the group also plan- 
ning to go to college but not yet 
decided upon their careers. 

In the third group are those 
seeking white collar work. 

Then there will be a group going 
into the trades and finally those 
who will join the unskilled labor 
market. 

Now among these groups where 
do we come in as a business offer- 
ing a future to young men? Are 
we doing anything to point out the 
attractiveness of a career in the 
sheet metal field? 

We are competing with relatively 
hundreds of other trades, posi- 
tions and professions. Many indus- 
trial groups have started training 
classes for boys still in high school 
to try to interest them while they 
are still making up their minds 
about a life work. 

Actually, I may not get as far 
off my stated subject as it might 
appear because you know, and I 
know, that in order to train sales 
persons or other workers in any 
business there has to be a willing- 
ness and an interest on the part 
of those being trained to improve 
their abilities in their chosen field. 

Does it not seem logical then to 
you, as it does to me, that to do 
an adequate training job in our 
field we first need people in the 
business who want to be there, 
who have chosen it as a life work? 

It is true, unfortunately, that 
many young men have entered our 
field by accident or by happen- 
stance. There are a few, but only 
a few, who have actually selected 
this business deliberately. 





A. G. EARNSHAW 


Now you and I know that this 
is a good business. Its rewards are 
great to anyone who wants to work 
for them. As a matter of fact, it 
is an essential business and it of- 
fers a profitable career to young 
men. But it is not enough that 
we know this. The young men in 
the process of choosing a career 
must know it, too. 

So in summing up this problem 
of educating the dealer and con- 
tractor in sales and service, it is 
my opinion that we should start 
with a basic fact; namely, it is our 
job as an association to create in 
the minds of young men a desire 
to become a part of this industry. 

True, we must overcome the 
labor shortage that exists, but be- 
fore we can train anybody we must 
have someone to train. We must 
take a view that is longer range 
than today or tomorrow alone. 


A Plan for Action 


I should like to propose to this 
association that it create a com- 
mittee whose function it will be 
to study the problem of labor 
shortages and come back with rec- 
ommendations to this group, rec- 
ommendations for action—not just 
for reflection. 

I would hope that among the 
first suggestions coming out of 
such a committee would be the 
preparation of a booklet showing 
the opportunities and advantages 
of a career in the sheet metal in- 
dustry. This booklet would, I trust, 
be distributed to vocational guid- 
ance teachers throughout the coun- 
try. Other industries are doing 

(Continued on page 116) 
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Co-Op Tax Protest 


Dear Editor: 

The following is an excerpt of a 
letter I wrote to both the Ohio Sen- 
ators — Robert Taft and John 
Bricker. I thought you might like 
to know that some of us are regis- 
tering our feelings. The letter read 
as follows: “This letter is a pro- 
test against the action that men in 
power in Washington are taking in 
their feeling toward the co-ops and 
other tax exempt organizations. The 
tax burden today is so heavy, why 
should any one individual or organ- 
ization be shown favoritism? 

“We recommend, along with 
countless other dealers, that these 
organizations be put on an equal 
basis so far as taxation goes. That 
they be given no more or no less to 
pay than others on a tax paying 
basis is all we ask in the name of 
fairness.” 

Yours truly, 
John 


Amelia Feed & Hardware Co., 
Amelia, Ohio. 





Editor’s Note: Sen. Taft seems 
hard of hearing at times, but if we 
all keep up the attack, the day will 
come when he must listen. 


40 Years of Hardware 


Dear Editor: 

I recently came across the book 
“40 Years of Hardware” by Saun- 
ders Norvell, published by HARD- 
WARE AGE in 1924. It looked so in- 
teresting to me that I would like to 
obtain a copy if it is still on sale. 
Can you help me? 

Yours truly, 
N. V. Buva 
Buva 
Kantour en Magazun, 
Voerburgstraat 1-3-5-7 
Rotterdam-N 





Editor’s Note: Mr. Norvell’s book 
has been out of print for some time 
now, and very few copies ever ap- 
pear on the market. However, if 
some reader having a copy would 
consider selling it to Mr. Buva, we 
suggest they write directly to the 
address given above, specifying the 
price they are asking for the book. 
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Good tools help you speed up pipe 
fitting and beat high costs! 

Start the job right with genuine 
TOLEDO Pipe Tools and Power Pipe 
Machines—tools you can. trust for 
top-performance and top-speed pro- 
duction! Each Toledo designed for 
easy handling, faster cutting...in a 
complete range of capacities. Hand 
Tools, all pipe sizes, %’’ to 12”’ and 
4,’ to 1”’ bolts. Power pipe machines, 
up to 2” and 4” capacity. Your 
mechanics will do better work, faster 
and easier with time-proven Toledos 
—the choice of experienced hands for 
nearly half-a-century. Write for cata- 
log. The Toledo Pipe Threading piaciinenieadialll 
Machine Co., Toledo, Ohio. New work, Toledo No. 11, 
York Office: 165 Broadway, Room i ' 


to 114” pipe. 
1310. LE ee, 


Light weight, 

low cost! Toledo 
No. 1R Threader, 
1” to 2” pipe. 








« : 
2) 
“hy 


RELY ON THE LEADER EE”, Toledo No. 999 


2” Power Pipe Ma- 







chine, wheel or knife 
cut-off. 
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The Steel Situation 


By ROBERT M. NELSON 
Supervisor of Distributor Program 
Armco Steel Corp. 


“The steel situation” really is 
“our situation” as you are an es- 
sential right arm of the steel in- 
dustry, reaching and serving the 
needs of many thousands of small 
businesses throughout the land. 
The NPA warehouse orders and 
CMP regulations dealing with our 
businesses recognize this fact and 
treat you not as steel customers, 
but as a part of the steel industry’s 
distribution organization. 

It is my purpose here first to 
discuss our mutual problems in the 
light of current and expected fu- 
ture conditions; secondly, to create 
a better understanding among our- 
selves; third, to give you informa- 
tion which will in turn enable you 
to better serve your customers, and 
fourth, to develop with them an 
understanding of our temporary 
condition of restricted supply. 

I say “temporary” advisedly, 
since most steel men see our pres- 
ent situation as a short term prob- 
lem. It’s largely a case of getting 
along with less steel in certain 
grades for civilian use today in 
order to build our defenses and our 
industrial plants to insure peace 
and abundance tomorrow. 


The Current Situation 


As we enter the fourth quarter, 
demand pressures are mixed, with 
extreme demand for certain prod- 
ucts and a leveling off of demand 
apparent for others. Substantial 
cutbacks in the production of auto- 
mobiles, major appliances, and se- 
vere restrictions on commercial and 
residential building are having 
their effect. Also, it’s apparent in 





This is an excerpt of an address 
presented before the recent annual 
convention of the National Associa- 
tion of Sheet Metal Distributors at 
Atlantic City. 
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Steel man says the present shortage is a temporary 
one during which sacrifices must be made on civil- 
ian requirements in order to provide for defense 
and to create greater future productive capacity 


some civilian goods lines that con- 
sumer demand is leveling off. To 
better understand this condition, 
let’s look at some of the major 
factors in the current picture. 
Total personal income today is 
estimated at an annual rate of $250 
billion. That is 320 pct of 1940 
and still 173 pct of 1940 after ad- 
justment of the dollar value. Our 
country is 23 million people bigger 
and its people have 73 pct more 
purchasing power than they did in 
1940. They want more houses, more 
autos, more durable goods of all 
kinds—many of them made of steel. 


Build-up Programs 


Superimposed on this demand 
are the requirements of the defense 
and capital build-up programs. It 
is estimated that about 10 pct of 
finished steel is going into direct 
military procurement at present. 
In addition, much larger than nor- 
mal tonnages of steel are being 
used in building our industrial 
plants. 

A prime example of this is the 
steel industry itself which is under- 
taking a program to add 16 million 
tons of steel capacity, costing about 
$5 billion, in two years’ time. 

To build this new capacity takes 
steel structurals, plate, sheet and 
bar, as well as large tonnages of 
copper and other materials. 

Various estimates have been 
made of the steel required, ranging 
from 4 to 8 million tons. The same 
picture is repeated in industry 
after industry as these new plants 
are being rushed to completion. 
When completed, our industrial 
plant will be a mighty one, but to 
build it requires sacrifice now. 


Stockpiling 


Stockpiling and the shipment to 
friendly foreign nations of stra- 





ROBERT M. NELSON 


tegic materials such as nickel, cop- 
per, lead, zinc, and others, also cuts 
into the available supply. This pro- 
gram particularly affects galvan- 
ized, alloy, and stainless steels. 


CMP Operation 


A fourth major factor in causing 
steel demand pressure at this time 
is CMP itself. All of us know that 
CMP does not increase steel pro- 
duction. Its purpose is to control 
all production and distribution of 
not only steel, but also alumi}.um 
and copper. 

The men in the steel division of 
NPA, we know, are practical busi- 
ness men and are doing the best 
that can be done with a very diffi- 
cut task. They deserve and are 
receiving the support of the entire 
industry. 

However, in the initial operation 
of CMP several things have hap- 
pened which have resulted in in- 
creased pressure on steel supply: 

a. The very imposition of the 
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new controls themselves and the 
physical difficulty of getting them 
in operation has created confusion 
and made it more difficult to obtain 
steel. Difficulty in getting certifica- 
tion, getting a place in the sched- 
ules, and general red tape have 
aggravated an already critical sup- 
ply situation. 

b. Fear of having their allot- 
ments cut has caused many manu- 
facturers to inflate their CMP 
requests to include all the steel they 
could possibly justify based on full 
operations. 

ce. Fear of not receiving steel in 
time has caused manufacturers to 
ask for steel in advance of produc- 
tion needs in many cases. 

d. Fear of not being able to get 
on mill schedules has caused some 
manufacturers to place “duplicate” 
orders on two or more mills with 
the idea of cancelling out once they 
were assured of delivery from one 
of several sources. 

e. Late receipt of CMP authori- 
zations in the third quarter and 
carryover of substantial tonnages 
into an already loaded fourth 
quarter also aggravated the demand 
problem. 

f. Disappearance of conversion 
steel, and reduction of import steel 
also had its effect. Consumer goods 
manufacturers, such as automobiles 
and major appliances were the 
principal users of conversion steel. 
This is high cost steel as the manu- 
facturers buy more costly electric 
furnace ingots and ship them to 
other steel companies for rolling 
and processing. Then they are 
shipped back to their owners 
—involving extra transportation 
charges. 


Switch in Steels 


Now, with the advent of CMP 
and restricted consumer durable 
goods production, these manufac- 
turers were cut back to 58 to 60 
pet of pre-Korea volume. They were 
also given CMP tickets for this 
volume. Hence they were able to 
get the lower priced regular steel 
for their reduced production and 
the higher priced conversion steel 
was dropped. 

The same economic factors apply 
to import steel. This steel has been 
and still is a “bonus” over their 
regular allotments and although 
costing more, it enabled them to 
produce more units. Now, with 
production limited, their use of 
import steel has dropped sharply 
in volume. 

So, the first effect of the cut- 
backs was not to materially de- 
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HEN you place this attention-com 
pelling Pennvernon decalcomania 
on your store window or door, you tell the 
world that “here is headquarters for qual 
ity window glass.” 
purchase tie-in which takes advantage 
of the exceptional public acceptance of 
Pennvernon as window glass at its best. 
Display this decal prominently. It will 
bring more buyers into your store, not 
only for Pennvernon Window Glass, but 
for other supplies too. 


It’s a strong point-of 


. . 
these other hard-hitting sales aids 
—which will help you achieve a well-integrated promotion 
effort: (1) a powerful, sales-winning window card: (2) an 
eye-catching counter easel; (3) an ingenious 3-piece streamer; 
(4) resultful envelope folders; (5) effective newspaper mats. 
Put these business-builders to work. You can get them 
through your local Pittsburgh Plate Glass Company branch 


or jobber. 


\V/ 
Peenvernon WINDOW GLASS 


PITTSs 


PAINTS - 


URGH 


GLASS - CHEMICALS - BRUSHES PLASTICS 


PLATE GLASS COMPANY 
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ON VALUE WITH THE 


BENDIX COASTER BRAKE 
3 POINT PROGRAM- 


Over half a century of manufacturing 
experience plus Bendix’ tremendous 
resources is your assurance that the 
Bendix* Coaster Brake will continue to 
be the outstanding value in its field. The 
Bendix Three Point Program of quality 
of product, helpful advertising and de- 
pendable service is designed to maintain 
this reputation for value and to help 
manufacturers, jobbers and dealers to 
“Keep ‘em rolling.” You can count on 
this—there will be no restrictions on value 
when you sell Bendix Coaster Brakes. 

: *REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


A QUALITY PRODUCT 


You can sell Bendix Coaster Brakes with 
the assurance that they are unmatched in 
performance and quality. 


OUTSTANDING ADVERTISING 


Millions of readers of national maga- 
zines, comic books and special youth 
publications will see Bendix Coaster 
Brake advertising—the advertising that 
sells bicycles as well as coaster brakes. 


DEPENDABLE SERVICE 


Over fifty years experience, plus the 
most modern manufacturing facilities, 
are your of dependable serv- 
ice on products and parts. 
















aviation compoRaTion 


ELMIRA, NEW YORK 


Export Sales; Bendix International Division 
72 Fifth Avenue, New York 11, New York 






























THE NATION’S. 
FASTEST -SELLING | 


GAS CIRCULATORS 


The Peerless line of circulators is pre- 
eminently the Nation's first choice. For you, 
that means, greater volume . . . more 
profits . . . and better satisfied customers. 
Peerless’ modern styling and eye appealing 
beauty combined with top quality and latest 
engineering advancements represent the ulti- 
mate in heating value. 






A.G.A. approved 
for all gases including L.P. 


* Made to Sell *Made to Last 
* Made to Satisty 





PEERLESS MANUFACTURING CORP, 


LOUISVILLE 10, KY. 








crease the load on the major steel 
producers, but to take many tons 
of conversion and import steel out 
of the supply channel. 


Critical Scrap Shortage 


NPA realizes this situation and 
is endeavoring to find a way to 
get conversion steel back into the 
picture. However, with the scrap 
situation becoming more critical, it 
is doubtful if many of these mar- 
ginal, scrap using furnaces can 
operate in the coming winter 
months. 

Strange as it may seem, there 
has been some build-up of inven- 
tories under CMP. Consumer dura- 
ble goods manufacturers, before 
CMP, were operating from the tail- 
gate of the truck or freight car to 
the press, squeezing out every pos- 
sible unit. Now they are permitted 
a 45-day inventory, and even though 
their production is restricted, they 
are in some cases allowing steel to 
come in at a faster rate until the 
inventories reach the 45-day per- 
mitted level. 


Alloys Are Tightest 


These are some of the reasons 
why even with rapidly increasing 
steel production, demand pressure 
is at a high level. If we were to 
list steel products in their relative 
order of short supply, it would be 
somewhat as follows: 

1. Alloys (including nickel- bear- 
ing stainless) 

2. Structurals, plates, cold drawn 
bars 

3. Hot rolled bars 

4. Pipe and tubing 

5. Sheet and strip 

6. Wire 

While this order prevails for 
steel, it should be noted that copper 
and copper-base alloys are in 
shorter supply than any steel prod- 
uct. As a result, the availability 
of copper—not steel—is the limit- 
ing factor in production of many 
articles. 


Expected 1952 Situation 


By noting the relative scarcity 
of steel products and the major 
factors contributing to demand 
pressure, we can get an approxi- 
mate idea of when the situation will 
ease. Any predictions in this con- 
nection are of course based on the 
assumed continuation of our de- 
fense and capital build-up programs 
and avoidance of a major or total 
war. 

First, take alloys and stainless— 
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the most critical. The major de- 
mand factor here is the direct 
military program, particularly air- 
craft. This program will increase 
rapidly throughout 1952 and no 
relief is at present in sight. 

Nickel is still the limiting factor 
in production of nickel-bearing 
stainless steel. While some im- 
provement in nickel supply is ex- 
pected, the stepped up aircraft 
program alone could take all of the 
expected increased production. 

This is due to a major change 
in the type of aircraft being pro- 
duced today. World War II planes 
used stainless in relatively few 
applications. The advent of the jet 
powered plane radically changed 
the picture. The jet engine itself 
is practically 100 pct constructed of 
stainless and heat resisting alloy 
steels containing a high percentage 
of nickel. 

World War II plane fuselages 
were almost all aluminum. How- 
ever, today stainless is required 
for many structural parts. 


Type 430—1I7 Chromium Stainless 


Fortunately there is a suitable 
alternate for many applications, 
both civilian and military, that 
formerly used Type 18-8. 

This alternate type is Type 430 
(containing 17 pct chromium and 
no nickel). It is available in sheet, 
strip plate, bars and wire in stand- 
ard mill finishes and No. 4 polish. 

A number of distributors already 
have stocks of this material and 
more will have stocks in the fourth 
quarter of this year. They are 
taking a positive attitude with re- 
spect to 17 chromium stainless and 
are encouraging its use for many 
suitable applications. 

Mill finishes have been improved 
and a more weldable variation has 
been developed which contains a 
small amount of titanium. In addi- 
tion to its normal field of heat 
resisting applications, Type 430 is 
being ordered for many other uses. 

Here are a few: Office furniture, 
restaurant and bar equipment, ele- 
vator enclosures, signs, storefronts, 
hospital furniture, food serving 
equipment, household appliances, 
ice cream cabinets, interior archi- 
tectural trim and paneling, span- 
drels, laundry equipment, ventilat- 
ing fans and others. 

The major demand pressure for 
structurals, plates and cold drawn 
bars comes from the huge plant 
building programs now under way. 
Demand is expected to continue 
high in the first quarter of 1952, 
after which it is expected to taper 


off. Plates and cold drawn bars 
too are in heavy demand for con- 
struction of plants and heavy pro- 
duction machinery. Demand for 
this entire group of products: 
structurals, plates, and cold drawn 
bars should ease by mid-1952. 

Demand for hot rolled bars, pipe 
and seamless tubing should ease 
materially by the third quarter 
1952 as increased production comes 
in and the present operating diffi- 
culties of CMP are resolved. 

Sheet and Strip, in which you 
gentlemen are principally inter- 
ested, would probably be in easy 
supply now, if it were not for the 
heavy plate load being carried by 
the strip mills and the CMP prob- 
lems mentioned earlier. The big 
defense demand is not for sheet 
and strip but for heavier products. 
Consumer goods cutbacks plus a 
leveling off of demand have ma- 
terially eased the pressure on cold 
rolled sheets, long ternes and pre- 
mium priced sheet steels. 

Wire product is in relatively easy 
supply now. It is not in heavy de- 
mand for the defense program. 

Of course, any work stoppage or 
strike that occurs under present 
conditions can materially affect the 
picture. 


Galvanized Sheets 


This happened to galvanized 
sheets when the copper strike and 
zine “work stoppage” in August 
and September cut into the zinc 
production. We received our Octo- 
ber allotment of zinc during the 
last week in September. It was 
only about half of what was sched- 
uled. Along with it came a direc- 
tive to produce all military orders 
first and then to cut all other orders 
45 pet. Because of the late date 
when this directive was received, 
many of our orders had been rolled 
and were ready for coating. As a 
result, some of our customers re- 
ceived their orders complete and 
others will receive nothing in 
October. 

We don’t know how long this 
drastic cut in zinc allotments will 
prevail, but we understand that the 
situation will not be improved in 
November. As long as it continues, 
our galvanized sheet production is 
nearly halved and customers are be- 
ing asked to take part of their or- 
ders in substitute grades. 


Long Range Situation 


At the outbreak of the trouble in 
Korea, American steel capacity was 
about 99 million ingot tons, having 
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Over a century of 
constant research 
and manufacturing 

“know-how” has 

produced these fa- 
mous American, Old 

Faithful “‘tools of 

identification.” 





WHEN IDENTIFICATION 
COUNTS - COUNT ON 
OLD FAITHFUL! 








You sell real satisfaction 


when you stock and rec- 
ommend these proven aids 
for production, shipping 


and all-around marking! 


| Orde Hany 


for FREE Industrial Cray- 
on Guide—solves all 
marking problems! 





the American Crayon company 


Sandusky, Oh New York 











98¢ ECONOMY BOX 


This eye-catching display box on your 
counter or in a window helps sell 
Mortite. It contains four 29¢ boxes, 
each with enough Mortite for an aver- 
age size window. 

Stock No. M-1. 12 Economy 


boxes to carton. 

Your profit on a carton $3.92 
Your profit on Jr. boxes sold 

separately at 29¢ each 6.08 





$1.25 BARGAIN BOX 


Contains one large coil, enough to 
weatherstrip five to six windows. 


Stock No. B-2. 12 Bargain 
boxes to carton. Your profit 


on a carton. 


Your customers will like 
Mortite because it saves 









@"Guaranteed by 









fuel, heat and money.\ Good Housek 
Easy to apply with the S 0 coping 
fingers around windows, 45 avveansto WE 


baseboards and tran- 
soms. No tools or brads 
needed. 








NATIONALLY (Qh 
in pabliations with a \PARENTS, 


1, MAGALINE » 
Soy YY 
tarnseo ™ 


total circulation of 24,- 
590,572—and an average 
home ownership of 
63 1/3%. 


ORDER THROUGH YOUR JOBBER TODAY 
J. W. MORTELL CO. 


Technical Coatings since 1895 
508 Burch St., Kankakee, Ill. 
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| been increased 17 million tons over 


1940. Sheet and strip capacity was 
about 24 million tons, having been 


4 | increased 7 million tons over 1940. 


| Shortly after Korea, the industry 
was asked by our government to 
| step up its rate of expansion. Vol- 
untarily, the industry responded 
| with a program designed to raise 
production capacity to 120 million 
ingot tons by the end of 1952. It 
undertook to do in about two years’ 
| time what had been done in the 
preceding 10 years. 

Present estimates place capacity 
at about 107 million ingot tons, and 
the end of 1951 will we believe see 
it at 110 million tons. 

It is apparent now that the in- 
dustry has expanded open hearth 
and rolling facilities up to and pos- 
sibly beyond the available supply 
of basic metallics. Shortages of 
scrap and pig iron are seriously 
threatening the operation of exist- 
ing facilities at capacity levels. 

In order to get out all available 
scrap, the steel industry, and NPA 
through local chambers of com- 
merce committees are conducting a 
| nationwide scrap drive. This is 
aimed primarily at locating dor- 
mant or non-production scrap in in- 
dustrial plants of all kinds. All 
steel salesmen and warehouse sales- 
men are being asked to help out on 
this important job. The country is 
being divided into areas, each in 
charge of a committee, soliciting all 
types of business. 

In the steel expansion program, 
immediate preference in materials 
is being given to those projects 
which will boost blast furnace ca- 
pacity, so as to increase the avail- 
able supply of pig iron as quickly as 
possible. In order to give struc- 
turals and other scarce materials 
to blast furnace, projects, other ex- 
pansion projects will have to wait. 
This action may lengthen the pe- 
riod of the present steel expansion. 

Steel expansion today requires 
more than blast furnaces, open 
hearths and rolling mills. It re- 
quires new rail and shipping facili- 
ties and new sources of iron ore, 
coal and limestone. 

Using private capital, the indus- 
try is investing millions of dollars 
in equipment which will make it 
possible to use the hard taconite 
rock in the Mesabi Range. 

Hundreds of millions are being 
poured into the development of ore 
mines in Labrador, Venezuela, 
Brazil, and other locations. 

A few years ago there was con- 
siderable concern about the deple- 
tion of our Mesabi Range ore re- 








serves. Now, with Labrador Vene- 
zuela, Brazil, and the new Taconite 
process, it’s estimated that four bil- 
lion tons of ore are in sight—more 
than 100 years’ estimated require- 
ments. 

With the completion of the pres- 
ent steel expansion program we will 
reach the goal of 120 million in- 
got tons producing capacity. By that 
time, 30 million tons may be pro- 
duced in finished sheet and strip 
steel products. This is about double 
1940 sheet and strip capacity. 

In ingot capacity, it is an in- 
crease of 38 million tons, 46 pct 
over 1940 capacity, in a 12-year 
period. 

This is almost four times the 
average annual rate of increase 
from 1930 to 1940. 

The increase alone (38 million 
tons) is more than the total steel 
production in the Soviet Union. The 
total (120 million tons) is more 
than three times the steel produc- 
tion in the Soviet Union and all 
the Iron Curtain countries com- 
bined. 

The total (120 million tons) is 
equal to the combined total of the 
rest of the world outside of the 
U.S. A. 

This means that in any war 
emergency, America’s steel making 
potential is greater than any possi- 
ble combination of enemies. 

Noteworthy too, is the fact that 
this unprecedented steel expansion 
program is undertaken under our 
free enterprise system, voluntarily 
and individually by the various 
companies involved. 


Sheet Metal as a Career 


(Continued from page 110) 


these things—why shouldn’t we? 

Having thus started the ball roll- 
ing to increase the potential supply 
of labor for this business, we could 
go on to the problem of training. 

We could work with manufac- 
turers and dealers alike to create 
a program of education on how to 
sell, how to give good service, and 
how to conduct the affairs of the 
industrial dealer and contractor so 
that our business will grow as we 
know it can grow. 

Let me repeat that an examina- 
tion of this problem of education 
discloses that our first need seems 
to be to start that education at the 
stage where the young man is 
choosing a vocation. Young men 
who have come into our business 
deliberately seeking its known 
benefits will be the most fertile 
ground for sales training. 
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SoG GO 
AN EXTRA PROFIT 


this XMAS!... with 


these 2 Westinghouse winners 












at, 
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iF ite Westinghouse j 




















Lack fee? 


Westinghouse HEAT LAMPS 




















This Xmas “SELL” is the word. That’s why you will be putting plenty of 
steam behind large appliances. But . . . you can make many an extra dollar 
this season by promoting Westinghouse Sun and Heat Lamps. Both these 
fast-selling lamps are high profit gift-type items ... and powerful new 
point-of-sale display cards will help you move them with a minimum of 
effort. Here’s a further sales tip ... include the appropriate fixtures with 
your Westinghouse Sun and Heat Lamp displays. This kind of merchan- 
dising helps sell more of both lamps and fixtures. Get set today! Check 
your stock of Westinghouse Sun and Heat Lamps and your supply of disp! 


material. Order more from your Westinghouse Distributor. Or write direct to 


the Lamp Division, Westinghouse Electric Corporation, Bloomfield, New Jersey. 


Westinghouse 
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GOLD SEAL TAPE 


Amusing cartoons like this, in full- 
page ads your customers see, call 
attention to the sales features of 
Gold Seal Tape. Guaranteed foot- 
age, no waste, lasting “tack”, easy 
handling—features that check with 
what users want in friction tape. 
Take full profit-advantage of 
Jenkins advertising—display Gold 
Seal. Make new customers, build 
profitable repeat sales and valuable 
goodwill. Ask your supplier for 
Gold Seal Tape. Jenkins Bros. 
(Rubber Div.), 100 Park Ave., 
New York 17, N. Y. 


Gortin res 








tt and RUBBER TAPES 
A PRODUCT OF JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


Bicycle Institute of America, annual 


convention, week of Jan. 14, 1952, 
at Boca Raton, Flordia. Sponsored 
by Bicycle Institute of America, 
Inc., 122 E. 42nd St., New York 
City 17. 


Builders’ Hardware Show and Con- 


vention, Sept. 28-30, Oct. 1, 1952, 
at the Palmer House, Chicago. 
Sponsored by the National Contract 
Hardware Association and_ the 
American Society of Architectural 
Consultants. John R. Shoemer, 
managing director, 420 Madison 
Ave., New York City. 


Industrial Supply Convention, May 


19-21, 1952, at Atlantic City, N. J. 
Sponsored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, R. Kennedy Han- 
son, general manager, 1346 Con- 
necticut Ave., N. W., Washington, 
D. C.; the National Industrial Dis- 
tributors’ Association, H. H. Rine- 
hart, executive secretary, 1900 Arch 
St., Philadelphia 3, Pa.; Southern 
Industrial Distributors’ Association, 
E. L. Pugh,, secretary-treasurer, 
712 Volunteer Bldg., Atlanta, Ga. 


National Housewares and Home Ap- 


pliance Exhibit, Jan. 17-23, 1952, at 


the Navy Pier, Chicago. Sponsored 
by the National Housewares Manu- 
facturers’ Association. A. W. Bud- 
denberg, executive secretary, 1140 
Merchandise Mart, Chicago. 


National Retail Hardware Association 
Congress, July 14-17, 1952, at 
Statler Hotel, Washington, D. C. 
Rivers Peterson, 333 No. Pennsyl- 
vania St., Indianapolis 4, managing 
director. 


Sporting Goods Show and convention 
(National), Jan. 20-23, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Sportsmen’s Show, 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, 1952, at the Grand Cen- 
tral Palace, New York City. 


Toy Fair—March 10-19, at permanent 
exhibits in 200 Fifth Ave., 1107 
Broadway, and other year-around 
permanent locations in New York 
City; hotel exhibits at the McAlpin 
and New Yorker. Sponsored by the 
Toy Manufacturers of the U.S.A., 
Inc., 200 Fifth Ave., New York 
City; H. D. Clark, show manager. 


Regional Events 


Ace Stores, convention and exhibit, 


Jan. 28-30, 1952, at Stevens Hotel, 
Chicago. E. G. Lindquist, secretary, 
2355 S. Blue Island Ave., Chicago. 


Cotter & Co., Spring Merchandising 


Show, Feb. 4-5, 1952, at the com- 
pany office and warehouse, 365 E. 
Illinois St., Chicago, Il. 


Gift Show (California), Jan. 20-25, 


1952, at the Merchandise Mart, 
Brack Shops, Alexandria and Bilt- 
more hotels, and individual show- 
rooms in Los Angeles. Sponsored by 
Los Angeles Trade Fair, Inc. 


Gift, Toy, Housewares Shows—Feb. 


3-6 at Civic Auditorium, Palace, St. 


Francis, and Sir Francis Drake 
Hotels, and Western Merchandise 
Mart, San Francisco; Feb. 17-21, 
Olympic and New Washington 
Hotels, Seattle Wash.; Feb. 24-27, 
Columbia Athletic Club, Portland, 
Ore. 

Hardware Wholesalers, Inc., fall con- 
vention and annual stockholder’s 
meeting, Oct. 31-Nov. 1, 1952, at 
company warehouse in Fort Wayne, 
Ind. 


Industrial Distributors’ Mid-year Con- 
ference, Jan. 16-18, 1952, Sponsored 
by the Southern Industrial Associa- 
tion, at the Edgewater Gulf Hotel, 
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SAVE MONEY. . PREVENT NEEDLESS BLOWING 
because magic TIME LAG FEATURE 
SAFELY ABSORBS STARTING OVERLOADS 


EVERY HOME A PROSPECT/ 


~ Motors on the many appliances in the modern home 
impose heavy but brief current surge when started, 
often blowing ordinary fuses needlessly. But, ROYAL- 
LAG “SHOK-ABSORBER” Fuses are especially designed 
to absorb these temporary overloads, yet protect 
J) against dangerous overloads and short circuits. 


Handy 
5-pack and 
display carton 





Merchandised for 
household use...and 
PACKAGED TO SELL! 








Equally adaptable for home or industry, you'll find 
“SHOK-ABSORBER” your magic new link to larger 
fuse volume. ° 


WRITE FOR CATALOG SHEETS—TODAY 


| ROYAL 


“Crystal “the original glass-top fuse 


LS ROYAL ELECTRIC COMPANY, Inc. - PAWTUCKET - RHODE ISLAND 


New single pack 





in display carton 
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MEET 
LEIGH SIMMS 


of Wm. Simms Hardware Co. 
Minneapolis, Minn. 








...and read what he says 
about KLEAN-STRIP: 


® “We were looking tor a good 
paint and varnish remover and we 
bought Klean-Strip. I tried it and 
convinced myself it was really good. 
As soon as our Customers tried it, 
they began to come back and ask 
for it by name, again and again 
“Klean-Strip’s one-minute demon- 
stration kit sells more customers 
every day. They can see for them- 
selves that it breaks away the old 
finish instead of just dissolving it 
like other removers. Everybody likes 
Klean-Strip because it leaves a 
clean surface, ready for refinishing 
without expensive after-wash or neu- 
tralizing—-and no danger of fire. 
“Our volume of Klean-Strip has 
amazed us. I can truthfully say that 
we have tripled our remover busi- 
ness. It has also increased our store 
traffic and been a material aid to 
paint sales. Klean-Strip brings back 
more customers than any other 
single specialty paint item we carry.” 











DEALERS: For free sample 
of Klean-Strip, write 
W. M. BARR & CO. 
2342 S. Lauderdale 
Memphis, Tenn. 


KLEAN-SIRI 


Clean ® Safe © Easy to Use 
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siloxi, Miss. E. L. Pugh, 208 Peach- 
tree Arcade, Atlanta 3, Georgia, 
secretary-treasurer. 

New England Housewares Show, Feb. 
17-19, 1952, in Mechanics Bldg., 
Boston, Mass. Sponsored by the 
Housewares Club of New England. 

Sportsmen’s Shows: New England 
Sportsmen’s and Boat Show, Feb. 
2-10, 1952, at the Mechanics Bldg., 
Boston, Mass. Detroit Congress 

Sportsmen’s and Boat Show (in- 

cludes annual Detroit News Travel 


Show), March 15-23, 1952, at the 
State Fair Grounds, Detroit, Mich. 

Sports, Travel and Boat Show, Feb. 
29-March 9, 1952, at Civic Audi- 
torium, San Francisco, Calif. Spon- 
sored by California Sports, Travel 
and Boat Shows, Inc., 369 Pine St., 
San Francisco, 4. 

Texas Wholesale Hardware Associa- 
tion, convention, June 18-20, 1952, at 
the Plaza Hotel, San Anton#o. Sec- 
retary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 


State Events 


Alabama Retail Hardware Association 
convention and exhibit, March 30- 
April 1, 1952 at Whitley Hotel, 
Montgomery, Ala. Mrs. Euna G. 
Ramsey, 1926 Fourth Ave., North, 
Clark Bldg., Birmingham, secretary. 

Arkansas Retail Hardware Assn. con- 
vention and exhibit, Feb. 21-22, 
1952, at Robinson Auditorium, Little 
Rock. Headquarters, LaFayette 
Hotel, J. Wayne Tisdale, 604 Rec- 
tor Bldg., Little Rock, executive 
secretary. 

California Retail Hardware Assn. con- 
vention and exhibit, Feb. 11-13, 
1952, at Fairmount Hotel, San 
Francisco. K. B. Jacobsen, 262 
Western Merchandise Mart, San 
Francisco 3, secretary manager. 

Connecticut Hardware Assn. conven- 
tion, Feb. 6, 1952, at Hotel Bond, 
Hartford. Ned Russell, Harris 
Hardware, Southport, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
1952, at George Washington Hotel, 
Jacksonville, Fla. W. W. Howell, 
P. O. Box 183, Waycross, Ga., ex- 
ecutive manager. 

Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, 1952, at Chi- 
cago. Convention at Sheraton Hotel, 
exhibit at Navy Pier, W. F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
managing director. 

Indiana Retail Hardware Assn. con- 
vention*® and exhibit, Jan. 29-31, 
1952, at Murat Temple, Indianapolis. 
Headquarters, Lincoln Hotel, G. F. 
Sheely, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 

Intermountain Assn. convention, Feb. 
11-12, 1952, at Boise Hotel, Boise, 
Idaho. Leon L. Weeks, 211 Conti- 
nental Bank Bldg., Boise, secretary. 

Iowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 12-15, 1952, 
at Des Moines, Iowa. Sessions, 
Hotel Savery; exhibit, Iowa Ex- 
hibit Bldg., State Fair Grounds. 
Philip R. Jacobson, Mason City, 
secretary. 

Kentucky Retail Hardware Assn. con- 
vention and exhibit. Jan. 22-24, 
Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 

Michigan Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 


1952, at Grand Rapids. Sessions, 
Hotel Pantlind; exhibit, Civic Au- 
ditorium. H. W. Schumacher, 1916 
Olds Tower Bldg., Lansing 8, 
manager. 

Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, 1952, 
at St. Paul. Hotel Headquarters, 
St. Paul Hotel. C. J. Christopher, 
2110 Nicollet Ave., Minneapolis 4, 
manager. 

Missouri Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952. Jefferson Hotel, St. Louis. 
Harry F. Scherer, 1189 Arcade 
Bldg., St. Louis, secretary. 

Mountain States Hardware and Im- 
plement Assn. convention, Jan. 22- 
24, 1952, at Cosmopolitan Hotel, 
Denver, Colo. Francis W. Reich, 
1233 Spruce St., Boulder, Colo., 
secretary. 

Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Omaha. Sessions, Hotel 
Paxton; exhibit, Auditorium. C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 

New York State Retail Hardware 
Assn. convention and exhibit, Feb. 
12-14, 1952, at Buffalo. Sessions, 
Statler Hotel; exhibit, Memorial 
Auditorium. N. H. Kiley, Hills 
Bldg., Syracuse 2, secretary. 

North Coast Retail Hardware Assn. 
convention, Feb. 3-5, 1952, Mult- 
nomah Hotel, Portland, Ore. D. D. 
Stewart, 714 American Bldg., Se- 
attle 14, Wash., secretary. 

North Dakota Retail Hardware Assn., 
convention and exhibit, March 25- 
27, 1952, at Fargo. Exhibit and 
meetings, Crystal & Avalong Ball- 
room; headquarters, Graver Hotel. 
Miss E. J. MceGrann, 54% Broad- 
way, Fargo, secretary. 

Ohio Hardware Assn. convention and 
exhibit, Feb. 4-7, 1952, at Cleve- 
land. Sessions, Statler Hotel; ex- 
hibit, Public Auditorium. John B. 
Conklin, 198 So. High St., Colum- 
bus 15, secretary. 

Oklahoma Hardware and Implement 
Assn. convention and exhibit, Feb. 
5-7, 1952, at Municipal Auditorium, 
Oklahoma City. Robert K. Thomas, 
515 Midwest Bldg., Oklahoma City, 
secretary. 

Pennsylvania and Atlantic Seaboard 
Hardware Assn. convention and ex 
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hibit, Jan. 22-24, 1952, at Bellevue- 
Stratford Hotel, Philadelphia. W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3, secretary. 

Southern California Retail Hardware 
Assn. convention and exhibit, Feb. 
19-21, 1952, at Long Beach. Ses- 
sions, Wilton Hotel; exhibit, Muni- 
cipal Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, 
secretary. 

South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 
1-3, 1952, at Cataract Hotel, Sioux 
Falls. O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls, secretary. 

Tennessee Retail Hardware Assn. con- 
vention, Feb. 17-19, 1952, at Nash- 
ville. Morris Jones, P. O. Box 784, 
Nashville 2, secretary. 

Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
1952, at Dallas. Sessions, Baker 
Hotel; exhibit, Baker and Adolphus 
Hotels. Ray M. Souder, 822-23 
Texas Bank Bldg., Dallas 2, secre- 
tary-manager. 

Tri-State Hardware and Implement 
Assn., convention, Feb. 10-12, 1952, 
at Herring Hotel, Amarillo, Tex. 
M. D. Shepherd, Canyon, Tex., sec- 
retary. 

Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
1952, at Hotel John Marshall, Rich- 
mond. George T. Omohundro, Jr., 
Scottsville, secretary. 

West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
1952, at Waldo Hotel, Clarksburg. 
James C. Fielding, 1628 McClung 
St., Charleston 1, secretary. 

Western Retail Implement and Hard- 


ware Assn. convention and exhibit; 


Jan. 14-16, 1952, at Municipal Audi- 
torium, Kansas City, Mo. W. J. 
Shaw, 2915 Main St., Kansas City 
2, secretary. 

Wisconsin Retail Hardware Assn. con- 
vention and exhibit, Feb. 5-7, 1952, 
at Auditorium, Milwaukee. Head- 
quarters, Schroeder Hotel. H. A. 
Lewis, Stevens Point, secretary. 








HARDWARE HUMOR 
By Hardware Age 





“People can't forget the combination 
of locks they buy here. | stamped the 
combination plainly on each lock.” 











WICKWIRE 


HARDWARE PRODUCTS 























They sell well... 
because they serve well 


Customer good-will and money-making 
repeat business are dependent on the 
reliability and durability of the products 
you sell. 

Wickwire’s popular and famous brands 
of hardware products — including Gold 
Strand Insect Screening and Clinton Hard- 
ware Cloth and Netting — have earned 
outstanding customer preference because of 
top quality and long-wearing, trouble-free aoa 
service. They’re your assurance of lasting 
customer satisfaction that pays off in better 
and more profitable business for you. 

For additional information write our 
nearest sales office or consult your 


classified telephone directory. 


Clinton Hardware Cloth and Hex Clinton Hex Mesh 
Mesh Netting are sold under brand Netting 
name of CALWICO in the West. My 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California 


WICKWIRE SPENCER STEEL DIVISION — Atlanta, Boston, Buffalo, Chicago, 
Detroit, New York, Philadelphia 


Wick WI 
CF 





HARDWARE PRODUCTS 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 
mat or deteriorate. Features of the 
brush are printed on the back, and 
there is a full-color display carton 
that packs 12 brushes. Ox Fibre 
Brush Co., Frederick, Md. 


Monogram Door Knocker 


An addition to the Ajax cast 
brass line is this original door 
knocker in the shape of a mono- 
gram. It is made in all letters of 
the alphabet, cast of durable brass, 
and available in all standard fin- 
ishes. There is also a combination 
monogram door knocker and grille. 











Both are packaged individually. 
Ajax Hardware Mfg. Corp., 4351 
Valley Blvd., Los Angeles 32, Calif. 


Steam Pipe Union 


This new 300# steam pipe union, 
made from seamless and forged 
steel, is impregnated with a rust 





resistant, and is also supplied zinc 
coated. All unions are furnished 
with a brass to steel ground joint 


122 


seat, and are packaged in conveni- 
ent quantities. Available in sizes 
¥ to 2 in. inclusive. Capital Mfg. 
& Supply Co., 153 W. Fulton St., 
Columbus 16, Ohio. 


Ice Cube Tray 


Here is a new 16-cube polyethy- 
lene ice tray with an attractive pop- 
out feature. There is a convenient 





handle of rigid quality, and colors 
are yellow, blue and white. Packed 
36 to a carton. Rogers Plastic Corp., 
West Warren, Mass. 


Iron Coffee Table 


Here is a new glass - topped 
wrought iron coffee table, with elec- 
trically welded joint and a long- 
wearing, chip-proof finish. Coffee 
table, No. MT-39, measures 15x30x 





17% in., has a glass top 3/16 in. 
thick, and comes in two finishes. 
Price in cartons of four is $5.50 
each in white, $6.00 each in green. 
Individually packed for 50¢ extra. 
George Koch Sons, Inc., Evansville, 
Ind. 


Hole Saws 


Here is a new line of high-speed, 
heavy - duty, follow-through type 
hole saws, called Blue-Mol, in sizes 
from % to 4% in. in diameter. The 
steel edge is welded to a tough al- 
loy steel back for clean cutting of 
any machinable material. Cuts up 
to 11/3 in. can be made in solid 





stock or to any depth in stacked 
material or in cutting through par- 
titions and walls. For use in port- 
able drills and stationary power 
tools. Millers Falls Co., Greenfield, 
Mass. 


Paint-Mix Insecticide 

Here is a “mix-with-paint” insec- 
ticide that paints insects away in 
one application for the normal, 









a ee wR 


PAINT INSECTICHE 


makes any paint 


LM rm wit 


for the life (of the pai 


four-year life of the paint. Called 
Dianol, it is easily and uniformly 
mixed with all types of interior and 
exterior paints including oil, water, 
and dry paints, as well as white- 
wash, casein, cement and stucco 
paints. It kills all flying, crawling, 
chewing and sucking insects in 15 
minutes to several hours, but is 
odorless and non-toxic to humans 
and household pets. Will not change 
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Check These 4 Sales 7 
Making Features of 


C lipse Lawn Mowers — 
© 


ROCKET 20" 


Registered Trade Mark 
U. S. Pat. Off. 









Pat. Off 
A complete line of precision-built, 

] quality lawn mowers... in a range 
of sizes and cutting heights. . . priced 
for every purse and purpose. 


that clinch sales—and secure customer 


2 Exclusive and outstanding features 
satisfaction. 
styled models built by 50 years’ 


experience devoted solely to producing 


the World’s Best Lawn Mowers. 


3 Unmatched performance by attractively 
| Hard hitting ads in leading publications 


plus a complete dealer promotional 
program. 


THE ECLIPSE LAWN MOWER CO. 
Division of Buffalo-Eclipse Corporation 





C 


2111 Railroad Street, Prophetstown, Illinois 


LARK 18” 


Registered Trude Mark 
l > 





LAWN MOWERS 


BEST BUY IN ’51... aad Years to Come 
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WHAT'S NEW 








the normal] characteristics of paint 
or affect the color. Available in 
quarter-lb. and 1-lb. cans. Dianol 
Sales Corp., Allentown, Pa. 


Power Mower Line 


The 1952 Sensation line features 
two new power mowers. Model 
22SP3, shown here, is a self-pro- 
pelled mower powered by a 3 h.p. 
standard make gas engine, cuts a 
full 22-in. swath, and has a Sensa- 
tion one-piece safety blade. The 
whirling action of the blade chops 
grass clippings fine. Model 22E is 
a hand push mower powered by a 
1% h.p. electric motor. Both mowers 
feature Adjusta-Hi-Cut, permitting 





a quick change in cutting height 
from % to 8% in. Sensation 
Mower, Inc., Ralston, Neb. 





New Wheelbarrow 


Featuring a handle that detaches 
for easy storage, this new Buzz 
wheelbarrow comes packaged in a 
single carton, and has a 3-cu. ft. 
heaped capacity. The tray is red 
braced seamless steel that elimi- 
nates leakage from fluid loads, and 
there are specially shaped handles 
of selected hardwood. Wheels and 
legs are painted aluminum. Buch 
Mfg. Co., Elizabethtown, Pa. 


Toilet Float Adjuster 


This toilet float adjuster, called 
Nu-Float, makes adjustment to 
compensate for normal washer wear 
with a simple turn of a thumscrew. 
It does away with having to bend 
or break the rod, damaging the 


float, water waste through the over- 
flow, and toilet hissing. Float ad- 





juster is mounted on a 4x5 copper 
float of standard make, and has 
complete instructions for installa- 
tion, retailing at about $1.49. Avail- 
able without the float for about 98¢ 
retail. Richcraft Products, Box 448, 
Scranton, Pa. 


New Water System 


Designed for wells with a suction 
lift of 25 ft. or less, this new type 
water system, the Deming Fig. 
6612 “Cushionette”, features an 





air-cushion tube of heavy rubber 
inside the tank. It is a two-stage, 
vertical, centrifugal pump that is 
self-priming, completely automatic 
and quiet in operation. Motor is 1/3 
h.p., single phase, 115-230 volt, 
3450 r.p.m. with built-in therma- 
tron for overload protection. Com- 
plete system is 21 in. high. The 
Deming Co., Salem, Ohio. 
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Air Pistol Line 


A complete new line of Hy- 
Score air pistols features all-steel 
construction with durable Tenite 
handles. Model 805B, listed at 
$13.95, with fixed single-shot bar- 
rel, and Model 804B, a 6-shot re- 
peater sport model for $16.95, are 
both available in .22, .177 and BB. 
Model 803SB, with all three barrels 
interchangeable, lists at $24.95. 
Other models include a single-shot 
sport model with interchangeable 
barrel, and two target models. All 
fire Hy-Score Pellets and Darts. 
Hy-Score Arms Corp., (S. E. 
Laszlo), 25 Lafayette St., Brooklyn, 
N. Y. 


Soil Testing Kit 

A series of standardized tests for 
soil analysis in a simplified and 
practical form is marketed under 





the name of Simplex. Using chem- 
ical reagents, the Simplex system 
accurately indicates the presence or 
absence of vital elements in the 
soil, giving results in lbs. per acre 
or lbs. per 1,000 sq. ft. Packed in 
strong metal boxes with all neces- 
sary apparatus. There are sizes 
for home gardeners, agriculturists, 
commercial growers and _ educa- 
tional institutions. The Edwards 
Laboratory, P. O. Box 2742, Cleve- 
land 11, Ohio. 


New Drill Bits 


These new Magic Black high 
speed, mechanics length drill-bits 
feature quick-cut points for easy 
drilling. The new split-end drill- 
bits penetrate twice as fast with 
less pressure, reduce the load of the 
electric drill, and have four cutting 
edges instead of two. Type 999 in- 
cludes sizes 1/16 to % in. by 64ths 
with full-sized shanks. Type B-25 
has sizes 17/64 to % in. with 14 in. 
diameter shanks for use in 4 in. 
electric drills. Bits come packaged 


New Gelzox™ Super-White Chip-Resistant Surface 
assures you New Volume Sales & Profits 


from these 2 New Lines of 


Tatmoul caameveane 


YQ 


New Saactare Frost-White Red Trim Line 
For those who want color, this frost-white line with rich red trim is the 


answer—at popular prices. Made to Belmont standards, with new Belrox 
unbeatable chip-resistance. 


\ 
_ 


~ 


~ 


mm TN 





TEA KETTLE 


Famous Ocelot Quality Sells at Popular Prices 


With the new unmatched Belrox titanium fused-on surface, these 
Belmont lines let you compete easily with the most expensive ware. 
For no utensils surpass Belrox in pure, easy-to-keep-clean whiteness. 
And recent tests have shown its chip-resistance 
to be unequalled. These qualities are what your 
customers want. If you'd like to boost your sales, 
Belmont offers you the really profitable answer. 


It pays you to send for this new Belmont Catalog R 


Just out—attractive new Catalog R illustrating in 
color new Belmont and Sanitare Chip-Resistant 
Lines, 75 items each. Write for your copy today! 





*Belrox is a new improved 
porcelain enamel. 


Belrox Super-White 
Extra Chip - Resistant 
| elmout ENAMELWARE 








Made by Selmont Stamping and Enameling Co., 100 Belmont St., New Philadelphia, O. 
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THERE'S NO 
SUBSTITUTE FOR 


VLCHEK 
















Unmatchable 
Value —a com- 
plete line—solid, 
center, prick, pin and 
taper punches; cold and 
special shape chisels in all 
asked-for sizes. 


The popularsquare design 
with striking faces, hard 
but tough, and beveled to 
prevent mushrooming. 
Tapers long and easy to 
regrind. Forged from high 
carbon steel, heat treated 
for over-all toughness. 





FOR VALUE 





“VAL-CHECK" 





\. 
THE VLCHEK TOOL COMPANY 


3001 East 87th Street © Cleveland 4, Ohio 


VLCHEK 


A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 
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WHAT’S NEW 








individually in plastic tubes, in en- 
velopes, or in sets. Century Drill & 
Tool Works, Div. of Avildsen Tools 
& Machines, Inc., 311 S. Green St., 
Chicago 7, Il. 


Gas Wall Heater 

Here is a new unvented gas wall 
heater, Model RW-10, with an out- 
put of 10,000 B.t.u. Three radiants 
produce instant radiant and circu- 
lating heat, and a self-locking gas 
valve prevents gas being turned on 
accidentally. A flow of cool air 
through lower louvers’ insulates 
sides and back so the wall never 
gets hot. White porcelain enameled 





heavy gage steel casing. Perfection 
Stove Co., 7609 Platt Ave., Cleve- 
land 4, Ohio. 


Tire Chain 


The EasyOn Steel Strap Chain, a 
new tire chain for automobiles, has 
unbreakable steel straps which are 
rubber covered to protect the paint 
of the wheels. They can be put on 
the tires without reaching behind 
the wheel. Betterby Inc., 230 Fifth 
Ave., New York 1, N. Y. 


Plastic Gravy Boat 


Added to the line of Blissware 
Matched Design is this boil-proof 
Styrene gravy boat. It is designed 
to pour without dripping, and is 


chip-proof, odorless, non-toxic and 
easy to clean. Comes in red, yellow, 
green, chartreuse, gray or coral. 





Blisscraft 


39¢. 
of Hollywood, Dept. HA, 6674 Santa 
Monica Blvd., Hollywood 38, Calif. 


Suggested retail: 


Rubber Playballs 


New Day-Glo colors are a fea- 
ture of Darex rubber playballs for 
1952, which come in three sizes. A 
ball that can be inflated to 20 in. 
retails at 89¢, to 30 in. at 98¢, and 
to 40 in. at $1.29. The pattern is 
marbleized red, blue, yellow and 
green, with touches of white. These 
balls will be ready for retail sale 
in Feb. Dewey & Almy Chemical 
Co., Cambridge, Mass. 


Electriglas Platter 


This handsome Electriglas Ra- 
diant Heat Platter is designed to 
serve an entire meal and keep it 
hot. The newly developed, scien- 
tifically heat-treated glass becomes 
the source of radiant heat when 





plugged in, and reaches a maxi- 
mum temperature of 170 deg. F. 
Rectangular platter is available in 
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RADE manx PATENTS PENDING 


Best reason in the world 
why you should stock... 







— THE INSTANT-FLAME TORCH 
















THROW-AWAY 
FUEL TANK 


No dangerous wer 
dling of bulk fuels 
simply replace with 
new Tank of Prepo 
Fuel, when needed 
yas CONVENIENT, 
ECONOMICAL. 


EXTRA PROFIT FROM 
AUTOMATIC REPEAT 
BUSINESS 


Every Prepo Torch buyer 
means a come-back customer 
to purchase more fuel. Here’s 
store traffic dealersdream 
about — yours when you 
feature Prepo—in win- 
dows, on counters, in 
local ads. Order from 
your Wholesaler. 
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WITH THE THROW-AWAY FUEL TANK 


Proof of Prepo’s powerful appeal to 
torch users everywhere piles up every 
day. Hundreds of inquiries from Prepo 
national ads ask: “‘Where can we buy 
it?”’ Be sure you get your share of the 
profitable sales that are pyramiding 
from coast-to-coast. Stock Prepo Fuel 
Tanks—Push Prepo Torches. It’s to- 
day’s ‘‘Hottest’”’ Hardware seller, and 
“you ain’t seen nothing yet!” 


eeeeeeeeeeeeeeees 


National Advertising that 


works for you... 


18,000,000 readers of Popular Mechanics, 
Popular Science, Successful Farming and 
Mechanix Illustrated can’t miss Prepo 
ads, appearing again and again. Tie this 
demand to your store with Prepo Mer- 
chandising Helps. Write for facts. 


PRESSURE PRODUCTS Corporation 
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lose cusfomers 
inF easy steps. 


> 


Step! Always be fresh out of those popular “fixit’’ bolts and 
nuts they need for minor “around the house” repairs. 


\ 

Spor. Make excuses. Explain that you’ve “done your best.” 
Blame it all on your distributor. (They won't be in- 
terested in your troubles, but they’ll assume that more 
aggressive dealers beat you to your distributor’s stock.) 


Step3 If they’re too persistent, ask them if they’ve ever heard 
of the Defense Program. This is guaranteed to keep 
them away from your store forever. 


Step _ Check your bolt and nut stock frequently. Order well 
Ss ahead. Give your distributor a chance. He has trouble 
getting what he wants, too. 


This way you keep your customers satisfied and build 
important “store traffic” for selling other products. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Chicago ¢ Birmingham 
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HOUSEHOLD REPAIR HEADQUARTERS 
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10%4x16% in. or 1234x203, in. 
sizes, and round platter comes in 


17-in. or 1914-in. diameter. It may 


be used on either AC or DC, comes 
with a cord set, and is easily 
cleaned. Appleman Glass Works. 
Bergenfield, N. J. 


Torchere Lamp Shade 

Here is the new “Vise-Grip” 
shade for torchere lamp, featuring a 
tough, lightweight steel neck which 
makes the shade part of the lamp 
itself. The neck also permits use of 
rugged pressed glass for less edge 
chipping and lower handling losses. 
Shade and steel neck are assembled 





in one piece at the factory, and stay 
together even when the lamp is in- 
verted, as shown here. The chip- 


| and corrosion-resistant shade comes 


in gold, white or ivory, with baked- 
on gold finish on the neck. Corning 


| Glass Works, Corning, N. Y. 


Cake Decorating Stencils 
A set of cake decorating stencils 
are made of odorless, non-toxic, 
coated and impregnated white 
board that can be cleaned with 
lukewarm water and used many 
times. Designs include Happy 
sirthday, a shower, a circus, a 
cowboy, halloween. a turkey, a 
Christmas tree, and Merry Christ- 
mas. The set of eight retails for 
about $1. Educational Products Co., 


| Andover, N. J. 


| 


Adjustable TV Lamp 


This adjustable television lamp 
has a ball-and-socket joint at each 
end of the metal connection between 
base and shade that makes it pos- 
sible to turn the light in almost any 
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direction. The shade and top part 
of the base are molded of urea or 
phenolic, depending on colors, which 





wat oaitigc amo 


include gold, silver, brown, and 
ivory. Packed 12 or 24 to a ship- 
ping carton. Atlas Consolidated 
Corp., 298-314 Junius St., Brooklyn 
12, N.Y. 


Saw Blade Sharpener 

This new type of circular saw 
blade sharpener is designed exclu- 
sively for the new PTI safety saw 
blades. This sharpener provides 
quick precision sharpening, as the 
blade is set up in the same plane 
as the grinder and then locked into 
position for automatically correct 
grinding of each tooth. One grinder 
can take blades from 5 to 16 in., 
regardless of type or size of bore. 
Sharpening attachment can be used 





with all types of grinders. PTI, 
Inc., 401 Broadway, New York, 
m.. hs 


Fire Extinguisher 


One-hand operation is a feature 
of the new Redi-Grip pressurized 
portable fire extinguisher, now 
added to the Stop-Fire line. It 
comes in 1, 214, and 4 qt. sizes, with 
CBM or carbon tetrachloride 
charges, individually or in combina- 
tion. Patented safety-lock prevents 








This special introductory offer 
for limited time only ° 





Practically a complete replace- 
ment chuck department... six 
chucks of popular sizes, with 
adaptors and a counter display 
that will net you a profitable 
return. This is the ideal set-up for 
chuck replacement on home work- 
shop portable drills. Ask your job- 
ber or, if he does not handle the 
Supreme line, write direct for full 


information. 


¢ 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 


BRAND 


CHUCKS 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 
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No. C-1458 “© 
Chrome plated. 
With square 
nuts. For 
later model 






















LICENSE 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts, For 
older 
model 
cars 








At your 
favorite jobber 
or write direct 


Shavonu Bil and. Setbu! Lo. 


BOSTON 10, MASS. 





SHARON HAS SHIPPED ITS 


SALES INTO PROFITS 


Shavon Boil and. Schau Lo 
7 


BOSTON 10, MASS. 
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WHAT'S NEW 








accidental discharge, and a remov- 
able head can be easily taken apart 
for inspection, cleaning or adjust- 
ment. Range exceeds 30 ft., and 
the 1-qt. size discharge time is 





about 27 seconds at 70 deg. Stop- 
Fire, Inc., 125 Ashland Pl., Brook- 
yn 1, N.Y. 


Table Extension 


Built of special six-ply laminated 
wood fibre panels, this table exten- 
sion, called Tuco Big-Top, measures 
any standard card table and is a 
full 46 in. across. The pebbled viny] 
plastic surface is scuff resistant 
and alcohol-proof. Big Top can be 
folded double for convenient stor- 
age. There is also a Pok-R-Top 
table, seating ,eight people, with 





metal recesses for chips, glasses 
and ash trays. Tuco Work Shops, 
Div. of The Upson Co., Lockport, 
N.Y. 


New Lockset Line 


The new “Challenger 800” series 
of cylindrical, semi-heavy duty 





locks, has 19 functional latchsets 
and locksets. There is non-rustable 
aluminum housing, encasing steel 
retractor housing a 16-gage heavy 
steel sleeve spindle and a 12-gage 
steel retractor. Hollymade Hard- 
ware Mfg. Co., 4865 Exposition 
Blvd., Los Angeles 16, Calif. 


Wallpaper Paste 


Here is a non-staining, non-fer- 
menting cellulose wallpaper paste, 
called Modocoll. It is colorless and 
odorless, does not separate or get 
lumpy, and is unaffected by heat 
or cold. Paper hanging equipment 
will not get gummy with Modocoll, 





SS Ti 
he ocoll 
Sioaxs MOD 


ithe 


# #da2 


-— 
4 


4 
t 


=o 


and cleans quickly and easily. Nu- 
Paste Adhesive Corp., 1026 Third 
Ave., New York, N. Y. 


Fish Cleaning Board 


Designed to simplify panfish scal- 
ing and cleaning, this Northwoods 
Fish Cleaning Board has a simple 
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eccentric clip mounted on a panei 
of Masonite tempered Presdwood. 
The clip holds the tail firmly in place 
while the fish is scaled, cleaned or 





steaked. Retail: $2.95. Central Mfg. 
Co., 1824 Fourth Ave., So., Min- 
neapolis, Minn. 


Folding Stairs 


Designed to convert waste attic 
and garage space to living, working 
or storage quarters is this folding 
wooden stairway equipped with a 
tempered spring operating mech- 
anism for ease of retraction. A self- 
locking principle ensures rigidity 
when in use, and safety features 
include a-handrail and non-slip 
tread on the steps. Designed for 
ceiling heights from 7 to 10 ft:, and 





finished in fir plywood or hardwood. 
EZ-Way Sales, Inc., Box 300-B, St. 
Paul Park, Minn. 


Double-Oven Range 


There is a new double-oven range 
with push-button controls, called 
the Constellation, with a large mas- 
ter oven and a slightly smaller com- 
panion oven. They are equipped 
with a 3000-watt bake unit and a 
4000-watt broil unit. There are two 
8-in. surface cooking units, one 6- 





















FIRST 
QUALITY 


\ 


aa 
SUN RAY STEEL WOOL 


Qalily 
SELLS FOR YOU! 


The superior quality steel wool in every Sun Ray 
product is made possible by skillful manufacturing 
methods, vigilant inspection, utmost care and ac- 
curacy in grading and packaging operations. Ex- 
perienced craftsmen everywhere demand Sun Ray 
quality as a safeguard against imperfect work! 


LAYER-BUILT PADS Big, cushiony, work- 
manlike tools for cleaning, rubbing, pol- 
ishing, and smoothing. 


JEX HOUSEHOLD PADS Economical, sani- 
tary, full-bodied pads for cleaning, scouring, 
and polishing pots, pans and kitchenware. 


BULK POUND TUBES The homemaker’s 
and professional worker's economy buy for 
home, shop and general industrial use. 


SELL SATISFACTION ... SELL SUN RAY STEEL WOOL 


STEEL WOOL PRODUCTS MANUFACTURED BY 





— on 


THE WI LLIAMS _COMPANY | 


215 W. FIRST ST., LONDON, OHIO, U.S.A. 
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SELLINA 


Hawornan N 


The No. 133H * 
“Yankee-Handyman" 
with quick-return spring 
equipped with ';” bit 
for driving screws. 





* The No. 233H 
“Yankee-Handyman” 
. +. the complete tool. 
With quick-return spring. 
Transparent magazine 
handle. Supplied with 
*2” and 14” bits. Three 
drill points: %s:", ‘4, 
and °«” for boring 
holes in wood. 


SPIRAL RATCHET 
SCREW DRIVERS 


One whirl of the fast 
spiral with the quick- 
return spring and your 
customers get the idea 
...and you get the sale. 
One tool that drills, 
countersinks, and drives 
and draws screws. 
That’s a spot-seller in 
any store, any day. 

Extra sales for you in 


the No. 330H Accessory | 


Pak, as a companion to 
the No. 133H Screw 
Driver. Pak contains 
NEW USES FOR 5 

YANKEE 
HanoyMan 
SCREW DRIVERS 


3 drill points 
for boring holes 


a countersink. 


No. 330H Accessory 
Pak with °%” bit, 3 
drill points and 
countersink. 





THE TOOL BOX 
OF THE WORLD 


**YANKEE™ TOOLS 
NOW PART OF 


toe Van Om 





NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 
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smaller screws, | 
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WHAT'S NEW 








in., and one extra-speed 6-in. unit, 
and the two storage drawers have a 
total of more than 2% cu. ft. capac- 
ity. Retail: $349.95. Major Appli- 
ance Div., General Electric Co., 
Bridgeport, Conn. 


Steel Gaff Hooks 


Here is a new line of solid stain- 
| less steel gaff hooks for fresh and 
salt water fishing. Sizes up to a 
3-in. radius hook are available and 
all are resistant to salt water cor- 
rosion and rust. Retail prices range 








from $3.95 each. Lake City Tackle 
Products Co., 11910 Superior Ave., 
Cleveland, Ohio. 


Rack Cutlery Deal 

This No. SP-78 rack cutlery deal 
holds six pieces each of 13 cutlery 
items, including a serrated slicer, 
carving fork, stainless spatula, 
grapefruit knife, roast slicer, 
butcher knife, sharpening steel, 
twin steak knives, and others. Total 








is $65.64. 
| have hollow ground stainless steel 
| blades, rosewood handles, and fea- 


| retail value All items 


ture an exclusive hang-up hole in 
the handle. The display, which is 
free, takes up 16 in. of counter 
space. Marshall-Burns, Inc., Mer- 
chandise Mart, Chicago 54, IIl. 


Safety Swing Seat 


Here is a new children’s safety 
swing seat, made of top grain, 9-oz. 
strap leather with heavy mounting 
rings. Shown here is Model 25, with 
a double strap held together by a 
cross strap to form a bucket seat, 
and a safety strap locking across 





the front. Model 20 consists of a 
single wide strap seat. Suggested 
retail is $5.95. Pattison-Forbes, 
914 W. 11 St., Los Angeles 15, 
Calif. 


Saw Nest 


A new saw nest consists of one 
solid weatherproof cherrywood han- 
dle with nickel-plated hardware, a 
14-in. 8 pt. Compass saw, a 12-in. 
i2 pt. blade which cuts metals, 
plastics, etc., and a 10-in. keyhole 
biade. The 12-in. blade is the spe- 
cial feature of this nest, and it 
wears well and can be resharpened 
by an ordinary slim taper file. All 
blades are made of special tempered 
saw steel. Entire set of three blades 
with handle attached retails at 98¢ 
each. Upland Industries, Inc., Up- 
land, Pa. 


Lighting Fixture 

This new type lighting fixture 
converts a one-bulb fixture to a two- 
bulb fixture with no special tools 
needed, and includes eight styles of 
glass lighting units that are screwed 
on after the two-bulb fixture is in- 
stalled. Five units measure 12 in. 
sq., two measure 13 in. sq., and one 
measures 11 in. sq. Available is a 
display for the lighting fixtures, a 
two-color, 14x17 in. display card, 
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‘Chinese hand-carved stone 





and a four-page descriptive booklet 
tagged to every fixture, explaining 


Puritan 
Brooklyn, 


installation procedure. 
Lighting Fixture Co., 
nN, Y. 


New Screw Anchor 


Here is a new screw-anchor, 


called Orma-Lok, that locks screws 
‘securely and permanently in wood, 


plaster, wallboard, tile, brick, steel, 





cement, glass and masonry. It is 


made of Ormaloy, which forms a 
permanent adhesion with the ma- 
terial in which it is used. Produced 
in four sizes to accommodate every 
standard screw on the market. 
Orgel-Marine Corp., 8 W. Chippewa 
St., Buffalo 2, N. Y. 





Plastic Lamp Top 
Made with a bronze - finished 


threaded flange that fits all lamps, 
this plastic finial was inspired by 





lamp 
tops. Each finial is about 34x144x 
9/16 in. Available in six different 
styles and in crystal, rose-quartz, 
bronze and chartreuse colors. Pack- 
ed 12 of one color per package. Sug- 
gested retail: 19¢ each. Thomas 
Mfg. Corp., 80 Clinton St., Newark 
5, N. J. 





Square Saw Blade Line 


A complete line of square saw 
blades, called the Squared-Circle 
Saw Blade, is said to handle all 
types of cross-cutting and rip saw- 
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A>]! ee -)) MONEY 


on the sales 
that don’t stick ! 





It took three minutes to 
make the sale. The wood rule 
looked O.K. and the price was 
low. But then what? 


In a month your customer is back 
with the bargain rule—sorry looking bargain 
..Paint’s chipped and cracked...Joints sag, 
and there’s a broken stick...Look at the wood. 
Not like the beautiful straight grain white maple 
in a Master Rule... Nor the fine construction 
at the joints that keeps a Master going under the 
most trying conditions. 





Next time sell him a Master Rule and he'll stay sold. 





PS uu ulus , uve us 


X-6 EXTENSION RULE 


A compact, light-weight folding rule that will out-wear, out-work any similar rule 
made today. All joints are of rugged brass plate. Extension is of solid brass with graduations 
clearly etched and printed in black. Has spring stop to hold it in the extended position. Order 
X6 (6 ft. only) $1.80 list. 





















fe terete 


BLUE END 

A top favorite among workmen who 
really know and use wood rules, because 
it has the rugged construction to withstand 
constant use. Made of finest selected, straight grain white maple; all metal parts are of wear- 
resistant brass. Order #796 for regular and #796F for flat reading. $1.50 list. 


i rTTyey 
ayn 22 
FRUITY NeVET TO FT 

































INTERLOX 


The world’s finest wood rule, the INTERLOX has time and money saving 
features never before seen in a wood rule. Revolutionary telescope action 
makes it lightning fast to use, even for complicated inside measurements. Made 
of the finest straight grain white maple; sticks and clamps are replaceable, 
interchangeable. Order #104 (4 ft.) $2.25 list; #£106 (6 ft.) $2.50 list; 
#108 (8 ft.) $3.00 list. 


i 





FREE 
FREIGHT 
ALLOWANCE 


All orders for 
MASTER rules 
consisting of 100 
pounds or more will 






BLUE TIP 





TOU) 





Designed for hard use, this popular rule has 
glass-hard clear lacquer finish. Comes in popular 
boxwood color finish, straight grain white maple. 
Features rugged brass construction of all metal 
parts, plus legible double-edge markings. #66 
for regular, #66F for flat reading. $1.10 list. 


be shipped freight 
prepaid...anywhere 
in the U.S.A. 


tiny 


i MEAS TER eis 


MASTER RULE MFG., CO. Middietown New York 


ubitrts 1 WOO8 AND STEEL TAPE RULES Taft lily 
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Look what Fuller did with a dime! 


WE ADDED DOLLARS OF 
SALES APPEAL TO OUR NEW 


6677 4 Y7SCREW DRIVER 
a) TOOL SET 


yet it retails at just 10¢ more 
than the amazingly successful 
"5-in-1" set! 


be oe oe 


This Extra Pro- 


motable Price $9 50 


Means Quick 











Turnover! Only retail q 

@ two blade sizes with recessed 
A COMPLETE TOOL KIT in handy plastic points for cross-cut screws @ midget 
roll. Unbreakable Amber Handle with blade @ cabinet blade @ all-pur- 
Strong Chuck Takes Seven Interchangeable pose blade @ wood chisel 1/2” 
Blades. Oil hardened, tempered steel blades blade @ scratch aw! blade 


with accurate ground tips. Fully Guaranteed. 
It will be the fastest seller on your counters! 


Order today thru your wholesaler; Jobbers: Catalog Sheets available for your salesmen 


FULLER TOOL CO.., Inc. 905 FAILE ST., BRONX 59, N. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 











ELECTRIC IMMERSION 
Thermostat Control HEATERS 


COLD WATER 


Heats water electrically in offices, stores, stock rooms, wash rooms — 
wherever convenient hot water is needed. Easily and quickly installed 
in present tanks without disturbing existing piping. Plugs in nearest 
AC outlet. 115 or 230 volts. Packaged unit complete with thermostat, 
pilot light and switch. Special types for heating oils, chemicals and 
other liquids. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 


Makers of Vulcan Electric Screw Tip, Plug Tip, Pygmy and Mercury Soldering 
Tools, Vulcan Electric Solder Pots, Glue Pots and Branding trons. Electric 
Heating Elements for use in manufacturers’ own products and for replacement. 




















WHAT’S NEW 


ing with speed. The absence of 
teeth along the sides means there 
is little friction during the cutting 
operation, which results in a cooler 














‘cutting blade, and makes fewer 
| teeth to sharpen and set. Available 
in all standard size and shape ar- 
bors. Clark & Sawyer, Inc., 602 
Mateo St., Los Angeles 21, Calif. 


Underwater Pump 


This new Lancaster underwater 
pump and electric motor are de- 
signed to operate under water as 
deep as 800 ft. The pumping set 
comes in diameters as small as 4 in. 
and capacities as large as 2,000 
g.p.m. Motor sizes range from % 
to 250 h.p. The pump cannot be 
damaged by frost, heat or dust, 








eliminates rods, plungers, cylin- 
ders, and requires no priming. 
Lancaster Pump & Mfg. Co., Inc., 
Lancaster, Pa. 


Plastic Ladle 


A new addition to the Superlon 
plastics line is this No. 300 Hostess 
Ladle, available in crystal clear or 





red. It is shatter-proof, durable, 
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easy to clean, and pours from 
either side. May be used in any hot, 
non-boiling liquid, and is designed 
to fit any size bowl. Packed 24 in 





a two-color counter display box. 
Retail: 79¢. Superior Plastics, Inc., 
410-430 N. Oakley Blvd., Chicago 
12, Ill. 





Polisher Merchandiser 


A special introductory assort- 
ment of Rollies has 60 individual 
free samples with colorful tags tell- 
ing the story of these polishers, 
made of cotton with a polishing 
formula. A special dispensing dis- 
play accompanies the assortment of 





samples, and contains 10 packages 
of Rollies for silver, 10 packages 
for copper, brass and chrome, and 
4 packages for glass and porcelain. 
Embree Mfg. Co., 10 W. Mravlag 
Pl., Elizabeth 4, N. J. 


Wrist Watch Line 


There is a new line of imported 
wrist watches which includes a 
group of novelty watches for chil- 
dren. They are based on comic 
characters, including Dick Tracy, 
Li’] Abner, and cowgirl and cow- 
boy. A special mechanism enables 
the characters represented on the 
dial to be seen in action. New 
Haven Clock & Watch Co. 

(Resume reading on page 13) 
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Display it! Keep it filled! 


SCREW DRIVER & WOOD CHISEL 
SELF-SERVICE DEPARTMENT 














Fuller Metal 
— Rack 
| In Eye - Striking 
Blue and Orange 
Worth $51 ou 







I 
Contates Fe be, 
FULLER Wood Chisels. 
COMPLETE BASIC 
ASSORTMENT “ys Ss RETAIL LIST 
Doze ri 
. ee. Toe sizes $24.40 


Priced for FAST TURNOVER. Plenty of room for your present open stock. Shipping weight 12 Ibs. 
Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., Inc. 905 FAILE ST., BRONX 59, N. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 


ae a ee we! 
Fuller's Big 6-pc. 
Gift Box Idea 








gives dates 6 4. greater profits I 


a M FULLER’S DELUXE ff 
<> F 


















SCREWDRIVERS 
display gift box is ull 
FREE! 
ome 5). 75 


SET RETAIL 


Here it is!—the biggest sales-making 
° portunity of the year. Now you can 
sell Fuller's fast-moving screwdrivers in units 
of six for six times greater profits. 

Full size unbreakable amber handles. Precision 
ground hi-carbon steel blades. Branded and 
warranted. 


Order today thru your wholesaler. Jobbers: Catalog sheets available for your salesmen. 


FULLER TOOL CO., Inc., 905 FAILE ST., BRONX 59, N.Y. 


World's Largest Producers of Unbreakable Amber Handle Tools. 


=s 


At 





ae 
aa 


You pay only the bulk 
price for the screw- 
drivers. The handsome 








#506 


Set includes 
a driver for 
every need 
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WAGNER 





| FOLDING 
STEEL 
LEGS 


For tables 
and plat- 
forms of all 


types. Tested 
for 5,000 lbs. 
per pair All- 
steel with patented alli- 


gator grip in sizes 24” 
and 30” high. 











FOLDING 
SCAFFOLD BRACKETS 


All-steel with slotted holes ; 
for quick and easy installa- % 
tion and removal. Tested for _ 
4,000 Ibs. per pair. 5 


LADDER BRACKETS 


All-steel, adjustable, with 
holes for safety rail and 
10” plank, Used on either 
side of ladder. 


ROOF BRACKETS 


All-steel, with extra long at- 
taehing leg for wood or com- 

- yn — to 
prevent sliding, rubbing or 
gouging. 


Order today or write for prices 
and Bulletin B. H.—651 


WAGNER MANUFACTURING CO. 
Bon HA-6i CEDAR FALLS, 1OWA 


SELL“S2 QUALITY 
THE WARNER LINE 
















No. 724-Hog trough 20 
92., 2 ft. long rolled edges 


No. W-89-Electric stock tank 
heater, entirely automatic 





No. P-17-All purpose pan, 
all one piece, 3 gal. capacity 


Also complete line of poultry equipment. 


Write for new catalog 


WARNER BROODER & APPLIANCE CORP. 
North Manchester, Indiana 
FACTORY, SALES AND SERVICE 
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TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
to each application as a home design 
keynote. Moe Light, Inc., Fort At- 
kinson, Wis. 


Hand Sanding Kit 

This home craftsman hand sand- 
ing kit, designed and packaged for 
Christmas, contains an all-rubber 








sanding block and three packs of 
home workshop sandpaper. There 
are also 30 sheets of fine, medium, 
and coarse-grained aluminum oxide 
sanding paper, and each 234x9 in. 
sheet is factory-cut to fit the new 
rubber block. Kit retails for $2.49. 
Minnesota Mining & Mfg. Co., 900 
Fauquier St., St. Paul 6, Minn. 


Xmas Display Blocks 


A novel set of four display blocks 
in primary colors is for Christmas 
display. They are strongly built to 
support any of the items in the 
Universal electric housewares line. 





Each block is a 9-in. cube. Landers, 
Frary & Clark, New Britain, Conn. 


Range Holiday Aids 


Christmas displays and sales aids 
are available for Roper ranges. 
There is a 6x6 ft. display, done in 
color on sturdy corrugated board 
for floors or windows, showing a 
Roper range and Santa Claus mak- 
ing out a Christmas list. Price of 
the display is $11.95 f.o.b. Rock- 
ford. Other aids include a two-color 
consumer folder, four circular pen- 
nants, a series of five mats, holiday 
price tags and radio spot announce- 
ments. Geo. D. Roper Corp., Rock- 
ford, JIl. 


Gift Certificate 


A specially designed electric 
housewares gift certificate is one 
of the selling aids offered to dealers 
in connection with the Electric 
Housewares Gift Campaign. A pink 
3x9 in. “check”, listing electric 
housewares gift suggestions on the 





reverse side, comes in a three di- 
mensional box-effect folder. A white 
envelope is included with the gift 
certificate. Cost is $9.00 per 100. 
Electric Housewares Section, Na- 
tional Electrical Mfgrs. Assn., 155 
E. 44th St., New York 17, N. Y. 


Bicycle Xmas Promotion 


An illustrated chart shows pa- 
rents how to choose the right size 
bicycles for children, from a 16- 
in. bicycle with extra “outrigger” 
wheels for 31% to 5-year olds, to the 
full 26-in. bicycle for 1l-year olds 
and up. Copies of the chart can be 
blown up to effective window dis- 
plays, and are available free to 
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bicycle retailers and merchandisers. 
Bicycle Information Bureau, 1 E. 
57 St., New York 22, N. Y. 





Xmas Display Piece 


This sparkling green and red 
miniature Christmas tree display 
fits easily on top of the P & C 
Rocket-150 and Thrifty-50 rotary 
tool merchandiser, turning either 
into an attractive gift display for 
the holiday season. It is readable 
from any direction. Two smaller 





trees are included with each tree 
unit, available from P & C Tool 
Co., P. O. Box 5926, Portland 22, 
Ore. 





Shellac Display Card 


This new four-color display. card 
attaches firmly to the 1-gal. con- 
tainer of Parks Shellac, and carries 
the headline, “Particular Painters 
Prefer.” The quick-drying quality 
of the product is also emphasized 





on this card, for use in the window 
or on the counter. The Parks Co., 
Fall River, Mass. 





Hose Display Carton 


This attractive new display car- 
ton for Amepco Realite plastic gar- 
den hose comes in red, blue, yellow 
and tan, and can be used as a ship- 





AMERICA’S SMARTEST DEALERS 


Sell SPOT 


Sash CORD 


SPOT SASH 
CORD will 
catch every } 
customer ek 
with an eye 


for value! 


ad i 





= | Easily 


x 
ad 
else but... 


Samson line. 


by the colored spots . . 


customers want a strong, 






IT’S SOLID 
BRAIDED 
COTTON 


MINIMUM 
STRETCH 
ASSURING 
LASTING 
BALANCE 


EXTRA STRONG 
AND SMOOTH 
FOR NOISELESS 
OPERATION 


identified ... 


. our trade mark. 


What should you recommend when your 
job-tested sash cord 
for new installations and replacements? What 
SPOT Sash Cord. 


YOUR JOBBER HAS SPOT SASH CORD 


Your jobber also carries the complete 


Phoenix and Aetna sash cords; Whale, solid 


braided cotton clothes line; 


centre, plastic-coated clothes line; 


Tite-Rope, wire- 


venetian 


blind, awning and marine cords; and other 


small lines. 
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PORTABLE WINDOW * 
VENTILATORS F 


hen 














FASCO 
OSCILLATORS 


FASCO FLOOR FANS 


You'll hear exciting news about FASCO—news that 
means FASCO is the fan line you will want next year. You'll 
have FASCO quality, competitive prices, style, performance 
—plus something else you'll be glad to hear. Keep an ear 


cocked toward FASCO. 





FASCO OSCILLATING FANS—Old favorites for smooth, 
long-wearing performance . . . now in sleek, modern styling, 
handsome finish, with the steady, quiet power customers look 
for. A model for every buyer's need... 10”, 12” and 16” 


blade sizes... and a famous 16” Pedestal Model. 


FASCO PORTA-VENT—It's new! It's automatic! It's the 
practical modern ventilating system for all homes, both old 
and new... your market is tremendous. Fits all steel casement 
and wood sash windows. Portable . . . Simply plugs in. . . no 
installation costs. Every homeowner or renter your prospect! 


FASCO LO-LEVEL FLOOR FAN—Whips up a cooling 
breeze—but without even the suggestion of a draft. And 
FASCO'S exclusive solid base keeps floor dust out of circula- 
tion . . . keeps air in circulation, throughout the whole room. 
Ideal for offices . . . eliminates the nuisance of blowing papers. 
Available in 10” and 12” blade size models. 


formerly F. A. SMITH MFG. CO., INC 


KV aT, Industries, Inc. 


ROCHESTER 2, N.Y. 











TO HELP YOU SELL 





ping carton as well. Clear instruc- 
tions on the outside make setting 
it up an easy job. Shipped complete 
with eight lengths of Amepco Real- 





ite, four clear amber, two red and 
two green, it measures 2344x13'4x 
25 in., and weighs 50 lbs. gross. 
American Extruded Products Co., 
1023 N. LaBrea Ave., Hollywood 
38, Calif. 


Heater Bulletin 


Emersan - Electric combination 
radiant and fan-type heaters and 
wide-angle radiant heaters are 
pictured and described in detail in 
a colorful four-page bulletin, X6930. 
Included in this bulletin are com- 
plete specifications and construction 
features, as well as dealer aids 
available. Emerson Electric Mfg. 
Co., 8100 Florissant Ave., St. Louis 
21, Mo. 


Illuminated Sign 

This new plastic face illuminated 
sign, measuring 141/x6x4 in., car- 
ries the message “Buy Starrett Pre- 


wer. 





cision Measuring Tools” in red and 
yellow. There is a flasher attach- 
ment, and the sign operates with 
or without it. Designed to stand on 
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its base or to be suspended by a 
chain which is furnished with the 
sign. The metal case has a bright 
finish. The L. S. Starrett Co., 
Athol, Mass. 4 


Hack Saw Blade Display 


An attractive, two-tone, high 
speed Molybdenum Hack Saw 
Blades display, MO 25, holds 12 No. 
GM high speed blades—six 10-in. 
18 pt., and six 10-in. 24 pt. The 
sturdy high speed blades are made 
of Molybdenum special alloy steel, 
and are heat-treated for durability 
and fast cutting. Great Neck Saw 
Mfrs., Inc., Mineola, L. I., N. Y. 


1952 Calendar 


The 1952 American Mfg. calen- 
dar shows a painting of the clipper 
ship N. B. Palmer, one of the swift- 


§.9:8 8.8 

56 6 v7 8 Y 

22 23 24 25 2 
31° 


“S 





est of a fleet of famous clippers in 
the China trade. Free copies of the 
calendar are offered upon letterhead 
request while the supply lasts. 
American Mfg. Co., Noble & West 
Sts., Brooklyn 22, N. Y. 


Mower Catalog 


Four hand lawn mowers, two 
power mowers, and one rotary 
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NEW 
ALUMINUM 
FRAMELESS lg 
TENSION 
SCREENS 














ee 


7 


— 
Sealed Tight... 7 be 
Held by tension. 
Exclusive sill bar adjusts 
to off-level sills. 


















PROFITS FOR YOU! 


It’s the smart way to cut screening costs, reduce maintenance and 

add convenience to homes and apartments! Sell these new-type 

Keystone Aluminum Tension Screens for all double-hung windows! 

Cash in now—thousands of prospects! 
Saves 25 minutes per window in installation time. Easily in- | 

stalled—no heavy frames to cut or fit. No painting—no rust. Adjust- 

able sill bar assures tight fit on uneven windows. Easily replaced 

screening. Low first cost, low upkeep, neat appearance. Investigate! 


KEYSTONE GROWING FAST IN POPULARITY! | 


North Carolina Distributor says: “Our volume has | 
increased considerably. Builders and consumers | 
find it more economical to install Keystone Ten- 

sion Screens. *Customer satisfaction proven with- 

out a doubt.” 

Tennessee Distributor says: “Keystone Frameless 

Tension Screens installed in many housing projects 

in this vicinity. These screens far superior both 

in quality, appearance and durability to any other 

type of screen window. Also, most economical.” 

Georgia Jobber says: “Keystone Tension Screens 

are most satisfactory. They have certainly gained 

in popularity. Used on several large housing 

projects in this territory, and countless thousands 

of individual homes.” 




















mower are illustrated and described COUPON! 
in the new Rugg catalog. It is done U AMG Ps SEND 
in full color, and specifications are 
— for each mower. One page lot e 
shows and describes the company’s one Witt overs P® 64 me Spy pron’ 
Ocean Brand Manila Rope Ready- 1% Bere JOT oligatioOcgunts, Fqsio® S woe 
Pak, containing six coils of manila = Sy Wiser = aie Eeemeiee nowt 
rope for easy selling and display. = 4 a en 
E.T. Rugg Co., Newark, Ohio. ~— ee en 
“A ee ae 
° e . er ee" j 
Rolling Pin Display OE sal 
‘ civ 
This two-color, silk-screen coun- 0K OF a 4 
ter display, measuring 14x16 in., 
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get off fo 
a fast start 
with 
MELNOR! 


SS 


#600 
Swingin’ Spray 





pulling in heavy 
traffic wherever 
they’re stocked 


Free catalog on request 


MELNOR meTAL PRODUCTS CO., inc. 
112 Lafayette Street, New York 13 
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TO HELP YOU SELL 








holds a Nayco picture rolling pin 
and board. A dummy cookie is at- 
tached to show one of the uses of 





i 
ia! 





the pin and board, and to demon- 
strate the Springerle finished 
cookie. Nathan Cohen, Inc., 151i ¢ 
N. 21 St., Philadelphia 21, Pa. 





Caulking Compound Book 


Here is an eight-pag> caulking 
compound directory, giving such in- 
formation as how to apply caulking 
compound, where it is used, how it 
saves time and money, as well as 
caulking guns and nozzles. The 





Galtae PAteT ne wanerse ce. | 


directory introduces 26 permanent 
colors of caulking compound, and 
actual samples of the colors are 
illustrated. Calbar Paint & Varnish 
Co., 2612 N. Martha St., Philadel- 
phia 25, Pa. 





Housewares Display 


Display material is now available 
for the Arvin 3550 Lectric Cook, 
as well as other items in the electric 
housewares line. A full-color, 18x15 


in., panel emphasizes the ‘‘Cook’” 
and its ability to broil, fry, toast 
and bake. Five smaller color panels 
feature Arvin’s iron, toaster and 





heater. Display pieces are shipped 
as a complete unit. Arvin Indus- 
tries, Inc., Columbus, Ind. 





Brooder Fixture Display 


There is a new display stand 
which combines the display of the 
new complete line of Premier Infra 
Red brooder fixtures and reflectors 
and several types of Premier Infra 
Red heat bulbs. It is available to 
dealers handling the Premier Infra 
Red brooder fixture line. The Na- 
tional Ideal Co., 2533 W. Central 
Ave., Toledo, Ohio. 


Brush Gift Box 


This new gift box of newly styled 
household brushes, Quaker House, 
contains five brushes including a 





utility duster, scrubber, vegetable 
brush, bowl brush and a pot brush. 
All have highly finished hardwood 
maple handles with clear Durosty- 
rene bristles, and are attractively 
boxed. Also available is a new ceil- 
ing and wall brush, called Wonder- 
Wisk, which can be adjusted to 2, 4 
and 6 ft, lengths. Western Home 
Products Co., Allendale, N. J. 
(Resume reading on page 14) 
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¥4 INCH WIDE 10 FOOT 
WHITE BLADE ; 


| PREPARE FOR QUICK SALES 
on the NEW CARLSON RULE! 


It’s a real promising seller for all measuring needs... because 
it offers more. The new BIG CHIEF is especially designed for 
extended overhead and reach-in measurements. Its 34’’ wide 
blade has extra rigidity...extends farther horizontally and a 
full 10 feet overhead without buckling. The easy-to-read white 
blade automatically converts inches to feet at a glance. It’s a 
more useful rule...and you offer these additional CARLSON 
\ FEATURES that always spell more S-A-L-E-S: 








\ “ 
\ * Ten second blade change 
* Easy-to-read crackproof white face 
* Built-in automatic brake 
* Easy-action swing-tip 
* Centralized coil control 


—— ORDER FROM YOUR JOBBER TODAY! 
: ARTHER Produced under patents 2089209, 2510939 





CARLSON & SULLIVAN, Inc. 


MONROVIA, CALIFORNIA 








waturar Sales Ggoeal 
and wary 0 back ao! 


The superior qualities of 
Copperweld Household Wire 
are apparent at a_ glance. 
Strong, bright, non-rusting 
and pliable, this copper- 
covered steel wire is used for 
hundreds of jobs around the 
home, garden, workshop and 
garage. You'll find this wire 
one of your fastest-selling, 
most profitable items. Order 
your supply today. 








HOUSEHOLD WIRE CARD 
Each 25-ft. or 75-ft. coil is mounted 
on an attractive blue and orange 
card. Packed a dozen of one size 
in a carton—6 cartons to a ship- 
ping container. 














= COUNTER DISPLAY BOX 
5 eat This convenient and colorful dis- 
~— play box contains twenty-four 
Coproseell « coils of assorted sizes—one box to 
: 75 #0 moRE 7H a corrugated shipping container. 
- oRDINARY wikE copper covering 


prevents corrosion 
MOLTEN-WELDING 
mokes the 2 metals 
INSEPARABLE 


steel core 
provides strength 


COPPERWELD STEEL COMPANY, GLASSPORT, PA. SALES OFFICES IN PRINCIPAL CITIES 
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fo BY! 


Seasoned Mechanics 
prefer 


DIAMOND 










Tools 






DIAMOND DiAMALLOY ADJUSTABLE 
WRENCHES, drop forged of alloy steel, light and 
strong—PLIERS, combination, thin and bent nose 
— SIDE CUTTERS, light and heavy duty — 
LINEMEN’S PLIERS, with or without insulated 
handles — LONG and NEEDLE NOSE PLIERS — 
BATTERY and PUMP PLIERS—light and heavy 
duty NIPPERS—STAPLE PULLERS—SNIPS—some 
of the items from the Diamond Quality Tool Line. 
All cutting tools have electronically hardened 
cutting edges, extremely hard edges but with 
tough jaws and handles. 


Sold by l a‘ jobbers 


oo 
leading We “everywhere 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth 7, Minn. 
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Priority and Price Digest 





News and Interpretations of Government Orders 


How Hardware Wholesalers’, Retailers’ Price 
Ceilings Are Affected by New Excise Taxes 


Manufacturers, wholesalers, and 
retailers, under a series of amend- 
ments issued on Oct. 31 by the OPS, 
are permitted to revise their ceil- 
ing prices to reflect changes in cer- 
tain manufacturers’ excise taxes 
which become effective Nov. 1. 
These changes mean higher ceiling 
prices where excise taxes have been 
increased and lower ceiling prices, 
where excise taxes have been re- 
— or eliminated by the new tax 
aw. 


© Price Orders Amended 


Ceiling price regulation affected 
by the new amendment are: 

The General Ceiling Price Regu- 
lation — covering manufacturers, 
wholesalers and retailers not under 
some specific industry regulation. 

Supplementary Regulation 29 to 
GGPR which permits certain ad- 
justments at wholesale and retail 
levels. 

The General Manufacturers’ Or- 
der (CPR-22)—covering a wide 
range of products, such as refriger- 
ators, radio and television sets, fur- 
niture, and many building products. 

Retailers under Ceiling Price 
Regulation 7 already have author- 
ity to include excise taxes as part 
of their costs, including excise 
taxes resulting from changes at the 
manufacturing level. 


© How Is the Tax Passed On? 


Wholesalers and retailers use two 
methods in dealing with the excise 
taxes which have been imposed at 
the manufacturers’ level. 

Those wholesalers and retailers 
who have customarily passed along 
the exact amount of an excise tax, 
continue that practice. But those 
who have customarily taken their 
markup on the total manufactu- 
rers’ price (including excise taxes) 
will be allowed to continue that 
method. 

As for the treatment of excises 
increased at the wholesale and re- 
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tail levels, OPS points out that the 
Herlong amendment requires the 
agency to allow wholesalers and re- 
tailers a percentage markup on 
such taxes in those cases where 
sellers have customarily treated the 
amount of excise taxes as part of 
total costs for markup purposes. 

Agency officials also point out 
that wholesalers and retailers of 
some products have customarily ap- 
plied their markup to the total cost 
price they paid for commodities. 
Since many manufacturers bill 
wholesalers or retailers without 
listing excise separately, resellers 
have had no way of knowing what 
part of the manufacturers’ price 
was attributable to taxes. 


© What About Items in Stock? 


It is emphasized that the pass- 
through provisions on new excise 
tax rates apply only to merchandise 
received by wholesalers and retail- 
ers at the new rates. Thus, ceiling 
prices which reflect the changes in 
taxes would not apply to goods al- 
ready in stock. 


© How Was GCPR Amended? 


Specifically the amendments to 
the General Ceiling Price Regula- 
tion and Supplementary Regulation 
29 to GCPR provide that: 

(1) Manufacturers, wholesalers, 
and retailers who have customarily 
paid an excise tax and listed it sep- 
arately, may bill their customers 
for any increase on an exact dollars- 
and-cents basis and list it separ- 
ately, unless prohibited by the new 
tax law. 

(2) Wholesalers and retailers 
who pay excise taxes as such, but 
do not list the tax payment sep- 
arately, may reflect the exact 
amount of the increase, and must 
make corresponding reductions if 
the taxes have been cut or elimi- 
nated. 

(3) Wholesalers and retailers 
who have customarily figured their 


markup on acquisition cost (includ- 
ing excises) may continue to do so. 

(4) Manufacturers who include 
excise taxes without listing them 
separately, may add to their ceil- 
ing price the exact amount of any 
increase, but must reflect any re- 
duction or elimination of excises. 

Wholesalers and retailers of malt 
beverages, cigarettes, photographic 
apparatus, film, and equipment will 
be allowed to add only the ezact 
dollars-and-cents amount of the tax 
to prices. 


© How Producers Are Affected 


For manufacturers under CPR- 
22, and CPR-30, the amendment to 
those regulations provides that a 
manufacturer may separately list 
and collect the amount of any in- 
crease or new tax. If a tax is re- 
duced or abolished, and the manu- 
facturer has previously collected 
it and listed it separately, he must 
make a corresponding adjustment. 

If a manufacturer has previously 
included the excise tax in his ceil- 
ing, he must reduce the ceiling if 
the tax has been reduced or abol- 
ished, and he may increase his ceil- 
ing to reflect an increase. A new 
excise, may, of course, also be 


added. 


© These Items Are Affected 


A list of items, of interest to the 
hardware trade, follows: 

Electrical Appliances: A 10 pct 
levy on electric, gas, and oil ap- 
pliances is put on mangles, dish- 
washers, clothes dryers, floor pol- 
ishers and waxers, home-type mo- 
tion picture projectors, power lawn 
mowers, garbage disposal units, 
door chimes, dehumidifiers, food 
choppers, hedge trimmers, ice- 
cream freezers. 

Sporting Goods: Taxes were 
dropped on baseball equipment and 
sporting goods used by schools or 
by children—such as roller skates— 
otherwise the tax has been in- 
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RETAIL FLAVOR 


in Taylor’s big Xmas Sales Promotion 


MASS DISPLAY in every ad . . . the same kind that 
pays off for you in your own local ads, in your own 


store displays. 


VARIETY OF ITEMS in a wide price range . . . dif- 
ferent gifts to fit every taste, and every pocketbook. 


PRICES LISTED for every item . . . so your customers 
can plan to fit their budget, by reading the ad. 


HIGH PROFIT IN SMALL SPACE. You make a full 
40% profit on every item . . . protected profit, because 
there are virtually no returns, no markdowns neces- 
sary on Taylor items. Items are compact, too; give a 
high unit of sale in very small space. 


For more Taylor sales this Christmas, be sure to get 
Taylor’s free Christmas promotion kit . . . full of 
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sales-producing helps for your own local 
advertising, store displays, and for sales- 
people. Taylor Instrument Companies, 
Rochester, N. Y., and Toronto, Canada. 





ACCURACY FIRST 


INDUSTRY 








IN HOME AND 








HERE’S WHY 


Teall 


SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 





. . e 
Easier to identify See how the label 
stands out? It’s easy to read——from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


° 
Eadier to handle pheo products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 


ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand”’ fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 


SCREWS 
}*Machine Screws 
| me Screws 
eet Metal S, 
“cap oa crews 
uare Head S, 
Headless Set i 


BOLTS 

T*Stove Bolts 
flachine Bolts 

artiage Bo} 
Lag Bolts 
Brass Washers 


at 


Socket Set § 
Socket Head ag an, UTS ; 
RODS *Wing Nuts si 
*Threaded Rods Cap Nuts—Brass 


Knurled Nuts B 
—~Brass | 
{Slotted and Phillips Recessed : 
ee! and Brass ees 
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creased from 10 pct to 15 pet. 

Photographic Equipment: The 
25 pet tax on photographic equip- 
ment was cut to 20 pct, but the 15 
pet tax on film was raised to 20 pct. 
However, all “business cost” items 
are exempt from the two taxes. 

Fountain Pens, Cigarette Light- 
ers: A new 15 pct manufacturers’ 
tax goes on cigarette lighters, me- 
chanical pencils, fountain pens and 
ball point pens. 


No CMP Quotas for 
New Products 


Plans for manufacture of new 
products, if they involve controlled 
or allocated materials, will have to 
be postponed indefinitely. 

Controls chief Manly Fleisch- 
mann says new product allotments, 
unless for defense production, will 
not even be considered. Also, Na- 
tional Production Authority will 
take all possible steps to block de- 
sign or model changes in civilian 
hard goods for the next year—if 
the changes involve major retool- 
ing. 

Because of the serious shortages 
of machine tools and some other 
types of related equipment, Fleisch- 
mann says, government cannot per- 
mit diversion of such goods from 
defense plants until the bottleneck 
in machine tools is broken. 

NPA says it knows of no plans 
for major changes in automobile 
or other product designs. Reports 
on design changes mostly indicate 
minor revisions which will aid out- 
put under CMP. 


Flashlight Production 


Uncertain in 1952 


Production of ‘flashlights for civ- 
ilians in the first quarter of 1952 
will depend on manufacturers’ abil- 
ity to substitute steel, plastic or 
other materials for brass, NPA re- 
cently advised the Portable Electric 
Light and Flashlight Case Manu- 
facturers Industry Advisory Com- 
mittee. 

NPA informed the committee 
that the industry will receive brass 
sufficient to fill military orders and 
also said it hoped to make enough 
brass available for current-carry- 
ing parts for civilian flashlights. 

Because first quarter brass al- 
lotments for civilian cases will be 
drastically reduced, NPA said it 
will try to make an adequate supply 
of steel available so that industry 
can maintain a comparatively high 
rate of production through sub- 
stitution. 


Aluminum Prospects 
Brighter for Utensils 


Prospect of a slight increase in 
first quarter 1952 allotments of 
aluminum for the production of pots 
and pans was discussed at a recent 
meeting of the NPA with the Alu- 
minum Utensils Industry Advisory 
Committee. 

NPA indicated the allotment for 
the first quarter may be 2% pet 
over what it was during the fourth 
quarter, when the aluminum utensil 
industry was given 32.5 pct of its 
screened requirements, based on 
dollar value of shipments during 
the base period, first six months of 
1950. 


CPR-22 Ceilings Set 
For Flex-O-Glass, Inc. 


OPS has set ceiling prices for 
the sales of commodities manufac- 
tured by Flex-O-Glass, Inc., Chi- 
cago, Il. 

The prices were set in Letter 
Order L-310, under Sec. 48 of CPR- 
22, and are effective immediately if 
CPR-22 is presently applicable to 
the firm. If CPR-22 is not in effect, 
the ceilings will be effective at such 
time as the regulation does become 
applicable. 

The ceilings, all for sales to 
wholesalers, are as follows: 

Flex-O-Glass, 27.224 cents per 
square yard; Glass-O-Net, 36.114 
cents per square yard; Plastiglass, 
46.670 cents per square yard; Wyr- 
O-Glass, 53.337 cents per square 
yard; screen glass, 8.889 cents per 
square yard; window fabric, 20.557 
cents per square yard; scrim-glass, 
31.669 cents per square yard; storm 
door covers, 76.673 cents each, and 
storm door covers, vinyl, 55.560 
cents each. 

The ceilings are subject to a 2 
pet discount for payment within 10 
days. 


Hog Bristle Export 
Ban Still in Force 


Export of hog bristles of Chinese 
or Manchurian origin will continue 
to be prohibited in the fourth quar- 
ter of 1951, the Office of Interna- 
tional Trade, U.S. Dept of Com- 
merce recently announced. The 
prohibition. was instituted in the 
third quarter of 1951 to conserve 
domestic supplies of such bristles. 

Hog bristles of other origin, 
2% in. and shorter, will continue 
to be licensed for export on an 
“open-end” basis. Under “open-end” 
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FARM MARKET 


Billions Bigger 


says Sales Management 


RECORD 45-BILLION 
FARM INCOME EXPECTED 
says Rural Marketing (Country Gentleman) 


Total gress farm income for 1951 will amount to more than 
45-billion, the highest mark on record. You, too, can reap a 
Golden Harvest by selling Gem Dandy Electric Churns to 
your farm trade. Has tremendous appeal to farm homes be- 
cause it eliminates all drudgery in churning butter. Gem 
Dandy Electric Churn is a fast-selling, quality product 
geared to the wants of a tremen- 
dously prosperous market. Or- 
der today from your distributor. 





















Long - life, slow - speed, 
cool-running motor. 
Adjustable, aluminum 
shaft and dasher. 
Churns up to 5 gals. of 
whole cream or milk in 
a few minutes. Deluxe 
Model has white motor 
and switch in cord. 
Standard Model has 
black motor, no switch 
in cord. 


DELUXE MODEL 


(Recommended Dealer’s Cost) 
—$13.76. 


MODEL 4-QT 


Churns up to 3 


milk, Dealer’s 
cost (complete 
with jar) — 
$11.30. Extra 4- 
QT jars 90¢. 


STANDARD MODEL 


(Recommended Dealer’s Cost) 
—$12.32. 


Duraglas containers, sold sepa- 
rately, 3- or 5-gal. sizes. Deal- 


M DANDY 
GEM | CHURN 


ALABAMA MANUFACTURING COMPANY 


Dept. A-214 Birmingham 3, Ala. 
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HURRICANE 


Satisfied customers are the backbone of any successful 
business. And that’s why the Hurricane line appeals to 
money-minded dealers. For Hurricane quality never remains 
a secret in any neighborhood. Homeowners rave about 


the way this sturdy mower slashes through tall weeds 
and wiry grass. They like its ease of handling, its 
rugged construction, its vast amount of reserve 

power for tough cutting jobs. They like the as- 
sured availability of parts and service, and that 

every new improved feature fits any 
Hurricane ever made. Yes, the 
word’s out on Hurricane . . . so 
be ready to meet the increas- 

ing demand! Find out how 
profitable it is to carry 
the line of proven qual- 
ity ... Hurricane! 
















qts. of heavy 
cream or whole | 





Two 
Easy-to-Sell 
Models 


THE HURRICANE_. big, rugged rotary mower that takes heavy 
cutting jobs in its stride. No clutch or gear to adjust . . . just move it 
along and knock a 20-inch swath through the toughest tangles of 
weeds or grass. 





HURRICANE JUNIOR —here‘s concen- 
trated cutting power for the small city 
lawn. A compact, lighter replica of the 
big Hurricane. 














WHY CUSTOMERS PREFER HURRICANE 


@ 4-cycle, air-cooled 2 h.p. © Malleable aluminum 


gasoline en gine — “over- carriage 
powered” for assured per- —@ Ball-bearing wheels (punc- 
formance ture-proof tires) 
@ Automatic governor for eT. d 1 ¢ : 
ouninne 4 vg steel fan-tip ro- 
e Full-floating friction — So ; / 
drive e@ Adjustable cutting height 


e@ Turning crutch for greater 


© Rust-proof, silver-plated 
maneuverability 


drive shaft 





ORDER NOW —Be Ready USE THIS COUPON 
to eet the eman or * * 

this Fast-Selling, Big- Get Details and Prices Now 

Profit Power Mower! poo oo er rr 
National Metal Products Co., Inc. 

Dept. H-I 

2722 Cherry Street 








NOTICE TO JOBBERS: 


1 

| | 

A f hoi itori ! 
ew choice territories A 

are still open. You may ; ey Sear customer demand for | 

qualify—write for infor- Hurricanes. Rush me complete outline of | 

mation. | this year’s selling plans. | 

| Name | 

NATIONAL METAL |  jddress | 

PRODUCTS COMPANY | City | 

2722 Cherry Street | State | 

Kansas City 8, Mo. L ewan as an aw ae ewe ewares ewe awa | 





qs 


THESE ITEMS 
SELL ON SIGHT! 


CALF rs 










NIPPLE PAILS 
now. It saves 
valuable calves 
during the haz- 
S first 8 weeks of 

7 Vike reduces scours and 
helps calf add weight and 
‘ strength faster. Strong steel 
bracket spot welded on to sturdy 
hand-dipped galvanized pail. 
Equipped with pure rubber nipple 
and life-time brass nipple fittings. 
Nationally Advertised! Display This 
Popular Item Now! 


THE ‘MULTI-FIT” 


LOCK ON 


reacrer foam 





EG 


LTRACTOR FUNNEL 


LOCKS TIGHT 
TO FUEL TANK 


FILLER NECK Ww 


The safest tractor funnel on the 
market—fast, non-tip. It saves 
work, time, money. One of our 
best sellers because farmers want 
the patented LOCK-ON feature— 
it’s the only LOCK-ON Tractor 
Funnel made. A profitable item to 
show your farm trade. Nationally 
advertised! Write today for prices 








—please include name of jobber. 


GENERAL METALWARE CO. 


Minneapolis 13, Minnesota 


Portland 10, Oregon 
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licensing, no formal quantitative 
quota is established, but exports 
are controlled by OIT with due re- 
gard to national security and pro- 
tection of domestic supplies. 


NPA to Tighten Up 
Machine Tool Orders 


NPA is shortly expected to issue 
an order which will make it prac- 
tically impossible to obtain machine 
tools except for defense production 
and maintenance and repair pur- 
poses. The action, will in effect, 
carry out the statement of Manly 
Fleischmann, NPA administrator, 
that the agency will not permit any 
new models for consumer goods if 
re-tooling is required. 


Revoke Kordite Ceilings 


OPS has announced that it has 
revoked the retail price ceilings it 
had set up for Kordite brooms, 
clotheslines, clothespins, freezer 
bags, and boxes manufactured by 
Kordite Corp., Victor, N. Y. This 
revocation of Special Order 426, 
under Section 43 of CPR-7, stem- 
med from a request by the firm 
which advised OPS that it was un- 
able to comply with the preticketing 
requirements of the special order. 


Ceiling Prices for 
Revere Ware Items 


OPS has revealed retail price 
ceilings set for various articles of 
“Revere Ware” for Revere Copper 
and Brass, Inc., Rome Manufactur- 
ing Co., division, Rome, N. Y., in 
Special Order 705. 

The article and the OPS retail 
ceilings, respectively, are: 1-quart 
pan, $3.75; 114-quart pan, $4.95; 2- 
quart pan, $5.50; 3-quart pan, 
$6.35; 4-quart pot, $7; 6-quart pot, 
$8.50; 8-quart pot, $9.50; 4-quart 
kettle, $7.50; 6-quart kettle, $9; and 
8-quart kettle, $9.95. 

Also, 114-pint double boiler, $6; 
114-quart double boiler, $7.75; 2- 
quart double boiler, $9; 6-inch skil- 
let, $4.50; 8-inch skillet, $5.75; 10- 
inch skillet, $7; 12-inch skillet, 
$8.95; breakfast unit, $8; and egg 
poacher unit, $2.25. 

Also, 6-cup percolator, $8.25; 8- 
cup percolator, $9.25; 6-quart Dutch 
oven, $10.50; 8-cup drip coffee 
maker, $11.50; 7-piece beginner’s 
set, $13.95; X-special rack, $2; 
utensil rack, $2.50; de luxe shelf 
rack, $7.50; 2-quart pistol grip 
whistler, $4.25; 3-quart pistol grip 
whistler, $5.50; 2%4-quart pistol 
grip whistler, $4.75; and 4-quart 
pressure cooker, $18.45 in the East 
and $18.95 in the West. 


Hardware Dealer Asks NPA to Issue Order 
Providing BX Cable for Civilian Needs 


A prominent New England hard- 
ware dealer has sent HARDWARE 
AGE a copy of a letter addressed to 
NPA concerning his inability to 
obtain BX cable and non-metallic 
cable, and urging action to make it 
possible for the hardware trade to 
obtain supplies for civilian re- 
quirements. Because this situation 
is undoubtedly common to a great 
many hardware dealers, we are 
publishing the letter. 

Addressed to Thomas P. Kelly, 
Office of Civilian Requirements, 
NPA, Room 1402, Temp T. Bldg., 
Washington 25, the letter states: 

“Tt is my understanding that you 
are endeavoring to prepare a gov- 
ernment order regarding civilian 
requirements for the supply of BX 
cable and non-metallic cable. 

“We, in the hardware trade, ser- 
vice thousands of small home own- 
ers throughout the country with 
this vital material. These two 
items are constantly used in the 
repair and maintenance of every 
home in the country. 

“Under the NPA ruling, no cable 
manufacturer is authorized to ship 
cable to any of his customers who 


do not give him a priority number 
or a symbol number for his allot- 
ment. The great percentage of 
our business is done with the small 
individual home owner, who is not 
authorized to issue such symbols. 

“TI earnestly feel that a definite 
hardship will result for the prop- 
erty owners of this country unles 
some relief is granted through a 
special government order, permit- 
ting manufacturers to ship non- 
rated orders to their regular 
sources of distribution. 

“At the present time I have had 
my orders returned from every 
manufacturer of cable with whom 
we have been doing business. We 
are unable to secure one foot of BX 
cable or of non-metallic sheathed 
cable at the present time. In addi- 
tion to not being able to secure ma- 
terial, we are not even permitted 
to maintain an order in the factory. 

“Trusting sincerely that you will 
look favorably upon the issuance 
of a government order, permitting 
distributors such as ourselves to 
receive at least a limited supply of 
BX and non-metallic sheathed cable. 
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PAINT BRUSH 


SUCCESS! 


TIPPING 
Fine Tipped Nylon with flag 
ends produced on Robinson's 
Nylon Tipping Machine. 


















Brushes have greater hold- 
ing power due to softened 
and flagged tips of vary- 
ing lengths . . . pro- 
viding a paint reser- 
voir rivaling bristle. 
More pick-up = 
speed! 


} Robinson Tipped Nylon 








MIXING 
100% Tipped Nylon mixed to 
formula to give desirable taper, 
resilience and increased capillary 
action. 


Take a Robinson Tipped Nylon Paint Brush and 
compare it with an “equal quality all-bristle 
brush. It is impossible to decide from a performance 
standpoint which is pure bristle and which is Tipped 
nylon. 





Until a short time ago the performance characteristics 
of a pure bristle brush had never been duplicated in 
a brush produced from synthetic materials. 
But today, because of Robinson’s Nylon Tipping 
process, Tipped Nylon Brushes which rival the per- 
) formance of pure bristle brushes are produced. The 
careful, expert tipping and 
blending of nylon filaments is | 
the reason for the outstanding 
reception given to Robinson’s 
Tipped Nylon brushes by the 
master painter and discrimin- 
ating consumer. Nylon is no longer a 
substitute for bristle. So 
when you buy nylon paint 
brushes, insist upon brush- 
es marked “100% Tipped Nylon” 


Informative booklets describing the 
development of nylon for use in 
paint brushes are available in limit- 
ed quantities for distribution to your 
customers. Write directly to us or 
obtain them from your jobber today. 


AND [eo DE 


sacegeratts 


"NUTLEY 1, NEW JERSEY 
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AMBROID 


The Universal Liquid Cement 





Every year, for over 40 years, 
more people are using Ambroid 
than used Ambroid the year be- 
fore. Rising sales are a healthy 
sign. They show Ambroid satis- 
fies the user. 


Back around 1910, most of our 
customers were Sportsmen. They 
used Ambroid for patching their 
canoes. Now a canoe, especially | 
when it’s got a hole in it, is a 
pretty flimsy thing. And when 
somebody depends upon Ambroid 
to keep afloat—Brother, that’s con- 
fidence! Since there are more 
sportsmen now than there were 40 
years ago, maybe that proves Am- 
broid didn’t let them down. 


Another group of customers are 
the art galleries and museums. 
They’ve got treasures and beat-up 
relics they set great store by. 
When some of these exhibits need 
fixing, Ambroid is what they use. 
Some of the biggest corporations 

use Ambroid. It goes into prod- 
ucts known the world over. We don’t have anybody 
out twisting people’s arms to make them use Ambroid. 
They picked Ambroid because it does the job. 


Then maybe you saw recently where Holiday Maga- 


zine chose Ambroid for the Ss 
workshop in Holiday House, - spit) 

their ultra modern home. a 

So all you dealers who stock D | 
Ambroid, and all you cus- 

tomers who use Ambroid, 


can feel you’re in right 
smart company. Ambroid 
is really good. 


a 


Profitably yours, 


Air’ 


G. W. LAWRIE, Sales Manager 


SALES UNITS 


2 oz. tube 25¢ $1.80 doz. 
42 oz. tube 50¢ $3.60 doz. 


Also in Pts., Ots., & Gals. Keep this display box 
for industrial use on your counter 


AMBROID CO. 


ESTABLISHED 1910 


301 Franklin Street, Boston 10, Mass. 
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Store Managers using Monarch Price- Marking Systems 
have a big advantage in “abnormal times” 


Emergency times, when experienced 
help is scarce, profit margins are 
slim, and management details multi- 
ply—that's when your Monarch Price- 
Marking equipment pays off in extra 
advantages. Instead of mistakes and 
annoyances, business runs more 
smoothly. Hours of tiresome hand 
work are saved, clerical costs are 
lower. All the leaks and losses and 
misunderstandings so common with 
smudged, illegible pen or pencil 
price-marking are done away with. 
Even hard-to-mark merchandise be- 
comes quick and easy to mark when 
you use Monarch Senso Labels—the 
pressure-sensitive gummed labels 
that need no moistening. 





If you have any questions related 
to price-marking, your Monarch rep- 
resentative will be glad to discuss 
them with you—without obligation. 








The MONARCH 
MONARCH Marking System Company 


Since 1890— World's Largest Manufacturers and Distributors 
of Merchandise Price-Marking Equipment and Supplies 


TORONTO, CANADA e DAYTON, OHIO e LOS ANGELES, CALIF. 
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THE LAUSON COMPANY, NEW HOLSTEIN, WIS. U.S. A. 


Div. of Hart-Cart 
In Canada: 


TO ANYPOWER PROBLEM! 


Over 50 years experience in building better engines has 
given Lauson the answers to countless design and power 
problems. Lauson’s unique cooling, for example, forces air 
ever both valves at once for higher efficiency — cooler oper- 
ation... one of the many features that make Lauson the 
leader in small engine de- 
sign. Find out about Lau- 
son today — users of 
power equipment the na- 
tion over recognize Lauson 
as the finest name in de- 
pendable power! 


OUTBOARD MOTORS 









Hart A Co. Ltd., Winnipeg. 

























wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit maker, a really good lawn edger at last! The 
Wick Edger’s new and original design makes the cutting 
knife follow the contour of the ground so that it will not 
dig or plow. Your customers will like the Wick Edger 
because it is constructed to facilitate the greatest 
possible ease of handling. The knife is self-adjust- 
ing and self-sharpening, the heavy gauge 
spring steel cutting whéel and blade are heat 
treated for long life. A 4 inch rubber tire 
guides the edger along smoothly and 
without strain. Approximate unit 
weight, 3 Ibs., handle length, 48 


Write gs complete ifeonailie, 


Matec: INCORPORATED 
NEWCASTLE, INDIANA 


Amplex 
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x Washing ton 
—_ and VIEWS 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Board Cracks Down 
On Credit Violations 


The Federal Reserve Board is 
stepping up the tempo of its “get 
tough” campaign against violators 
of Regulation W. 

The Board calls attention to a 
recent court conviction for viola- 
tion of Regulation W—the first of 
such convictions under federal 
credit regulations as they are cur- 
rently constituted. At the same 
time, the Board has turned over to 
the Department of Justice about a 
dozen cases of alleged violations. 

In the first court conviction, on 
Oct. 18, a fine of $300 and costs 
was imposed for violation of Regu- 
lation W. 

“The violations consisted in not 
obtaining the down payment re- 
quired by Regulation W in connec- 
tion with instalment sales of home 
repairs and improvements, and in 
failing to maintain records which 
would show whether or not the 
transactions complied with the 
regulation,” the board said. It 
added that the defendant, who is 
engaged in the roofing and sid- 
ing business, did not contest the 
charges filed against him. 


Drive On for Central 
Federal Buying Plan 


A new drive for the establish- 
ment of a federal “central procure- 
ment plan” is being pushed by the 
Justice Department. 

Backers claim that government 
access to a complete catalog of all 
U. S. producers and manufactur- 
ers—large, medium, and small, will 
streamline mobilization buying. 

Central procurement planning, as 
envisioned by the Justice Depart- 
ment, would entail cataloging of all 
present and potential producers of 
military supplies and materials. 
Firms would then be called upon to 
supply the government as the de- 
fense program speeds up. 

(Resume reading on page 15) 








Whether playing games or 
selling chisels the hardware 
dealer still chooses a time- 
tested winner rather than 
gamble on a substitute. 


“Shark” Brand Swedish 
Charcoal Steel Chisels, al- 
though often imitated, have 
never been equalled in 
workmanship, steel or per- 
formance. 


So why take chances with 
your customer’s goodwill ? 
Offer them “Shark” Brand 
Swedish Chisels, sold na- 
tionally for over half a 
century. You'll find they’re 
not only dealer’s choice, 
but customer’s choice 

as Well. 











WRITE FOR 
INFORMATION ON 
“SHARK” BRAND 
CHISELS 


ALL PATTERNS 
AND SIZES. 











fandvik faw & Joo/ 
\ Division of Sandvik Steel, Inc | 
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ESKILSTUNA, SWEDEN 


47 WARREN STREET 


NEW YORK 7, N. Y. 
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Major Appliance Operation of Landers, 
Frary & Clark Sold to New Firm 


The major appliance oper- 
ation of Landers, Frary & 
Clark, New Britain, Conn., 
has been sold to Universal 





RICHARD L, WHITE 


Major Appliances, Inc., a 
new corporation formed by 
the Artkraft Mfg. Corp., 
Lima. Ohio. The sale involves 
Universal electric ranges, 
washing machines, and water 
heaters, and the transfer is 
effective immediately. The 
announcement was made 
jointly by Richard L. White, 
president of Landers, Frary 
& Clark, and Morton L. 
Clark, president of Artkraft. 

Vacuum cleaners, not in- 
cluded in the transaction, 
electric housewares, hard- 
ware, and vacuum products 
will still be produced by 
Landers in the manufactur- 
ing facilities at New Britain. 
These lines have constituted 
a substantial part of Land- 
ers, Frary & Clark’s total 
business, and will now be 
further developed through 
the availability of these ad- 
ditional facilities and manu- 


facturing and engineering 
personnel. 
Universal Major Appli- 


ances plans to produce the 
ranges and washing ma- 
chines in its Baltimore, Md., 
plant, and the refrigerators 
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and home freezers in Lima, 
Ohio. 

A series of regional meet- 
ings, to be held shortly, will 
inform Universal  distrib- 
utors in detail of the plans 
for future distributive poli- 
cies, products, and promo- 
tions, and Landers, Frary & 
Clark executives will also at- 
tend these meetings. Landers, 
Frary & Clark will have a 
minority interest in the new 
organization, but will not 
participate in the manage- 
ment, production or sales of 
these appliances. 

Artkraft Mfg. Corp. has 


been making Universal re- 
frigerators under contract 
with Landers, Frary & Clark 
for the past two years, and 
these units have been sold 
by Artkraft through the 
Universal distributing  or- 
ganization. 

The executive officers of 
Universal Major Appliances 
will be R. R. Truby, chair- 
man of the board, presently 
chairman of Artkraft; Mor- 
ton L. Clark and other Art- 
kraft manufacturing execu- 
tives will occupy _ similar 
positions in the new com- 
pany. 








Western Home Products 
Moves, Expands Line 


Western Home Products 
Co., formerly located in Buf- 
falo, N. Y., has moved to 
Allendale, N. J. The move 
was made to provide facili- 
ties adequate to handle the 
firm’s expanded line of house- 
wares, hardware and garden 
supply items. 





Ace Hardware Appoints 
New Housewares Buyer 
Henry J. Wozniak has 
been appointed buyer in the 
housewares department of 
Ace Hardware Corp., whole- 





HENRY J. WOZNIAK 


sale hardware firm, 2355 S. 
Blue Island Ave., Chicago 8, 
Ill. 

Mr. Wozniak formerly 
served with an Evanston, 
Ill., department store in the 
housewares department, and 
since 1945 held the position 
of buyer of housewares and 
toys. 





, Aubuchon Promotes 


Product Knowledge 


Promoting product knowl- 
edge was the aim of four fall 
regional sales meetings, held 
recently by the W. E. Au- 
buchon Co., Inc., 28-50 Roll- 
stone St., Fitchburg, Mass. 

Short talks on heating, 
plumbing, Sapolin, advertis- 
ing, warehouse orders and 
general policy were given 
by Frank Cataldo, Gerard 
Aubuchon, James Mullins, 
Bernard Aubuchon, John P. 
Aubuchon and W. E. Au- 
buchon, Jr., respectively. 

Personnel from all Au- 
buchon stores attended one 
of the four meetings. Plans 
have been made to hold two 
of these meetings a year, as 
well as the annual general 
sale meeting. 


HARDWARE 


Neal Jones Is Promotion 
Head for Orgill Bros. 


Neal O. Jones, formerly 
manager of the Nashville, 
Tenn., branch of Moore- 
Handley Hardware Co., has 
joined Orgill Bros. & Co., 
10-56 W. Calhoun Ave., 
Memphis 2, Tenn., as mer- 





NEAL 0. JONES 


chandise promotion manager 
of the wholesale hardware 
concern. 

Mr. Jones was associated 
with Moore-Handley Hard- 
ware Co. for 28 years, ad- 
vancing from stock clerk to 
manager of the housewares, 
sporting goods, toy and va- 
riety goods departments in 
Birmingham, Ala. In 1948 
he was made manager of the 
firm’s newly opened Nash- 
ville branch, holding this po- 
sition until his recent change 
to Orgill Bros. 





Hardware Stores Among 
Window Contest Winners 


The retail store of Railey- 
Milam, Inc., Miami, Fla., and 
Kronenberg’s, Inc., Hamburg, 
N. Y., were hardware stores 
among the third prize win- 
ners of a national window- 
trim contest sponsored by 
Emerson Radio & Phono- 
graph Corp., New York, N. Y. 

The contest was a feature 
of Emerson’s over-all port- 
able radio campaign tied in 
with Pan American World 
Airways. 
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Morrison Company Purchases Aqua-Flo 
Water Systems Line From Heil Company 


The entire line of Aqua- 
Flo Water Systems, manu- 
factured by The Heil Co., 
Milwaukee 1, Wis., has been 
purchased by the Morrison 
Co., 125 W. Melvina St., 
Milwaukee. Effective with 
the close of business Oct. 12, 
1951, all activities of the 
Water System Division of 
Heil were assumed by Mor- 
rison. 

The inventory of pumps 
purchased from Heil will be 


sold under the Heil name, 
but as soon as it is practic- 
able the pump will be iden- 
tified as a Morrison. The pur- 
chase includes all jigs, fix- 
tures, tools, patent rights 
and orders. There will be 
no gap in production, and 
both service parts and new 
pumps will be available im- 
mediately to fill orders. 

The Aqua-Flo Line in- 
cludes shallow and deep well 
reciprocating type pumps 


and shallow and deep well 
jet pumps, and covers a 
complete range of sizes for 
every requirement. 

Production of the line will 
be moved to the new Morri- 
son plant in Milwaukee, 
which was completed only 
recently. 

The Heil Co. will continue 
to manufacture its complete 
line of home heating equip- 
ment, as well as its heavy 
equipment. 








Bigelow & Dowse Names 
Sales Vice-President 


Robert H. Watts has been 
appointed vice-president in 


charge of sales by Bigelow - 


& Dowse Co., 169 “A” St., 
Boston 5, Mass., hardware 
and housewares wholesaler. 
In this position he will su- 
pervise both sales and pur- 
chasing for the Hardware 
and Appliance Divisions. 

Mr. Watts was formerly 
associated with the sales and 
merchandising department of 
Gulf Oil Corp. 





Nine Stores Place in 
Presto Window Contest 


Nine hardware stores are 
among the first group of win- 
ning dealers announced for 
the Presto Products Dealer 
Display Award, sponsored by 
the National Pressure Cook- 
er Co., Eau Claire, Wis. The 
contest promotion was based 
on “It’s Fun to Keep House 
the Presto Way Because...” 

The first group of dealers 
to be awarded $50.00 in 
Presto products includes: 
Sprague Hardware, Kala- 
mazoo, Mich.; C. R. Chism 
Hardware and Clifton Hard- 
ware, both of Louisville, Ky.; 
Carmen Supply Co., Syra- 
cuse, N. Y.; Gearhart Hard- 


ware and S. W. Cohagan 
Hardware, both of Columbus, 
Ohio; Hanssen’s Hardware, 
Davenport, Iowa; Wheaton 


Paint & Hardware Co., and 
Community Paint & Hard- 
ware, both of Washington, 
D. ©. 


J. L. Pebbles Joins 
Hughes Supply Co. 


John L. Peebles, formerly 
president of Peden Iron & 
Steel Co., Houston, Tex., has 





fie 


JOHN L. PEEBLES 


joined Hughes Supply Co., 
Beaumont, Tex., as execu- 
tive vice-president. 








Spicola Hardware Co. Starts Construction of Modern 
Office and Wholesale Warehouse in Tampa, Fla. 


Construction of a new office 
and warehouse at 19th St. 
and Third Ave., S., Tampa, 
Fla., has been started by 
Spicola Hardware Co., whole- 
sale hardware firm located 
at 1907-1909 E. Broadway, 
Tampa 5. 

The new red brick building 
wil! provide approximately 


70,000 sq. ft. of space, and is 
being constructed on a plot 
of land 300x500 ft. The sam- 
ple room and main office will 
each measure 50x65 ft., while 
air conditioning will be a 


feature of the sample room 
and all offices. There is 300 
ft. trackage along the rear 
of the building and 100 ft. 


extending beyond the north 
side. 

Spicola Hardware expects 
to move into the new quar- 
ters about the first of May, 
1952, and it is believed that 
the new building will be one 
of the most modern hardware 
wholesale warehouses in 
Florida. ° 





Here is the artist drawing of the new office and warehouse being constructed by 


Spicola Hardware Co., 1907-1909 E. Broadway, Tampa 5, Fla. The new building, located 


at 19th St. & Third Ave., So., Tampa, will provide about 


70,000 sq. ft. of space. 


Spicola Hardware plans to occupy these quarters by May |, 1952, 
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E. F. Carlson Celebrates 80th Birthday; 
With Warner Hardware for 57 Years 


— 


Shown celebrating his 80th birthday at his desk is E. F. Carl- 
son, first vice-president of Warner Hardware, 13 S. Sixth St., 
Minneapolis 2, Minn. An outstanding tool man, Mr. Carlson 
is still actively selling for the firm he has served for 57 years. 


E. F. Carlson, first vice- 
president of Warner Hard- 
ware, 13 S. Sixth St., Minne- 
apolis 2, Minn., recently cel- 
ebrated his 80th birthday. 
Mr, Carlson, who is still an 
active salesman for the firm 
he joined 57 years ago, was 
presented a bouquet of tlow- 
ers by employees of the com- 
pany. 

Mr. Carlson started his 
career in 1892, when he was 
associated with a retail firm 
in Iowa. In 1894 he joined 
Warner Hardware as a de- 


livery boy, progressing from 
stock into sales. In 1895 he 
was promoted to the position 
of manager and buyer for 
the tool department, and six 
years later he was named 
vice-president of the com- 
pany. An outstanding tool 
man, Mr. Carlson is respon- 
sible for a revolutionary de- 
sign in folding rules, and for 
an entirely new weight class 
of hammers for manual 
training schools. He is a 
member of the HARDWARE 
AGE 50-Year Club. 








Clover Mfg. Co. Names 
Treadwell Sales Head 


Theodore R. Treadwell has 
been appointed sales man- 
ager of Clover Mfg. Co., 
Norwalk, Conn., for the 
firm’s entire line of produ¢ts, 
including both coated abra- 
sives and grinding and lap- 
ping compounds. 

The company has also an- 
nounced the completion of a 
new building, providing 80,- 
000 sq. ft. of floor space, as 
part of Clover Mfg. Co.’s ex- 
pansion plan. 


Announce American Toy 
Fair Dates for 1952 


Horatio D. Clark, secre- 
tary, Toy Manufacturers of 
the U. S. A., Inc., 200 Fifth 
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Ave., New York 10, N. , ag 


has announced that the an- 
nual American Toy Fair will 
be held from Monday, March 
10, through Wednesday, 
March 19, 1952. Exhibits 
will be at the year-round 
showrooms at 200 Fifth Ave. 
and 1107 Broadway and 
other permanent displays in 
that district. Hotel displays 
will be shown at the Hotel 
McAlpin and the Hotel New 
Yorker. 


Forbid Lead Paint Use 
In Baltimore Homes 


A new housing regulation 
barring the use of paint con- 
taining lead pigment for use 
in the interior painting of 
any dwelling, dwelling unit 
or part thereof, has been 
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passed in Baltimore, Md. 
The regulation was passed 
as a result of the lead poison- 
ing deaths of 83 children 
within the last 20 years. 

Although repeated warn- 
ing had been given about this 
child health hazard, more 
cases are continually being 
discovered. Up to Aug. 29, 
there were 44 cases of lead 
poisoning of children in this 
year alone. 


Paint Group Discusses 
Self-service Stores 


“Is a Self-Service Paint 
Store Practical?” was the 
subject discussed at a meet- 
ing of The Paint and Wall- 
paper Association of Cook 
County, at the Como Inn, 546 
Milwaukee Ave., Chicago, 
Ill., Wednesday evening, Oct. 
24. Association vice-presi- 
dent Richard Koretz pre- 
sided over the meeting, 
which was attended by 150 
paint dealers and their 
guests. 

Thomas Erickson, senior 
buyer of paints and allied 
lines for Sears Roebuck & 
Co., and Charles Monehen, 
assistant retail sales man- 
ager of paints for Sears 
Roebuck, were the speakers 
for the evening. 


Mikola Joins Igoe Bros. 
In Sales Promotion 


Robert Mikola has joined 
the staff of Igoe Bros., Inc., 
Hardware and Building Ma- 
terials Division, 73 Metro- 
politan Ave., Brooklyn 11, 
N. Y. He will be in charge 
of all sales promotional work 
and all catalog work, includ- 
ing the setting up of the 
firm’s price book. Mr. Mikola 
will be located in the whole- 
sale hardware firm’s main 
office in Brooklyn. 


ROBERT MIKOLA 


Yale & Towne Promote 
Pantas and Bonine 


Leo J. Pantas has been 
appointed general manager 
of the Stamford Division of 


LEO J. PANTAS 


Yale & Towne Mfg. Co., suc- 
ceeding Milo F. McCammon, 
and Marvin C. Bonine has 
been named to succeed Mr. 
Pantas as works manager of 
the Salem, Va., Division. 


MARVIN C. BONINE 


Mr. Pantas has_ succes- 
sively managed two of Yale 
& Towne’s divisions during 
the past six years, the last 
one being the Salem Divi- 
sion. Mr. Bonine has been 
director of the industrial re- 
lations department of the 
Stamford Division during 
the past year, having joined 
the firm as assistant to the 
works manager. 


Utica Drop Forge Names 
Kimmons Representative 


Strait Kimmons has been 
appointed by Utica Drop 
Forge & Tool Corp., Utica, 
N. Y., to represent the firm’s 
line of tools in south Texas 
and Louisiana. Mr. Kim- 
mons makes his headquar- 
ters in Houston. 
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Renshaw Smith Heads 
Vita-Var Trade Sales 
Renshaw Smith, Jr., form- 
erly vice-president and di- 
rector of trade sales for 





RENSHAW SMITH, 


JR. 


Devoe & Raynolds Co., Inc., 
for the past eight years, has 
been appointed vice-president 
in charge of trade sales for 
the Vita-Var Corp., Newark, 


N. J., manufacturer of 
paints, varnishes and 
enamels. 


Mr. Smith has been asso- 
ciated with the paint indus- 
try in various sales capaci- 
ties for 30 years. He started 
as a paint salesman in New 
York, and in 1924 became 
Chicago branch manager for 
Devoe & Raynolds. For 16 
years he was vice-president 
and general manager of 
Wadsworth-Howland, a De- 
voe subsidiary, and has been 
a director of Devoe & Ray- 
nolds for 16 years. He has 
also served as president of 
both the Boston and New 
York Paint Clubs. In his 
new position, he will under- 
take an expansion program 
with Vita-Var. 


Boosters Xmas Party Is 
Planned for Dec. 12 


Complete plans for the an- 
nual Christmas Party of the 
Hardware Boosters were an- 
nounced at the group’s Octo- 
ber meeting. The dinner, 
entertainment and gift dis- 
tribution will be held 
Wednesday evening, Dec. 12, 
at the Hotel Roosevelt, New 
York, N. Y. Tickets at $10 
a person may be obtained 
from Ralph Allen, Diamond 
Expansion Bolt Co., 48 W. 
Broadway, or from Kenneth 
M. Lanyon, Yale & Towne 
Mfg. Co., 101 Park <Ave., 
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New York. Reservations will 
be limited. 

Feature of the October 
meeting, conducted by Wil- 
liam Wolfe, The Carborun- 
dum Co., president, was a 
talk on football and the 
showing of football films by 
John Batemen, head line 
coach and senior assistant to 
Lou Little, Columbia Univer- 
sity. 

Announcement was made 
that the Thanksgiving meet- 
ing will be held Monday, 
Nov. 19, at Miller’s Restau- 
rant, 144 Fulton St., New 
York, N. Y., with a program 
appropriate to the season. 





Camillus Cutlery Puts 
Out 75th-Year Booklet 


In celebration of the 75th 
anniversary of the founding 
of the business, Camillus 
Cutlery Co., Camillus, N. Y., 
has just published a_ book, 
“Camillus Digest,” which 
outlines the factors that 
make up the company’s 75 
years of business experience. 

The book, edited by Alfred 
Lief and put together in di- 
gest form, portrays the dif- 
ferent aspects of the busi- 
ness in individual sections so 
the reader can select that 
which is of most interest or 
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can read through the entire 
48 pages to get the full 
story. 

Camillus Cutlery was 
founded in 1876 by Adolph 
Kastor, who started his 
store as a hardware whole- 
saler. 





Legat Joins Sales Staff 
Of Billings & Spencer 


Leo A. Legat has been ap- 
pointed sales representative 
for Billings & Spencer Co., 
Hartford, Conn., in northern 
Ohio and western Pennsyl- 
vania. 

Mr. Legat, who makes his 
headquarters in Parma, Ohio, 
formerly traveled northern 
Ohio for the W. Bingham 
Co. of Cleveland. 





LEO A. LEGAT 


Hooghkirk Joins Schlage 
As Aide to Sales Head 


Stanley O. Hooghkirk has 
joined the Schlage Lock Co., 
Bayshore Blvd., San Fran- 


STANLEY 0. HOOGHKIRE 


cisco 19, Calif., as assistant 
sales manager. 

Mr. Hooghkirk was with 
Sargent & Co. from 1916 to 
1944. He covered eastern 
and central states as sales 
representative. In 1944 he 
joined Corbin Cabinet Lock 
Division of American Hard- 
ware Corp., in charge of 
Ohio, Pennsylvania and New 
York state sales. In his new 
position Mr. Hooghkirk will 
directly assist the sales man- 
ager in the supervision of 
sales. 








Montana Hardware Dealers Elect 








Officers and directors of the Montana Hardware and Implement association, elected 
at the 43rd annual convention of the group in Billings, Mont., October 25-27, from left 
to right, front row are: N. O. Blevins, Helena, executive secretary; L. E. Cooper, O. M. 
Wold Co., Billings, past president; Glen C. Kellogg, Kellogg Implement Co., Conrad, 


new president; R. 


Robins, Glendive, vice-president; Ellwood P. 


Railey of Montana 


Lumber and Hardware Co., Lewiston, new director; back row, left to right: Selmer 


Sanvik, Sanvik Brothers, Rudyard, director; Harold Marchion, 


Marchion Hardware, 


Anaconda, new director; J. T. Durkin, Miles and Ulmer Co., Forsyth, director; C. M 
Wall, Power-Townsend Co., Helena, director; C. E. Stephenson, Owenhouse Hardware 
Co., Bozeman, director; and Lee Johnson of Johnson Farm Equipment, Inc., Great 


Falls, new director. 
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Old Hi Says 
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Your H-I man is a tackle specialist, he knows what 
tackle will sell, when and how to sell it. Rely on him for 
real help in 52. . . the kind of help that means bigger 
volume and higher profit for you. 


And—your H-| man will show you the new H-I line— 
29,000 items that include the year’s best tackle values 
—from H-I Power Glass Rods (and bamboo and steel 


tods, of course) to reels, lines and lures. 


This great new line will be featured in another out- 
standing national advertising campaign all through the 
tackle selling season. Your H-I man has details on how 
you can tie in easily and profitably. Ask him. 


Why not order all your tackle requirements from a 
single, dependable source? See your H-l man—or 
write us for his name. 


<3 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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The national defense program means more 


and more work for Fultex Tarpaulins, in 
military, in industry, and on the farm. 
No other form of weather protection has 
proved as dependable,,easy and quick to 
apply as sturdy, tough, canvas tarpaulins. 
You are sure to have increasing demand 
for Fultex—the nationally advertised 
Tarp of 1000 uses, with triple strength 
features, and the personal “Name on 
your Tarp” service that Fulton offers. 
Now is the time to place your order 
while materials are still available to take 


care of your needs. 


Sulton 


BAG & COTTON MILLS 


New York City * Winter Haven, Fla. 


Atlanta + St. Louis « Dallas * Kansas City, Kans. 
Denver « Minneapolis * New Orleans *« Los Angeles 
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First Middle Atlantic Housewares Caravan 
Showing Receives Enthusiastic Response 


The first showing of the Bragg & Sand; Corrigan, 
Middle Atlantic Housewares Gane & Co.; The Martin Co.; 
Caravan (see HA, Oct. 4, Maxwell & Truitt; J. W. Mc- 
p. 158) at the Hotel Sterling, Grory; and Morris Yeager. 
Wilkes-Barre, Pa., Oct. 23 
and 24, received an enthusi- . 
astic reception from dealers Clarke Sanding Machine 
and wholesalers within a Names Sales Manager 
90-mile radius, as they viewed Hal Croskey has been ap- 
housewares and merchandis- pointed sales manager of 
ee aa a Clarke Sanding Machine Co., 
that area. Both sales and Muskegon, Mich. 
turnout were reported as ex- 
ceeding the expectations of 
Caravan officials. 

The Caravan was developed 
as an aid to dealers and 
wholesalers in the middle 
Atlantic area, to present 
merchandise to them in an 
attractive maner to create 
interest in the lines, and 
to route retailers’ orders 
through recognized and estab- 
lished jobbers of the dealers’ 
choice. The enthusiasm with 
which it was received caused 
officials to state that there 
was no question but that the 
project will become a per- 
manent institution. Already Mr. Croskey joined Clarke 
a number of manufacturers in 1947 as division manager 
have submitted requests to of the Los Angeles sales and 
be included in future shows. service branch. In 1950 he 

Manufacturers’ represen- was transferred to the New 
tatives cooperating in the York City branch, where he 
Caravan are: James F. Bond; served in the same capacity. 








HAL CROSKEY 








Edrington Named Dazey Sales Head 





W. E. Gundelfinger, left, president of Dazey Corp., Warne 
& Carter Aves., St. Louis 7, Mo., congratulates W. G 
Edrington, right, upon his recent election as vice-president 
in charge of sales and advertising for the firm. Mr. Edrington 
who joined Dazey in 1949, has built up a nation-wide sales 
force of 53 men. 
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HARDWARE BRIEFS 








Connecticut 


The Jewett City Hardware, 
Jewett City, held its opening 
recently in a new store. Dif- 
ferent sections of the wall 
and floor displays have been 
plainly labeled to make shop- 
ping easy in this self-service 
store. 


lowa 


Howard V. Cheney has 
opened a hardware store at 
Manly, in the location of the 
former Witter Hardware. 
Prior to its opening, the in- 
terior of the store was re- 
modeled. 





Ralph Dilley and John 
Butcher have purchased the 
Hazard Hardware, Shenan- 
doah, from Ed Thomsen. 





The L. H. Katelman Hard- 
ware & Supply Co., Council 
Bluffs, is now located in its 
new building at 714 W. 
Broadway. 


Ferguson Hardware, Main 
St., Kingman, has completed 
its remodeling job, which in- 
cluded new wallpaper, paint, 
and other interior improve- 
ments, and new display win- 
dews. 


Louisiana 


The hardware department 
of the Ruston Hardware & 
Furniture Co., Ltd., Ruston, 
has been purchased and in- 
corporated as Ruston Hard- 
ware Co., Inc., 207 W. Miss., 
Ruston. L. C. Aycock is presi- 
dent of the new firm. 


Minnesota 


Fesenmaier Hardware, New 
Ulm, was opened recently. 





Nebraska 


Bourret Hardware & Gas 
Co., Kimball, is the new 
name of the firm purchased 
by James Bourret, Jr., which 
was formerly known as Mor- 
ris Hardware & Morris L. P. 
Gas Co. 





Alfred Sasse has _ pur- 
chased the Clarence Krebs 
hardware store in Diller. 


New York 


A new addition, estimated 
Lo cost $25,000, to the West 
State Hardware, 512 W. 
State St., Olean, includes an 
extension to the rear of the 
store. Part of the new struc- 
ture will be used for expan- 








sion of hardware depart- 
ments, 
North Dakota 


C. B. Olsen has bought the 
interest of C. O. Bjorsness in 
the Dahlen Hardware & Ap- 
pliance store, Dahlen. Mr. 
Olsen will continue the busi- 
ness in connection with his 
general store. 





Texas 


Arlington Hardware Co., 
114 S. Center St., Arlington, 
has completed a remodeling 
job, which included a new 
roof, flooring, front and fix- 
tures. 





Alfred Lehne has opened 
a hardware and paint store 
in Harper, known as Lehne 
Hardware Co. 








Advertising Heads For 
American Hardware 


C. W. Bostrom, Jr., has 
been appointed director of 
advertising for all divisions 
of The American Hardware 
Corp., New Britain, Conn. 
Ebbe C. Anderson was 
named advertising manager 
of the P. & F. Corbin, Cor- 
bin Cabinet Lock and Wood 
Products Divisions of the 
firm, and Andrew Sataline 
became advertising manager 
of the Russell & Erwin and 


Corbin Hose Clamp Divi- 
sions. 

Mr. Bostrom formerly 
served for 15 years as ad- 
vertising manager of Ed- 
wards Co., Ine. 





Caffaro Joins Gem 


James Caffaro, formerly 
with Whitlock Corp., 17 
Warren St., New York, N.Y., 
has joined the sales depart- 
ment of Gem Wholesale 
Hardware Corp., 48 Warren 
St., New York, N. Y. 
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EXAMPLE: ep a Se | 
Lancaster Glass 


made from 


FINE CRYSTAL GLASS - 
FULLY FIRE-POLISHED 
AND WELL PRESSED 


% They are brilliantly beautiful } 
. . the achievement of a manufacturer , 


with 40 years experience producing high 


quality industrial precision glassware. 


MANUFACTURERS: 
Write Today for Samples and Prices 


i ancaster wl ENS co. 


LANCASTER, OHIO 


INDUSTRIAL GLASS MADE TO YOUR SPECIFICATIONS 
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Aer s the New 
WESTCO 





QUALITY 


qTsS 





PRODUCT 


There's no other can opener like it! 
Westco’s rotating cutting blade opens cans 
with silky smoothness — and with never 








aia 





OPENER 73 


— 
eS 


ING “\ 


%, 






rough or jagged edge. No wonder its sales increase 
amazingly every year. And now a special steel operating 
lever makes the Westco 66 even smoother cutting, 
easier to operate and more durable than ever before. 
Here is the can opener you can sell to your 
customers with confidence. 





NEW PACKAGE — The new im- 
proved Westco 66 is easily identi- 
fied by the colored b. around 
the end of the box. Contains com- 
plete instructions for use. 





The BLUE WHIRL — A smooth, fast 
ball bearing beater —the bouse- 
wife’s favorite for a quarter of a 
century. Stainless steel wings. Red, 
green or yellow plastic handles. 


THE TURNER & SEYMOUR MBG. CO., Torrington, Conn 
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News of the Trade— 








NEWS OF 


MANUFACTURERS’ AGENTS 








Camillus Cutlery Names 
Five Representatives 


Camillus Cutlery Co., Ca- 
millus, N. Y., has announced 
the establishment of manu- 
facturers’ representatives in 
various parts of the country, 
supplementing the company’s 
sales organization. They will 
handle the new _ household 
cutlery lines and the Camco 
line of pocket knives. 

Corrigan-Gane & Co., 1420 
Walnut St., Philadelphia 2, 
Pa., will cover New Jersey 
south ef Trenton, Delaware, 
Maryland, District of Co- 
lumbia, Virginia, and east- 
ern Pennsylvania; Garside & 
Conway, Boston, Mass., has 
been named for the six New 
England states; and Bert J. 
Clark Co., 506 Kansas City 
Merchandise Mart, Kansas 
City 8, Mo., will handle Kan- 
sas, Missouri, Iowa, and Ne- 
braska. J. V. Folsom & Son, 
301 N. Market, Dallas 2, 
Tex., was appointed for 
Texas, Louisiana, Arkansas, 
and Oklahoma; and Lee Ar- 
ter Co., 672 S. Lafayette Pk. 
Pl., Los Angeles, Calif., will 


cover California, Oregon, 
Washington, Nevada, and 
Arizona. 





Take Hackett & Horn 
For New Firm Name 


The manufacturers’ repre- 
sentative firm of James R. 
Hackett has announced a 
lan of company name to 
Hackett & Horn, as well as 
a change of headquarters 
from 29 Powell Lane, Upper 
Darby, Pa., to 1034 Spring- 
field Rd., Collingdale, Pa. 
James R. Hackett and Jo- 
seph B. Horn are partners 
in the firm. 

Company’s represented by 


Hackett & Horn include: 
Burns Mfg. Co.; C. T. Wil- 
liamson Co., Inc.; William 


Johnson, Inc.; General Hard- 
ware Co., and others. 





Henricks Co. Named 


A. P. Henricks Co., 178 
Reade St., New York, N. Y., 
has been appointed manufac- 
turers’ agents for Sand’s 


HARDWARE 


Level & Tool Co., Clinton, 
Ind. Henricks Co. covers 
New York, Pennsylvania, 
Maryland, New Jersey, Del- 
aware and Washington, D. C. 





Herbert M. Demarest, 50 
Maplewood Ave., Maple- 
wood, N. J., has been ap- 
pointed to represent the 
Canvas Products Co., St. 
Louis, Mo., in New York 
state, including the metro- 
politan area, and northern 
New Jersey. Mr. Demarest 
had formerly handled the 
firm’s line, which includes 
Canvas Kid Grass Catchers, 
ground soakers, and tarpau- 
lins. 





Bellaire Enamel Co., Bel- 
laire, Ohio, has announced 
the appointment of Richard 
Ungar & Associates, Box 
224-B, E. Galbraith Rd., Cin- 
cinnati 15, Ohio, as house- 
ware’s representative in 
Kentucky and southern In- 
diana. 





Amsteen-Palmquist Asso- 
ciates, Chicago, IIl., has been 
named to cover Illinois and 
Wisconsin for the Burrite- 
Ware plastic housewares line 
of Burroughs Mfg. Corp., 
3831 Verdugo Rd., Los An- 
geles 65, Calif. Amsteen- 
Palmquist maintains perma- 
nent showrooms at the Fur- 
niture Mart, 666 Lakeshore 
Dr., Chicago, III. 





Edw. G. Reinert, 407 N. 
8th St., St. Louis 1, Mo., has 
been appointed sales repre- 
sentative in Missouri, Kan- 
sas and Nebraska for Drum 
Corp., 22601 Mack Ave., St. 
Clair Shores, Mich. Mr. 
Reinert will handle the new 
Drum line of TruWay Roller 
Painters. 





Sy Goldenberg has been 
named to assist Bernie Lein- 
off, manufacturers’ represen- 
tative at 664 11th Ave., Pat- 
erson 4, N. J., in covering 
the firm’s territory of metro- 
politan New York and north- 
ern New Jersey. 
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News of the Trade 


rimland to Represent 
alk Chemical Co. 


Frank C. Grimland has 
en appointed factory rep- 
sentative for Texas and 


FRANK C. GRIMLAND 


klahoma by Schalk Chemi- 
mi Co., 351 E. Second St., 
os Angeles, Calif. He was 
ormerly with Sonotone Corp. 


Din Industries Makes 
anges in Sales 


George W. Rahing, assis- 
nt sales manager of the 
hrearms and ammunition de- 
rartment of Winchester Re- 
ating Arms Co., division of 
lin Industries, Inc., has 
een transferred to the New 


Haven, Conn., office from the 
office in East Alton, Ill. Mr. 
Rahing will continue in his 
same capacity, and C. L. 
Tooker succeeds him at East 
Alton. 

Mr. Rahing has been with 
Olin Industries for 13 years, 
and Mr. Tooker has served 
with the firm for 12 years. 


N. E. Housewares Club 
Joins National Group 


The Housewares Club of 
New England has_ voted 
unanimously to join the Na- 
tional Federation of House- 
wares Clubs. The move, made 
at a recent meeting of the 
club, makes the Housewares 
Club of New England the 
10th club to join the Federa- 
tion. There are approximate- 
ly 30 housewares clubs in 
the “country. 

At the same meeting, new 
members of the New England 
group were announced. They 
include: Carl Anderson, Alad- 
din Industries; John W. 
Locke, Massachusetts Gas & 
Electric Light Supply Co.; 


John H. Lynn, General Elec- |) 
tric Supply Corp.; Russell R. |: 


Mveller, New England Hard- 
ware Dealers’ Assn.; Douglas 
F. Natter, Nesco, Inc.; and 
Robert Smith, The Welch 
Co. 


oleman Makes 50,000th Blend-Air Heater 


aaa 
t 





0.000th 


Lond: Arr 


REVOLUTIONARY 
HOME HEATING 


The 50,000th Blend-Air heating and ventilating system to 
oll off the production line of the Coleman Co., Wichita, Kan., 


greeted by Sheldon Coleman, left, president and general 

hager, and Clarence Coleman, vice-president in charge of 
production. The 50,000th Blend-Air was produced about two 
tars after the introduction of the line, has been achieved in 
¢ face of material shortages. Buhl Sons Co., Detroit, Mich., 
~y time distributor of Coleman heating equipment, secsivedil 
¢ 50,000th heating and ventilating system. 





PRICE LEADERSHIP 


mead butines— 


Check Sentinel prices with other brands of equal. 
quality — Sentinel prices are substantially LOWER. 


Sentinel quality is tops in its field. The new Sentinel 
Henry Dreyfuss designs are unequalled. 


And . . . Sentinels are nationally advertised in the 
Post, Collier's, Look and Better Homes & Gardens. 


SENTINEL MEANS BUSINESS 
GET YOUR SHARE OF IT! 


f° 0° 


RETAIL Jge sa? am 





SENTINEL . 
DIAMOND 
WRIST WATCH 






Efficient movement 

handsome 10 kt. rolled gold 

plate case, chrome plated back . 
Fine leather strap. $3.36 to re : 
tailer, $4.95* retail. With chro 

mium plated case, $3.06 to 

retailer, $4.50* retail 


SENTINEL 
LITTLE PAL 
ALARM CLOCK 





The Dreyfuss-desic 
matched for styling 


yned miniature 40 





alarm, un 
and value. Plain, $2.76 to retails 
$3.95* retail. Radium, $3.15 to re 


¢ 
tailer $4.5 


akelel 


O* retail 


SENTINEL CLICK POCKET WATCH 


yged, accurate. Bright 
rotating 
een delet 


nd dial. Unbr 


rysta : delkite| 





numeral 
a Plain $2.05 to retailer 
- 95 retail. Radiun 4 43 


ta ~ ‘ 2 ? 
Ty) LINE OF CLOCKS 
AN **CHES 


53.50" re 


SiN? 

















Green Covers Indiana 
Territory for Maytag 


William C. Green, regional 
sales manager of the Maytag 
Co., Newton, Iowa, has as- 





WILLIAM C. GREEN 


sumed managership of 15 
counties in Indiana. 

A member of the Maytag 
firm since 1945, Mr. Green 
has been in charge of 13 
north central Illinois counties 
Since 1947. In his present 
position, he will cover the 
Indianapolis territory to re- 
Place the late R. E. Jacobs, 
and will work under L. F. 
Webb, manager of the Cin- 
cinnati branch. 





Extruders Inc. Moves 


Extruders Inc., has an- 
nounced the removal uf its 
plant and offices to its new 


and larger location at 3232 
W. El Segundo Blvd., Haw- 
thorne, Calif. 





Ballonoff Metal Holds 
Annual Sales Meeting 


The marketing and mer- 
chandising program for the 
balance of 1951 and the early 
part of 1952 was the subject 
up for discussion at the an- 
nual sales meeting of Ballon- 
off Metal Products Co., 2536 
Euclid Ave., Cleveland 15, 
Ohio. The three-day meeting, 
held at Roundup Lake 
Park, Mantua, Ohio, was at- 
tended by sales representa- 
tives from all over the coun- 
try and Ballonoff executives. 
Salesmen were housed on the 
premises, and business meet- 
ings were held outdoors. 





Glauber Brass to Build 
$190,000 Plant in Texas 


Glauber Brass Co., Kins- 
man, Ohio, is planning the 
immediate establishment of 
a foundry-type plant in Ty- 
ler, Tex., according to its 
president, H. B. Salter. 

To be known as Glauber 
of Texas, the plant will be 
housed in a $190,000 build- 
ing on a 5%-acre plot. 
Equipment in the amount of 
$250,000 will be _ installed, 
and the plant will process a 
full line of finished plumb- 


News of the Trade 





ing, including fittings, valves, 
sill faucets, laundry trays, 
utility showers, faucets and 
other fixtures. 

William S. Hoopes will di- 
rect Tyler operations as vice- 
president and general man- 
ager. 


Baker Covers Detroit 
Area for Perfection 


Walter Baker has been 
added to the Cleveland dis- 
trict sales staff of Perfection 





WALTER BAKER 


Stove Co., 7609 Platt Ave., 
Cleveland 4, Ohio, to cover 
the Detroit, Mich., territory. 


Mr. Baker was formerly 
employed by the Knight Dis- 
tributing Co., Crandall 


Wholesale Co., and the Radio 
Distributing Co. 








Introduce High-Speed Drill Bit at Sales Conference 





The national sales conference of Century Drill & Tool Works, Division of Avildsen Tools 
& Machines, 311 S. Green St., Chicago, Ill., held recently at the Palmer House, Chicago, 
was selected for the introduction of Century's new high-speed mechanics length ‘Magic 


Black” drill bits with ““Quick-Cut points.” 


Executives and salesmen attending the con- 


ference are shown here, and those seated at the end of the table are, left to right: H. A. 
Brogan, president; Clarence Avildsen, chairman of the board; Ben T. Cowherd, vice- 
president and sales manager; George W. Avildsen, executive vice-president; and Robert 
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. Avildsen, vice-president. 


HARDWARE 


H. Nast Honored for 50 
Years with Huenefeld 


In recognition of 50 years 
of service with the Huene- 
feld Co., 2701 Spring Grove 





HENRY NAST 


St., Cincinnati 25, Ohio, 
Henry Nast, of the com- 
pany’s sales department, was 
presented a gold watch and 
chain at a luncheon given in 
his honor at the Cincinnati 
Club. The presentation was 
made by W. E. Huenefeld, 
president of the firm. 

Mr. Nast started with the 
Huenefeld Co. in 1909, in the 
shipping department. In 1912 
he joined the sales depart- 
ment, later becoming a city 
sales representative for the 
Cincinnati territory, which 
position he has continued tu 
hold. 


Midwest Mower Moves 
Manufacturing Plant 


Midwest Mower Corp., St. 
Louis, Mo., maker of Ever- 
sharp power and hand lawn 
mowers, has moved its manu- 
facturing operations to & 
new plant in Hannibal, Mo. 
A complete modernization 
program has been instituted 
in equipping this new plant, 
which has 40,000 sq. ft. for 
manufacturing facilities. 

The general offices will 
continue to be in St. Louis. 


Honor Burgess Battery 
25-Year Salesman 


Earl Osborne, salesman 
for Burgess Battery Co. 
Freeport, Ill., was recently 
henored for 25 years’ service 
with the company by the 
presentation of an inscribed 
wrist watch. Mr. Osborne 
covers one of the midwestern 
territories for Burgess Bat- 
tery Co. 
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casl brass line” 


Monogram QDocxr Grille 








= | 


Oe | 
a; Also available as Door Knocker only. 





This new, original Door Grille will catch the fancy of 
every home-owner. Available in all letters of the 
alphabet to give each door a personal, distinctive 
appearance. There’s nothing like it anywhere! 


| 
Beautifully cast of durable brass as a combination 
door knocker and grille. Available in all standard | 
finishes. Competitively priced with conventional | 

| 





designs ... And individually, attractively packaged 
for effective merchandising and quick sales. 


*Cast brass line includes: Entrance handles, Escutcheon 
plates, Door grilles, Door knockers, Mail drop plates, 
miscellaneous finishing hardware. 


FOR IMMEDIATE DELIVERY ORDER TODAY | 


HAROWARE OF PRESTIGE 








Ajax Hardware Manufacturing Corp. 
4351 Valley Blvd. Los Angeles 32, California 


HARDWARE AGE, NOVEMBER 15, 1951 


THE OUTSTANDING SHALLOW 
WELL PUMP OF THE DECADE 





THE PEERLESS 





ater Ring 


ONE OF THE COMPLETE LINE OF 
PEERLESS WATER SYSTEMS 





Manufactured under 
R. Moineau’s patents, Robbins 
and Myers, Inc., sole USA 

and Canadian licensee 


L 


sie 


FOR CONVENIENCE and LONG LIFE 









1. The Water King is Self-Priming! 
2. The Water King operates at half 


the usual pump speed! 


Sell the operating convenience and the 
extra life afforded by these two of the 
many features of the Peerless Water 
King system and you'll make your cus- 
tomers Water King boosters for life. 
Water King’s positive displacement 
method of water lifting is silent in 
operation, positive in action. Suitable 
even for wells pumping some sand in 
suspension. Write today for details of 
the complete Peerless line of water 
systems, cellar drainers, general utility 
pumps. Ask for Bulletin B-588-1. 









CAPACITIES: 
Up to 860 gallons 
per hour 


LIFTS: 

Up to 20 feet 
PRESSURES: 
Up to 40 pounds 


or more. 


MOTOR SIZES: 


Va, V3, V2 h.p. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Address Inquiries to Factories at: 

Los Angeles 31, California and Indianapolis 8, Indiana 
Offices: New York, Atlanta, Fresno, Los Angeles, Chicago, 
St. Lovis, Phoenix; Dallas, Plainview and Lubbock, Texas; 

Albuquerque, New Mexico 








WATER SYSTEMS 


THE COMPLETE LINE 
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News of the Trade 











OBITUARIES 








John H. Devore 


John H. Devore, 67, presi- 
dent of the Wm. W. Wood- 
ward Hardware Co., 3 Main 





JOHN H. DEVORE 


St., Newton, N. J., wholesale 
firm, died recently at his 
home. 

Mr. Devore began his 
career with the hardware 
firm in 1902, when he joined 
the accounting department 
of Wm. W. Woodward Hard- 
ware. He rose rapidly 
through all phases of the 
business, including office 
manager, outside representa- 
tive in northern New Jersey, 
southern New York, and 
eastern Pennsylvania, sales 
manager and general man- 
ager. In 1923 he was elected 
secretary of the firm, and 
continued in this position un- 
til his election as secretary 
and assistant treasurer in 
1934. In 1951 he was named 
president. 

Surviving are his widow, 
a daughter, and a son, John 
H. Devore, Jr. 





Walter E. Mackley 


Walter E. Mackley, 58, 
manager of the New York 
district sales of the Ameri- 
can Steel & Wire Co., 614 
Superior Ave., N. W., Cleve- 
land, Ohio, died of a heart 
attack Oct. 19. 

Mr. Mackley joined Amer- 
ican Steel & Wire as an office 
boy in 1912, and remained 
with the company except for 
service during World War I. 
He rose through the sales 
ranks of the company to the 
position of manager of man- 
ufacturers’ products sales in 
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1937, and from 1940 to 1944 
he was manager of sales for 
the company at Buffalo, 
N. Y. He became manager 
of New York manufactur- 
ers’ products sales, and was 
made manager of sales in 
New York in 1948. 

His widow and daughter 
survive. 


Henry Linn Worthington 


Henry Linn Worthington, 
74, president of H. Linn 
Worthington & Co., manu- 
facturers’ representative, 
Garrison, Md., died recently 
of a cerebral hemorrhage re- 
sulting from an automobile 
accident. 

Mr. Worthington started 
his hardware career in 1895 
in his father’s general store. 
In 1905 he joined Winchester 
Repeating Arms Co., selling 





HENRY LINN WORTHINGTON 


guns and ammunition, and 
remained with the company 
until 1942 as a district man- 
ager. At that time he started 
his own business. He was a 
member of the Hardware Age 
50-Year Club and has held 
various offices in the Hard- 
ware Club of Baltimore. 

Surviving are his widow, 
two daughters and a son, 
Henry M. Worthington, who 
will help direct his father’s 
business. 


George H. Bough 


George H. Bough, 77, for- 
merly associated with Land- 
ers, Frary & Clark, New 
Britain, Conn., for 30 years 
as sales representative, died 


recently at his home in Kan- 
sas City, Mo. He had re- 
tired from Landers, Frary & 
Clark about 12 years ago. 





Herbert L. Olson 


Herbert L. Olson, 49, man- 
ager of the city sales depart- 
ment of Masback, Inc., 330 
Hudson St., New York, 
N. Y., died suddenly of a 
heart attack on Oct. 21. 
Nearly all of Mr. Olson’s 
business career had _ been 
spent with Masback. He 





HERBERT L. OLSON 


started with the firm as a 
salesman in the city sales de- 
partment in 1925, and be- 
came manager in 1940. 





John C. Haering 


John C. Haering, 53, sales- 
man of Alfred Field & Co., 
Inc., 98 Chambers St., New 
York 8, N. Y., died Oct. 11 
after a six-month illness. 

Mr. Haering joined Alfred 
Field & Co. in 1914, soon be- 
coming a salesman covering 
metropolitan New York, 
northern New Jersey and the 
Hudson River Valley. 

His widow and two sons, 
Stanley and Gene, survive 
him. 





Frank F. Whittam 


Frank F. Whittam, 60, a 
Philadelphia hardware 
dealer who served for 18 
years as general sales man- 
ager of John Lucas & Co., 
1617 Pennsylvania Blvd., 
Philadelphia 3, Pa., died re- 
cently. 


HARDWARE 


M. R. Peck 


M. R. Peck, 67, vice-pregj. 
aent of The McKay Co., 1005 
Liberty Ave., Pittsburgh, Pa, 
died of a heart attack Oct, 
25, at his home in Pittsburgh, 

Mr. Peck was associated 
with the Standard Oil Co. of 
California before he joined 





McKay Co. in 1927, holding 
the position of vice-president 
until his death. He was a 
member of the American 
Hardware Manufacturers As- 
sociation, the National and 
Southern Wholesale Hard- 
ware Associations, and the 
Chain Institute. 

A daughter and a son, 
Robert M. Peck, survive. 


Howard W. Pound 


Howard W. Pound, 55, 
vice-president and manager 
of the Air Filter Sales Divi- 
sion, American Air Filter 
Co., Inc., Louisville, Ky., died 
Oct. 10. He was a member 
of the American Society of 
Heating and Ventilating En- 
gineers and an engineer of 
long experience in the aif 
filter industry. 





Albert |. Sparkman 


Albert Ira Sparkman, 58, 
southern district manager of 
the Rival Mfg. Co., 22 St. and 
McGee Trafficway, Kansas 
City 8, Mo., died Oct. 3 at 
his home in Kansas City. 
Mr. Sparkman was in the 
sales department of the H. D. 
Lee Co. for 15 years, prior 
to joining Rival in 1938, 
where he has helped train 
many of the present sales 
men and district managers. 
His widow, four daughters, 
and a son, Michael D. Spark- 
man, survive him. 
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News of the Trade 





a report in pictures of people and 
events in the hardware trade 


HA Photo Angles 























State officials were among those photographed at the 
recent dedication of the new plant of Rockwell Mfg. 
Co., opened in Tupelo, Miss. Left to right, Gov.- » 
elect Hugh L. White, Gov. Fielding Wright, H. Camp- 
bell Stukeman, vice-president, and Col. W. F. Rock- 


well, chairman of the board. 


Ole B. Bergersen (second from left) who re- 
cently retired as New England sales manager for 
HARDWARE AGE, receives a gift of matched 
golf clubs from the staff of HARDWARE AGE 
at a luncheon held in his honor. Shown with Mr. 
:' Bergersen are, left to right, Will J. Feddery, 
\\\\ oo , Cleveland manager; Leonard V. Rowlands, pub- 

\ / lisher and John G. Wilcox, who succeeds Mr. 

' , Bergersen in the New England office. Mr. Ber- 
| gersen, who has been associated with Chilton 
Co., publishers of HARDWARE AGE, for 34 


years, plans to live in Florida. 


PAN Pesan : poms 3 


2 \h\, 


ee 





Matthew Scammell, _ third 
from left, president of S. L. 
Allen & Co., Inc., manufac- 
turer of Flexible Flyer sleds, 
racers, and skis, gives his ap- 
proval of the new advertising 
and mechandising program 
launched by the Philadelphia 


concern. 
















Eastern managers of Boyle-Midway, Inc., 22 E.40 St, & 
New York, N. Y., met recently to plot the firm's sales 
course. Pictured from left to right are: Al Debaggis, 
national sales head; Streider Schraffenberger, presi- 
dent; Gene Magill; Daniel Fellons; George Blizzard; 
Leroy Rider; Clark Quinlan; Warren Tingdale, vice- 


president of sales; Art Hess, and James Mulhern. 





Attending a din- 
ner given Oct. 9 
by the California 
Pot & Kettle Club 
for members of 
the Housewares 


Club. 
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CONVENIENT 


TO BUY 


PROFITABLE 


TO SELL 





BREAK-PROOF 
SHOCK-PROOF 


Screw Drivers 


SPECIAL DRIVERS 
In addition to giving you 
the widest selection of the 
best drivers Vaco knows 
how to build, Vaco brings 
you many fast turnover spe- 
cial drivers such as the fa- 
mous Duplex “Reversible” 
combination Phillips and 
regular blade driver. 






TLD 
I 
! 


Square Blades 





SPECIAL KITS 
Here’s another famous 
Vaco sales-builder . . . the 
No. ZB 50 Phillips—reg- 
ular 5-in-1 screw driver 
kit. A wonderful gift item 
with excellent dollar vol- 
ume. 


TT iM 


@\ i 
Naya 


FREE 30-PAGE CATALOG 
Beautiful! Authentic! 
Easy-to-read! A gold 


. mine of information 
Oftset that makes ordering 
A simple as A, B, C, 


Phillips Bit 


IO) 


| 
l 
I 
Reed and Prince | 
I 


(Frearson) 


CSP 


Screw Holding 


—HolW 


Nut Drivers 7 


— 


Allen Drivers 


==0) 


Clutch Head 





SPECIAL DISPLAYS 


Vaco brings you more dis- 
plays than anyone else in 
the business! To show ‘em 
is to sell ‘em .. . and 
means more money in 
your pocket! 














No hardware store 
SAF sroua be without one. 


m | Write for yours today. 
0 317 E. Ontario St. ones 9 11, Minois 


In Canada: Vaco Lynn Products Co. Ltd. 
1212 Notre Dame St. W., Montreal 3, Quebec 


MORE THAN 250 STYLES AND. SIZES 
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WILLIAM GERSTLE, 
who has been manager of 
the order checking depart- 
ment of the Belknap Hdwe. 
& Mfg. Co., Louisville, for 
about 20 years, started 
work with the firm as a 
messenger boy in 1901. He 
held a number of positions 
in the office until he was 
advanced to his present 
position. His favorite di- 
versions are fishing and 
traveling around the coun- 
try by auto. Mr. Gerstle’s 
birthday is on Feb. 26. 


HARRY F. METZGAR, 
who recently retired as 
purchasing agent of the 
Bittenbender Co., Scran- 
ton, Pa., after 13 years in 
that position, took his first 
job with the company in 
1893. He served four years 
as filing clerk, three as 
floor clerk, four years in 
shipping, four years as 
floor manager, seven years 
on stock records and 23 
years as assistant pur- 
chasing agent before he 
was made purchasing 








WILLIAM GERSTLE 





HARRY F. METZGAR 


agent. Mr. Metzgar says that one lesson he was 
taught by his old employer, W. E. Bittenbender, 
was that a traveling man was never to be left 


waiting. 


“IT never let those fellows 


warm the 


bench,” says Mr. Metzgar, “‘because I realized that 


their time was just as valuable as mine.” 


After 
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58 years of work, having started when he was 15, 
Mr. Metzgar now has the time to indulge his hob- 
bies of fishing, hunting and home wood-working. 


JOHN F. KAUFMAN, 
manager and buyer of 
athletic goods and toy de- 
partments of the Edw. K. 
Tryon Co., Philadelphia, 
was in his teens when he 
entered the firm’s employ 
on Sept. 20, 1901. When 
Mr. Kaufman started work 
for the company there was 
a huge rifle, about 40 ft 
long, affixed to the upper 
three stories—a reminder 
that the company had 
started in business as gun 
makers. The firm’s 67th 
edition catalog, in 1901, listed Derringer and Cane 
guns, double barrel guns with large outside circu- 
lar hammers and Damascus barrels. Powder flasks 
and bull’s eye lanterns, prominently featured then, 
are now museum pieces. Smokeless powder was 
just beginning to be used. Popular brands of 
powder then were Walsrode, Ballistite, and Laflin 
& Rand. Lafaucheux pin fire cartridges were 
common. Other Tryon employees who were al- 
ready at work with the 140-year old company 
when Mr. Kaufman joined it, are: Thomas A. 
Young, 74 years of service; J. Harry Wurst, 61 
years; Robert J. Scott and A. George Gilfillan, 58 
years, and Charles W. Donahue, 52 years. 





JOHN F. KAUFMAN 


J.E.MARTIN,co- 
founder of Martin’s Hard- 
ware, New Bethlehem, Pa., 
last year celebrated the 
50th year of the business 
which he now operates 
with his son, W. C. Martin, 
who joined him as a part- 
ner in 1947. Father and 
son have been working to- 
gether since 1915 and the 
younger Mr. Martin is now 
general manager. The com- 
pany celebrated its golden 
anniversary by building a 
new building and equip- 
ping it throughout with new modern fixtures. In 
addition to hardware the firm has made a specialty 
of plumbing and heating contract work, and also 
does an exceptional job on bulk garden and field 
seed. Mr. Martin has always taken a keen interest 
in hardware activities. He helped organize his 
local Chamber of Commerce, and Merchant’s As- 
sociation. He also helped to organize the local 
Farmers & Merchants Agricultural Show. He 
served several terms on his local school board. Mr. 
Martin loves to hunt and fish and has spent many 
vacations fishing in Canada, Florida and points 
along the eastern seaboard. He is a member of 
the Knights of Columbus and is a veteran of the 
Spanish American War. Now in his 75th year, 
Mr. Martin is on the job every day. 





J. E. MARTIN 
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Slim and 
Profitable holiday gift feature 


Popularly priced, this folding travel 
clock combines sleek beauty of design 
with rugged dependability. You'll be 
surprised at how many buy the “Rambler” 
as a gift . . . and then return to buy 
another for their own use. 


and the 
"COMMANDER" 





a brand new 
general purpose 
household -alarm clock 








Yours for the asking: Gilbert alarm clock 
display stands and window streamers 
that are real sales boosters. Write the 
Gilbert office nearest you. 


The Wm. L. 








r—— GILBERT 
Clock Corporation 
Winsted, Conn. 
clockmakers to the nation since 1807 


141 W. Jackson Bivd. 290 First St. 
Chicago San Francisce 


551 Fifth Ave. 
New York 
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Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE O}L 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OlL COLORS AND WHITE 






Here’s the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 













PAINT CORPORATION 
CLEVELAND 19, OHIO 








Wright Hexagonal Netting re- 
quires little or no stretching. 
Woven evenly with perfectly 
straight selvage. Users find that 
it hangs like a curtain, straight 
and even throughout. When they 
need more they ask for the net- 
ting with the famous rooster 
trademark. 


GF WRIGHT S: 


A OF a On te It a SLA 
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MAKE YOUR 


SELLING 
WORTHWHILE 





ie ee free pt tt. ha ty 


Sell the 3 in 1 cracker with promotion behind it. 
Big Fall nut and cracker promotion under way ... The 
only major nut cracker improvement in centuries .. . Win- 
ner of 3 National Awards for Safety and Good Design. 


MOULI MULTI-CRACKE 
. J “= 















CRACKS NUTS CRACKS LOBSTERS OPENS 
GETS MEAT WITHOUT SQUASHING BOTTLES 
OUT WHOLE THE MEAT AND JARS 





Standard Model—List $1.00 

Deluxe Stainless Steel—$1.75 

Individually Boxed—12 per carton 

Standard discounts, 

ORDER now for your THANKSGIVING DISPLAYS 

and CHRISTMAS GIFTS ... ACT NOW ... from your 
JOBBERS ... or DIRECT ...TODAY 


91 BROADWAY 
JERSEY CITY 6, N. J. 





Mout Manuracturinc Corp. 








This heavy duty tractor 
clevis is just one of more than 
100 different Moline clevises 





100 ways to 


make a profit! 





You can do it with the Moline clevis line 


Yes, sir, the Moline line offers you over 100 different 
clevis styles . . . 100 different ways for you to make a 
sale and gain a profit. Each Moline clevis is made to 
take heavy duty—to do a dependable job for your 
customers. These strong, high 
quality clevises have pleased old 
customers and won new ones for 
over a quarter century. It will pay 
you 100 ways to stock up with 
Moline clevises now and be 
ready for the busy season ahead. 
Write today for catalog and prices. 


coo 





SEVENTY YEARS OF SERVICE 


Distributed by Jobbers all over the country | 
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p Aer! 


HERE’S YOUR 
OPPORTUNITY 


COMPETE FOR 4" ANNUAL 





LAST YEAR’S TOP HARDWARE WINNER 








INCORPORATED 


ORD ANNUAL RETAIL AWARDS 


GIVEN TO 


VALENTINE’S 
BOULDER, COLORADO 
HARDWARE STORE 
BRAND NAME RETAILER OF THE YEAR 
For 1950 


ON 


BRAND NAMES DAY 
AT NEW YORK CITY, APRIL 11, 1951 
















20 BIG AWARDS 


80 Certificates of Distinction in... 


ALCOHOL BEVERAGES — AUTOMOBILE DEALERS—BUILDING 
MATERIALS— CHILDREN’S APPAREL—DEPARTMENT 
STORES, CLASS I—DEPARTMENT STORES, 

CLASS II—DRUGS—ELECTRICAL APPLIANCES 
FOOD—FURNITURE—GASOLINE SERVICE STATIONS 
HARDWARE— JEWELRY — MEN’S APPAREL— MUSIC—SHOES 
SPORTING GOODS—STATIONERY AND OFFICE SUPPLIES 
VARIETY — WOMEN’S APPAREL. 














* I Build Prestige for you and your store with 


your customers and community. 


*% 2 Get National Publicity for you and your 


store in newspapers and magazines. 


* 3 Focus Attention of Trade and Suppliers 
on the job you’re doing as an alert, progres- 


sive retailer. 








Brand Name Retailer of the Year Awards 


SPONSORED BY 
BRAND NAMES FOUNDATION, INCORPORATED 


Given annually to retailers in 20 fields who best 
present the brand names story to customers and 
employees. Make sure your store is entered! No 
cost or obligation whatsoever! Simply mail the cou- 
pon below for full information and entry blank. 


Size of store does not matter. Last year over 
2,000 stores participated. Special awards were 
made in every field to big and little alike. 


Final awards will be presented April 16 at the 
annual Brand Names Day meeting, New York, 
before America’s top business executives. Here’s 
your chance to spotlight your establishment as tops 


in retailing. 





DIRECTOR OF RETAIL RELATIONS 

BRAND NAMES FOUNDATION, INCORPORATED 

37 West 57th Street 

New York 19, New York 

Our store would like to enter the competition for the 
Brand Name Retailer-of-the-Year awards. Please send full 
information to: 


Name 
Title 








Store 


Address 

















: Type of Store 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
ing Nov. 26, will be 3.4 pct greater 
than last year, it is announced by 
the Christmas Club. 

This year 10,875,000 Christmas 
Club members will divide $952 mil- 
lion. Members will get on the aver- 
age of $87.50, as compared to 
$84.57 last year. The number of 
club members is about the same as 
last year. 

A recent survey shows that about 
38 pct will be used for Christmas 
presents and 27 pct will go into 
permanent savings. 





Retail Sales Rose 
3 Per Cent in August 


The latest available figures 
on retail hardware sales, for 
the month of August, show 
a $7 million increase over the 
month of July, when sales 
were $226 million. 

The estimated August sales 
of $233 million were $14 mil- 
lion lower than sales in the 
same month of last year. 

The monthly estimates for 
the past four years, as made 
by the Dept. of Commerce, 
hae been completely revised, 
and are as follows: 

Seasonally adjusted 

(add 000,000) 

1951 1950 1949 1948 
Jan. 279 195 204 206 
Feb. 272 197 200 204 
March 258 195 193 206 
April 240 198 197 211 
May 240 207 200 205 
June 235 220 196 210 
July 226 241 195 210 
Aug. 233 247 187 214 





1,983 1,700 1,572 1,666 


Sept. 235 193 211 
Oct. 230 194 210 
Nov. 224 190 203 
Dec. 245 193 204 





2,634 2,342 2,494 
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Prices Advanced on 
Galvanized Products 


Increases in prices of galvanized 
sheets, galvanized pipe and various 
galvanized wire and wire products 
were announced Oct. 31 by U. S. 
Steel Co., American Steel & Wire 
Co., Columbia Steel Co., National 
Tube Co., Tennessee Coal, Iron & 
Railroad Co., subsidiaries of U. S. 
Steel Corp. The increases reflect 
the advance of 2¢ per lb. in the 
price of zinc approved by OPS, 
Oct. 2. 

The price changes amount to an 
average advance of approximately 
1, ¢ per lb., in accordance with pub- 
lished standard formulas by which 
prices of these zinc-coated products 
are automatically advanced or re- 
duced, depending upon the current 
price of zinc. 


Dept. Store Sales 
Index Was Higher 


The nation’s department store 
sales in the week ended Oct. 20 
showed a 10 pct rise over the same 
week a year ago, the Federal Re- 
serve Board reported. The total for 
the four weeks ended Oct. 20 was 
up 4 pct from a year ago while the 
figure for the year to Oct. 20 
showed a 3 pct gain. 

The weekly index, without sea- 
sonal adjustment, was at 334 for 
the week ended Oct. 20, compared 
with 338 in the previous week. It 
also compared with 304 in the same 
week last year. 


Copper Scarcity Causes 
Plant to Cut Output 


Due to inability to obtain suffi- 
cient copper, zinc and scrap metals, 
Chase Brass & Copper Co., at 
Waterbury, Conn., one of the large 
brass mills, is operating at only 60 
pet of estimated capacity. 

The copper supply situation has 
been tight for some time and it has 
become worse in recent months due 
to strikes. 

Strikes have also hit zinc sup- 
plies and scrap metal is being re- 
ceived at Chase plants at a rate of 
only about 50 pct of requirements. 


Macy's Sued for $6 Million in Damages 
For Price-Cutting on Sunbeam Appliances 


In a 54-page charge, the Sunbeam 
Corp., on Oct. 30, filed suit for 
triple damages amounting to $6 
million against Macy & Co., which 
it characterized as the “nation’s 
largest discount house.” 

In the anti-trust action, filed in 
the U. S. District Court in New 
York, the appliance firm alleged 
that Macy’s had “unlawfully re- 
strained and monopolized” the trade 
in Sunbeam appliances in the met- 
ropolitan New York area. 


An explanation of the universal 
contract plan under which the Sun- 
beam Corp. is now operating, made 
by Edward Ploner, vice president, 
will be found on p. 139, of the Nov. 
1 issue of HARDWARE AGE. 





It claims that as a result of 
price-cutting on Fair Traded Mix- 
masters, Macy’s obtained 56 pct of 
the New York City Mixmaster busi- 
ness in comparison with its normal 
proportion of a little more than 3 
pet. 


The firm assesed its damages at 
$2 million because of the alleged 
unfair trade practices and con- 
spiracy to monopolize the sale of 
Sunbeam’s “Mixmaster,” “Coffee- 
master,” ‘‘Ironmaster,’’ “Rain 
King,” and “Shavemaster.” 

The court is asked to “restrain 
further acts of Macy’s, its officers 
and directors, tending to restrain 
and monopolize the trade in Sun- 
beam appliances, and from cutting 
prices below the level which average 
small stores must charge in order 
to handle Sunbeam appliances at a 
fair profit.” 

It is alleged that the New York 
department store, which also oper- 
ates branch stores, was selling 
“Mixmasters” during the past year 
“for $26.59, although the wholesale 
price is $29.70.” 

The principal charges of the 
plaintiff were: 

1. Macy’s and its officers con- 
spired to restrain and monopolize 
trade by using their vast economic 
power to cut and fix the prices of 
Sunbeam’s products at a level where 
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It pays you fo 


HANDLE THE PAINTS 


your customers 


KNOW BEST! 


These three KEM paints are the outstanding leaders 
of all interior paints today. That is due to: 


1. Dominant, consistent advertising. 


2. High quality of the products. 


3. More people know about these paints 
and ask for them, than any others. 


That means easier sales, bigger sales, faster turnover, 
more profits for the dealer who handles Kem-Tone, 
Kem-Glo and Super Kem-Tone. 


Huge Advertising Campaign Continues this Fall 


Full-color pages will run this fall in: 


Life Parade 

Saturday Evening Post Sunset 

Better Homes & Gardens 

American Home 

Good Housekeeping 

Metropolitan Sunday 
Newspapers 


Living for Young Homemakers 
Country Gentleman 
Progressive Farmer 
Successful Farming 


GET COMPLETE FACTS from these 7 leading Paint Companies: 


Acme Quality Paints, Inc. John Lucas & Co., Inc. 


Detroit Philadelphia 
W. W. Lawrence & Co. The Martin-Senour Co. 
Pittsburgh Chicago 


The Lowe Brothers Co. Rogers Paint Products, Inc. 
Dayton Detroit 


The Sherwin-Williams Co., Cleveland 


SUPER KEM-TONE ¢ KEM-GLO 
KEM-TONE gueeerernrs 


oration 


tion 


tor GOOD Home ote 
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it has become unprofitable for their 
competitors to handle them. 

2. Macy’s long-term policy to re- 
strain and destroy trade in nation- 
ally advertised merchandise reached 
its climax in a price war which 
Macy’s precipitated on May 29, 
1951. 

3. “By slashing prices below cost 
and by other unfair and deceptive 
acts and practices Macy’s monopo- 
lized 56.2 pct of New York’s sales 
of Sunbeam’s ‘Mixmaster’ during 
the 10-week price war. 

4. “To consolidate the monopoly 
obtained by the price war, Macy’s 
conspired to further restrain and 
destroy trade in Sunbeam appli- 
ances by selling them for prices 
erratically fluctuating below the 
point at which Macy’s competitors 
can resell them. 

5. “Having monopolized and re- 
strained the sale of Sunbeam’s ap- 
pliances, Macy’s suppressed their 
display and sale and thereupon vig- 
orously promoted the sale of its pri- 
vate brands. 

6. “By its claims that Macy’s can 
sell Sunbeam appliances ‘for 6 pct 
less for cash,’ it falsely character- 
izes the 110,000 Sunbeam retailers 
as price gougers and undermines 
and wrongfully injures Sunbeam’s 


good will and nation-wide system of 
distribution. 

7. “To obtain Sunbeam’s branded 
products in furtherance of its 
monopoly and acts in restraint of 


trade, Macy’s maliciously induces 
dealers who have signed Sunbeam’s 
lawful fair trade contracts to resel] 
to Macy’s in violation of these con. 
tracts.” 


Shortage in Plumbing Supplies May Force 
Further Decline in Home Building Next Year 


A growing shortage of plumbing 
supplies may lead to further cur- 
tailment of home building early 
next year, Defense Production Ad- 
ministration officials indicated. 

It was noted that plumbing sup- 
plies available to home builders are 
lagging behind other items obtain- 
able for construction. A choice was 
seen developing between a cutback 
in home building and allotting more 
scarce brass for plumbing output. 
However, no action is anticipated 
before spring. 

Meanwhile, the down trend in 
dollar volume of construction con- 
tracts awarded in the 37 states 
east of the Rockies, first noted in 
August, continued in September, 
according to the F. W. Dodge Corp. 
The anticipated overall decline due 
to defense restrictions on building 
was in evidence in the September 


award total of $1,082,855,000, which 
was a 14 pct drop from August and 
16 pet under September, 1950. The 
nine-month total of awards was 
$12,533,605,000, 13 pct above the 
same 1950 period and brought the 
year’s total closer to the 1950 peak 
of $14.5 billion. 


Sylvania Increases 
Prices on TV Line 


Sylvania Electric Products, Inc., 
announced price increases of $10 to 
$20 on its line of television sets. 
J. K. McDonough, general sales 
manager of the company’s radio 
and television divisions, who attrib- 
uted the increases to rising labor 
and materials costs, said _ there 
might be further increases later 
this year. 








Great New 
Selling Success! 


Revolutionary design, with a 
NEW scientific method of op- 
eration provides simpler, more 
convenient adjustability to 
any of 9 heights (26” to 36”) ... 

Locks automatically and 
stays locked when lifted or 
moved... 

Makes ironing easier for 
women tiny or tall, standing 
or sitting. 

Hundreds of moisture vents 
in roomy surface for faster, 
cooler ironing ... Sturdy, 
light-weight all-metal con- 
struction . . . Handsome Hori- 
zon Blue enamel finish. LOW 
PRICE SPEEDS SALES! 


NATIONALLY ADVERTISED 
Send for complete catalog 
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adjustable all-metal ironing table 





Adjusts with touch of Finger or Toe 


Gentle thumb or foot pressure, with one easy motion, 
adjusts table to any of 9 heights—while opening or in 
ironing position. Easiest adjustability ever offered! 


AMERICAN FURNITURE MART, CHICAGO IT © 








1107 BROADWAY, WEW YORK CITY 10 





-height 


Flat fold 
—easy to 
handle 







STYLE 
1400 






& Co, Stc 


+ WESTERM FURNITURE MART, SAW FRANCISCO 3 
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McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 

















BRAND 


WEATHERCALK 






Available in quarts, one-gallan 
and five-gallon cans and in the 
handy one-tenth gallon spouted cor- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN (lilustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


i C 
4Int company: ™ 
Lawrence & Venango Sts., Phila. 40, Pa 


Manufacturers of Mastics for Structural Glass or Tile installe 








tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. .. Roof Coatings... Industriel Paints and Finishes 
e 8 





Retail Trade Slower 
By 1% in September 


September retail store sales to- 
taled $12.4 billion, a drop of 2 pct 
from a year earlier, reported the 
Commerce Dept. Trade was down 
about 1 pet from August after ad- 
justment for seasonal and trading 
day factors. 

Small declines from the previous 
month were apparent in most lines, 
the department said. The largest 
decreases, from 3 to 4 pct, were 
registered in the building material, 









hardware, general merchandise and | 


apparel groups. Changes in the re- 


maining groups were relatively 


| small. 
| Total sales in the past six months | 
have been generally stable, the de- | 
| partment said. Adjusted sales for 


the third quarter were about equal 


| to those for the second. 





Says Known Brand 
Goods May Be Scarce 


Appliance inventories and stocks 
at the field level are still ample and 
retail sales have not as yet shown 
the normal fall and holiday upturn 
usually anticipated at this time of 
the year, according to J. W. Als- 
dorf, president of Cory Corp., mak- 
ers of electric appliances and house- 
wares. 

Mr. Alsdorf said that if the re- 
strictions on materials continue as 
now planned there would be short- 
ages of many brand name appli- 
ances for Christmas buying and un- 
questionably, many severe short- 
ages for consumers during the first 
quarter of 1952. 


10% More Vacuums 
Shipped in September 


September factory sales of stand- 
ard-size household vacuum cleaners 
amounted to 210,086 units, com- 
pared with 191,299 in August, a 
9.8 pet rise, the Vacuum Cleaner 
Manufacturers’ Association an- 
nounced. Factory sales were down 
36 pet, compared with September, 
1950. 


Appliance Sales 


Increased in August 


August sales of retail radio and 
household appliance dealers were 
estimated at $253 million by the 
Commerce Dept. This was a $49 
million rise over July but $133 mil- 
lion under August sales a year ago. 

August sales of electrical goods 
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Get holiday hammer sales with the 
famous Cheney Silver King in a 
beautiful new Cheney Christmas Gift 
Box featuring a plastic window that 
displays the hammer. Serves as a 
display and a gift package. Makes an 
ideal gift. Order now from your 
jobber for immediate delivery. 


Sales Representatives: 
JOHN H.GRAHAM&CO.,Inc.,NewYork,N.Y. 
SANFORD BROTHERS, Chattanooga, Tenn. 


HENRY CHENEY HAMMER 


CORPORATION 
LITTLE FALLS, NEW YORK 
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Heat-Timer thermostatic 
steam radiator valves, replacing ordinary 
valves, assure the exact temperature wanted 
in each room. New, improved design and 
20% lower price move Heat-Timers 
quickly. Use the coupon to start getting 
your share of sales. 


HEAT-TIMER 


| HEAT-TIMER corporation 

| 520 Broadway, New York 12. 

I 0 Send me “Silent Salesmen’’ cartons, 
each containing one dozen Heat-Timer valves 

| @ $33.18 per carton, F.O.B., N.Y.C. 

| q Send me a sample valve, post aid. I en- 

| aoe 3.77, which you will refund if I return 

e valve. 
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wholesalers were estimated at $468 
million, a rise of $63 million, or 11 
pet, over the July estimate. How- 
ever, it was down $161 million, or 
26 pet, under August, 1950, sales. 
Cumulative sales for the first eight 
months of 1950 were 13 pct higher 
than during the same 1950 period. 


Total inventories of all electrical 
goods wholesalers at the end of 
August were estimated at $967 mil- 
lion, a drop of $71 million, or 5 pet 
from the July level. However, this 
was $509 million, or 135 pct above 
the dollar value of stocks on hand 
at the end of August, 1950. 


Retail Co-ops Did $1'/4 Billion in 1950; 
3,235 Units Have 2,642,000 Members 


Last year was a good year for 
retail distributive consumer cooper- 
atives. They did a combined busi- 
ness of more than $11 billion in 
1950, according to the Bureau of 
Labor Statistics. This was a 3 pct 
increase in dollar volume from 1949. 

Regional and district wholesale 
co-ops, although doing a lesser dol- 
lar volume ($446 million), did even 
better from the standpoint of in- 
creased business. Their gain over 
1949 is computed at nearly 27 pct, 


which, as BLS points out, is very 
good considering that the wholesale 
price index rose only a little more 
than 4 pet during the same time. 

The BLS reports the number of 
retail distributive co-ops at 3,235, 
somewhat less than in 1949, with a 
total membership of around 2,642,- 
000. Farm co-ops were greatly in 
the majority with 2,763 and a mem- 
bership of about 2,166,000 and busi- 
ness transactions in excess of $1 
billion. 


Household Goods Production May Increase 
In 4th Quarter Despite Restrictions 


Despite restrictions, the output 
of major metal household goods 
may be increased in the final quar- 
ter of this year, in the opinion of 
the Federal Reserve Board. 

“Consumer durable goods have 
been of growing economic impor- 
tance in the national economy over 
the years and current changes in 
output of these goods are of special 
interest because of the impact of 
the defense program,” the board 
said in an article in the October 
issue of the Federal Reserve Bulle- 
tin. 

Federal allocations of steel, cop- 
per and aluminum “will continue 
to be an influence,on output of pas- 
senger cars, appliances and other 
consumer metal products,” the 
board added. However, it stated 
that several factors make it diffi- 
cult to anticipate what influences 
these materials curbs will have on 
total consumer metal products. 

Among these are possible changes 
in the amount of metal consumed 
per unit of finished product; possi- 
ble modification or adjustment in 
original allotments at a result of 
appeals by individual producers, 
and the question of actual availa- 
bility of metals to meet allotments, 
the board continued. 

The board has set up a new 
monthly index to measure the out- 
put of major consumer durable 
goods in terms of the 1947-49 aver- 
age. It said the new business ba- 
rometer, along with existing 


indexes, will provide “a more com- 
plete basis for analyzing output 
and distribution changes in this 
volatile sector than has hitherto 
been available.” 

The index was at 89 for Septem- 
ber, compared with 86 in the pre- 
vious month and 142 a year ago, 
the board reported. 

Furniture output was at 99, 
against 97 in August and 124 a 
year ago. The radio and television 
figure was 122, compared with 95 
in August and 273 in September, 
1950. 

For total output of major con- 
sumer durable goods the index was 
105, as compared with 102 in 
August and 166 a year ago. For 
household goods the figure was 96, 
compared with 89 in August, 157 
in September, 1950. The passenger 
automobile production index in 
September was 144, compared with 
113 in August and 175 in Septem- 
ber, 1950. 

Industrial production was at 219 
pet of its 1935-1939 average in 
September as compared with 217 
in August and with 211 a year ago. 


Some Makers Dropping 
Cutlery as Sideline 


Discontinuance of manufacture 
of knives and forks by several com- 
panies which make cutlery only as 
a sideline is reported. Curtailment 
of cutlery output by such manufac- 
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MECHANICS’ TOOLS and 
HARDWARE SPECIALTIES 


ORDER NOW FOR 
| SPRING SALES 


; IMMEDIATE DELIVERIES 


4 





RIGID HAND CULTIVATOR 
with Re-Inforced TINES 


A garden hand tool that is designed for exceptionally 
hard wear. A new look, with counter sales appeal, is 
given this tool A using ‘‘Johnson Bronze" finish on the 
upper part of the tines. Polished hardwood handles. 
Heavy steel ferrule. Length overall, 9/2"'. 

Packed 1 dozen to box. 

Weight per dozen 6 Ibs. 


Long Handle Rigid Cultivator No. 270 LH has the 
same head as No. 270. The handle is 35 inches long. 


Packed '/2 dozen to package. 
No. 270 LH Weight 51/2 Ibs. 











GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 








SOUTHINGTON SQUARES 
ADD UP TO DEALER 
PROFITS 


Buy‘em! Stock’em! Sell‘em! 


See for yourself how Southington high quality squares win 

customer acceptance for you. Complete fine of aluminum 

and steel squares in various finishes. 

ALSO TRY SQUARES, MITRE SQUARES AND BEVELS 
Contact the Jobber Nearest You 
















THE SOUTHINGTON HDWE. MFG. COMPANY 


Since -1867 Southington, Conn. 
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Devoe & 
Raynolds 
Company, 

Inc., 
Princeton, 
Indiana 















SUPERKLEEN 


Reg. U.S. Pat, Off 


- Job-Tested BRUSHES 


That’s the road-room 


you would need to line 
up all the dealers who sell 

we Superkleen Brushes! 14,000 
dealers... 

in supplying America’s most pop- 
ular brush line to new and repeat 


now busily engaged 


That's a lot of dealers...and if you 
are one of them you know all the ad- 
vantages of handling Superkleen 
Brushes. Also. . 
keep buying them. 

If you are not handling the Superkleen 
Line we're inviting you to join the parade. 
Brush for brush, dollar for dollar, bristle 
or nylon, there’s no other line that so 

happily combines a quality reputation 
with volume profit and customer sat- 


° why your customers 


For complete details on the Super- 
kleen dealership, write Brush 
Division, Devoe & Raynolds 
Company, Inc., Princeton, 


14,060 Dealers rec- 


ommend Superkleen 

Brushes unreserv- 
edly to their cus- 
tomers. Are you 
one of them? 
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YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screw Products 


@CAP AND SET SCREWS 
@ SOCKET SCREWS 
e TAPER PINS e NUTS © STUDS 

@ They’re Quality Made to be Trouble Free 

@ They’re better packaged for easier stock 
room service 

@ They're a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get "Safety Plus” from 
your HARDWARE DISTRIBUTOR today 


CHICAGO SCREW COMPANY 


2509 Washington Blvd. + Bellwood, Ill 

















Jeet 
LIGHT COLORED ; ’ 
Lubricating Stick, for 


Office Files Window Slides 
Drawer Slides Bicycle Chains 
Sliding Doors Automobile Squeaks 


Door Jambs and Latches 
CLEAN. No messy fluids. No messy hands. Will 
not mar or stain wood, plastic or metal surfaces. 
EASY TO USE. just rub it on. Prevents wear 
from friction. 
Bright colored Display Case, holding 12 sticks, 
for either counter display or hanging dispenser 


SOLD THROUGH JOBBERS 


| DYcYou Com aclohe team Ge 


SALEM 5 MASS 


Makers also of DECTO-STICK, which Fills and 
Colors NICKS, DENTS and GOUGES in natural 
“finished er stained woodwork, leather or plastics. 
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turers was believed to be due to 
NPA restrictions on the use of 
steel. Retailers said that termina- 
tion of output by producers whose 
main business consists of other 
items did not involve any threat of 
a shortage. 


Congress Gets Third 
Bill on Fair Trade 


A third bill intended to mend the 
Fair Trade fences which were 
broken down by the U. S. Supreme 
Court decision in the Schwegmann 
Bros. case, was introduced in Con- 
gress on Oct. 17, by Representative 
John A. McGuire (Dem., Conn.). 

Designated H.R. 5767, the bill is 
designed to restore the Miller- 
Tydings Act to the status it occu- 
pied prior to the Supreme Court de- 
cision last May. It is expected by 
its author, if passed, to restore 
effectiveness to Fair Trade in inter- 
state commerce. 


Predicts Advance 
In Copper Prices 


A rise in copper prices seems 
likely, H. W. Biskeborn, technical 
director of the Kaiser Aluminum 
Co., Newark, Ohio, said at a meet- 
ing of the American Institute of 
Electrical Engineers, in Cleveland. 

The supply of copper, he said, is 
not inexhaustible and prices are 
likely to advance due to consump- 
tion and military imponderables, he 
said. Mr. Biskeborn warned that 
the electrical industry may be faced 
with the probiem of finding suitable 
substitutes. There has been a sharp 
drop in the copper content of Amer- 
ican ore, making mining more ex- 
pensive, he stated. 


More Home Washers 
Shipped in September 


September sales of standard- 
sized household washers amounted 
to 313,746 units, as against 239,081 
in August, a 31.2 pct rise, an- 
nounced the American Home Laun- 
dry Manufacturers’ Association. 
This was 26 pct below the 424,043 
units sold in September, 1950. 

Sales of automatic tumbler dry- 
ers approximated 43,752 units, com- 
pared with 40,191 in August, an 
8.9 pet rise and a 39.3 pct increase 
over 31,399 in September, 1950. 

Ironer sales totaled 18,300 in 
September, a 6.4 pct rise over the 
17,200 units in the preceding month. 
They also compared with 41,400 in 
September, 1950, a 55.8 pct drop. 








Population Shifts 
Make New Markets 


Discussing the migration to 
the suburbs from the cities 
which has occurred in the 
past 10 years the National 
Industrial Conference Board 
stated in a study that addi- 
tional markets are being cre- 
ated for gardening supplies, 
portable outdoor barbecue and 
similar items uncommon to 
the city dweller. The changing 
composition of urban develop- 
ment, it was stated, brings 
with it a new market struc- 
ture. 

Decentralization of shop- 
ping facilities is taking place. 
Small independent stores 
spring up to serve the local 
trade, and in recent years 
more and more chains and 
downtown retailers have 
opened branch stores in out- 
lying sections. 

Manufacturers seeking com- 
plete coverage of distribution 
outlets “may well have to re- 
vise their sales methods,” the 
board observed. 











More Metals Added to 
List in Short Supply 


The list of materials in short 
supply was augmented by several 
items by the Defense Production 
Administration, which noted that 
the metals situation, generally, is 
becoming tighter. For the first 
time galvanized sheet, rope wire 
and strand wire were listed in 
short supply. 

DCA again listed copper, tin, 
lead, zinc, aluminum and magnesi- 
um in short supply. Adequate scrap 
collection continues to be the steel 
industry’s most persistent problem. 


C. of L. Index Hit 
New High on Sept. 15 


The Bureau of Labor Statistics’ 
cost of living index rose to 186.6 
during the month ended Sept. 15, a 
new high. The base period is 1935- 
1939. The index was at 185.5 a 
month earlier and at 174.6 a year 
ago, a rise of 6.9 pct. The index 
was 9.6 pct above the level in 
June, 1950, before the outbreak of 
hostilities in Korea. 

The housefurnishings index at 
211.1 compared with 210.8 the pre- 
vious month and 194.2 a year ago. 
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Purchasing Agents Note 
Decline in Inventories 


Demand for holiday goods has 
picked up somewhat, but not to the 
normal seasonal volume and much 
of it can be filled from stocks, the 
National Association of Purchasing 
Agents said in its monthly survey 
of business. Inventories are going 
down, including raw materials, 
work in progress and finished goods, 
the study noted. 

It was expected that over-all 
business would continue to be good 
through November. The outlook for 
December and the first quarter of 
1952, the study continued, will de- 
pend on movement of finished goods 
by holiday buying, allocations of 
first quarter controlled materials 
for civilian uses, and the rete at 
which defense orders can _ be 
brought into production. 

There was a continuance in Octo- 
ber of the slight improvement in 
industrial trends which had been 
evidenced in September, it was 
stated. There was a continued de- 
cline in order backlogs, although 
at a slower rate. 

Growing defense production was 
found but the consensus of report- 
ing purchasing agents was that it 
must increase and become more 
widely diffused to avoid hardship in 
some sections. 

A stronger price structure was 
reported, with a tendency to level 
off. 


Enough Rubber in 1952 
Unless War Starts 


There will be ample supplies of 
rubber in future years in this 
country despite a sharp increase in 
civilian demand for rubber prod- 
ucts, H. E. Humphreys, chairman 
and president of the U. S. Rubber 
Co., told a meeting of the National 
Association of Independent Tire 
Dealers, in Washington. 

He said unless a full-scale war 
breaks out next year, there will be 
enough rubber for both the strate- 
gic stockpile and al! industrial re- 
quirements. He forecast annual 
consumption at 24 lbs. per person 
by 1960, a 30 pct gain over the 
present level. 


Duo-Therm Heater Sales 
Higher This Year 


Sales of oil and gas space heat- 
ers by the Duo-Therm division 
of Motor Wheel Corp. this year will 
likely equal or exceed the 1950 vol- 

















For Fast Turn-Over 
And Extra Profits 
Cash In on the 


Gold Gabel 


REG. TRADE MAR 
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Sherman 
“GOLD LABEL" 
Hose Nozzle 














Act now to increase your 
Garden Department sales 
and profits with 
“GOLD LABEL” values " . 
and other items GOLD LABEL 
Sherman Lawn Hose Fit- 
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Plated 








these Sherman 


in the 


Sprinkler j 


Sherman not only offers you more value for your : 
money but gives you the advantage of complete ‘ 
national acceptance. The name “Sherman” and the 
trade-marks such as the famous “Gold Label”, 
“Long-Grip”, “Diamond” are quickly recognized 
and preferred by millions of customers. 


H. B. SHERMAN MFG. CO., Battle Creek, Michigan 


Sherman 


Write for 
Catalog LAWN HOSE GOODS 














EMBURY 


BALANCED AIR CONTROL 


“U inc proofs the Flame 


* Downdrafts balanced 
against updrafts 

* Excess air escapes at 
chimney hood 

* Flame can't leap from 
wick 

* Air pressure at burner 
always in balance 

* Side tubes carry ample 


air for proper combustion 


EMBURY MANILIFACTI 
WARSAW «* NEW 





HARDWARE AGE, NOVEMBER 15, 1951 





Scientific design, pre- 

cision construction, 

and top-quality ma- 

terials . . . backed 

by BLAIR’S seventy 

years’ experience... 

make this the out- 

standing mower in 

"the medium-priced 

Homestead \ field. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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SKOTCH somes 


») SONS 


Profit Puller 
Every 









8” 5 10° carte dispic, 
* orinted in red and black 
or on cords for ble display 


Here's a wood joiner that really 
HOLDS .. . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 


making screens, etc. Easily dis- 

played on counter or in self-ser- 

vice bins. 

Free Sales Helps... 


Sample wood joints that show uses 
of SkOTCH Magee Joiners plus a new 
counter folder afe yours FREE. Ask | cHairs 
your Jobber or write direct for gen- 
erous supply Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE.. CHICAGO 18, ILL. 















SIGNS 


GRIPS LIKE A VISE 


DAI SY line 


CRUTCH AND CHAIR TIPS 

















MADE TO 
GOVERNMENT 


. SPECIFICATIONS ff 

AVAILABLE IN 

BLACK OR WHITE 

RUBBER 
The famous DAISY Crutch and Chair 
Tips are the finest quality tips you can 
stock. They sell at a popular low price— 
give complete satisfaction—and pay a 
nice profit. Made strictly to government 
specifications and available in all sizes 
in black or white rubber. 


Write today for prices 


SCHACHT RUBBER MFG. CO. 
Dept. H Huntington, Ind. 
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ume, officials of the company indi- 
cated. Karl Egeler, general sales | 
manager, said the 50,000 BTU out- | 
put models are the fastest selling | 
items in the oil heater line. The | 
65,000 BTU input model exceeds | 
all other models in sales in the gas | 
heater line. 


Floor Covering Items 
Discontinued Earlier 


Drop-lists have been issued by 
several hard surface floor covering 
producers, several weeks earlier | 
than customarily. The industry | 
generally announces the dropping 
of slow moving patterns in the fall, 
as a prelude to the assemblying of | 
new lines. The earlier date was | 
seen due to the lag in sales volume | 
of most producers this fall. | 

Armstrong Cork Co. in its list | 
made reductions of about 15 pct on 
standard straight line inlays and 14 
pet on heavyweight felt base num- 
bers. 


Glidden Introduces 
New Color System 


Glidden Co. staged a preview of | 
its new Dramatone Color System 
in New York. The system is de- | 
signed to take the guesswork out of | 
paint mixing and to enable home | 
decorators to select and mix many | 
of 150 different colors of the com- | 
pany’s Spred Satin latex emulsion | 
interior paints. The system is based 
on a chart containing 150 colors 
ranging from very light to very | 
deep, with a precise formula for 
mixing each color. 

The complete line of 150 colors 
and the master chart will be avail- 
able at Glidden distributors around 
March 1, 1952. The price of Spred 
Satin will be $5.19 a gallon, which 
is claimed to be comparable or un- 
der the price of a good enamel 
paint. 





Pump Manufacturers 


—AN ARTMOORE PRODUCT — 
The Original 
| Patented 
\\ Self-Wringing 
\ Rubber 
Sponge Mop 












Bullt 
For 
Long 

=) Service 


Customers Sell 
This Nationally 
Advertised 

Quality Product 


Write for 
details 


ARTMOORE CO. 


DEPT. A-111 
1319 North Third Street Milwaukee 12, Wisconsin 














PAINTIN’ THE TOWN 


by Daggatt 


























Promise Defense Aid 


At a meeting of the National 
Association of Domestic and Farm 
Pump Manufacturers, Oct. 5, in 
Chicago, 75 industry leaders 
promised that every effort would 
be made to conserve vital defense 
materials, including substitution 
of non-vital materials whenever 
possible. 

Plans were made for designat- 
ing next May as National Water 
Systems month for the fourth 
consecutive year. 





“4 gave him my wallet—but then he 
wanted my Rubberset brushes, too!” 
. . . and what painter wouldn’t turn 
fightin’ mad when his Rubberset’s at 
stake? After all, Rubberset is the na- 
tion’s most wanted brand, a Popular 
Mechanics Magazine survey of dealers 
proves. So for long-lasting quality 
brushes, buy Rubberset . . . the name 
that’s a guarantee .. . since 1873. 


Kusserset 


World's Largest Paint Brush Factory, Newark 5, N. J 
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Housewares Maker Predicts More Business 
in Fourth Quarter Than a Year Aago 


“The nation’s homemakers will 
go to the stores in droves in Octo- 
ber, November and December, and 
will buy larger quantities of home 
furnishings than they did in the 
record-breaking fourth quarter of 
last year,” predicted William How- 
lett, president of Nesco, Inc., in 
an address before the Housewares 
Club of Southern California. 

Howlett listed these reasons for 
his forecast: 

(1) A very large segment of the 
population which refused to parti- 
cipate in the scare-buying of hard 
goods last year—because they had 
an adequate supply—will re-enter 
the market in record numbers this 
fall and will buy on a normal 
basis. 

(2) The threat of widened war- 
fare in Korea will encourage con- 
sumers to release some of the 
record savings which they have 
piled up during 1951. 

(3) The steady build-up of de- 
partment-store traffic during the 
last few weeks points toward con- 


tinued brisk buying in the next 
three months. 

(4) The nation’s retail stores, 
supported by manufacturers and 
wholesalers, will present the larg- 
est number of attractive Holiday 
Season promotions ever witnessed 
in the country. They will do this 
to assure the movement of some- 
what large current inventories of 
consumer durables. 

(5) The buying public, for the 
first time, is becoming aware that 
the material restrictions imposed 
on industry through the controlled 
materials plan will sharply affect 
manufacturing output in the 
months ahead. They are beginning 
to realize that the rising tempo 
of war production may finally con- 
vert paper shortages into real 
ones. 

(6) The continued record level 
of the national income will provide 
additional ready cash for Christ- 
mas purchases, despite the rav- 
ages of inflation on the value of 
the dollar. 





Changes in Consumer 
Goods to Be Halted 


Manly Fleischmann, administra- 
tor of the National Production 
Authority, declared that major 
changes in civilian goods models 
will not be permitted for six to 
eight months and possibly a year, 
if they require retooling. He said 
at a press conference that he could 
not find any ohjection to a manufac- 
turer of “tea kettles switching to 
coffee pots” if no more materials 
were needed for its production than 
the company was allotted for the 
original item. 

He frowned on the use of ma- 
chine tools for new models of such 
things as automobiles until there is 
improvement in the machine tool 
situation. 


TV Production Off 
21% From Last Year 


There was a 21 pct decline in 
television receiver production in the 
first nine months of 1951, compared 
with the same 1950 period, report- 
ed the Radio-Television Manufac- 
turers Association. The total this 
year was 3,970,857 sets, as against 
5,028,200 units a year ago. Septem- 
ber output, which covered a five- 
week period, was estimated at 337,- 


341 receivers, compared with 843,- 
800 in the same 1950 month. 

Output of radio receivers was 
down 5 pct in the first nine months, 
the total being 10,077,478, as 
against 10,638,800 in the same 1950 
period. During September radio 
output was put at 1,100,246 re- 
ceivers as against 1,335,500 sets 
for a year ago. 


Offer Gift Certificates 
On Electric Housewares 


A specially designed electric 
housewares gift certificate is one of 
the selling aids offered to dealers in 
connection with the Electric House- 
wares Gift Campaign to stimulate 
more gift sales at Christmas and 
throughout the year. The campaign, 
which is a long-range merchandis- 
ing and promotion program, is 
sponsored by the Electric House- 
wares Section of the National Elec- 
trical Manufacturers Association. 

The gift certificate has been de- 
veloped to help dealers in two ways. 
It closes sales quickly when a cus- 
tomer is undecided and it creates 
the double traffic of giver and re- 
cipient. 

A pink 3 x 9 inch “check,” listing 
electric housewares gift sugges- 
tions on the reverse side, comes in 
a three dimensional box effect 
folder. A plain white envelope is 
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Want a 
“sampling” 
program that 
pays you 
a profit? 





Then now's the time 
to feature 


VIGORO* TABLETS 


Complete plant food in handy 
form for house plants! 


The attractive display carton 
takes only a little counter space. 
But when placed near your cash 
register it becomes a fast-mov- 
ing item that catches plenty of 
extra sales. 

What’s more, the gardening 
friends that Vigoro Tablets make 
this winter, become prime big- 
sale prospects for the lawn feed- 
ing season to come. 


So order a supply of Vigoro 
tablets today. You’ll make a neat 
profit now — And an even better 
one next spring and summer. 


1 Dozen Tablet Package 


raat 





*VIGORO is the 

trade-mark for 
Swift & Company's 
complete, balanced 
plant food 


4 Dozen Tablet Package 
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11-INCH 
DISPLAY 


Multiplies Protits 
on V-Pulleys | 


Profit-wise and dollar-wise 
your pulley sales go up with 
the Maurey Hi-Q line. You 
make a 40% profit on the 
quality V-pul- 
ley line that 
commands a 
better price. 
On only 11 
inches of 
counter space 
the Maurey 
V-Pulley Mer- 
chandiser dis- 
plays 24V-Pul- 
leys in sizes 
that meet 75% 
of your cus- 
tomer requests. 

























ORDER 
ASSORTMENT B-24 


counter display and 24 
V- Pulleys with combina- 
tion grooves that ——- 
modate both “a” and B 
Belts—a space-saving, fast 
selling money-maker. 

List 


$42 5° price 
ORDER TODAY 


aler will 










Maurey Wholes 
=e invoice you. 






Write for Details On the 
Better Profits Maurey V-Pulleys Offer 


MAUREY 


MANUFACTURING CORP. 
2907-2923 Se. Wabash Ave., 
Chicage 16, Ill, 


World's Largest Manufacturer of Pressed Stee! and 
Cast Iron Single Groove V-Pulleys 
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included with the gift certificate for 
attractive presentation or for mail- 
ing. The cost is $9 per 100. 

They may be ordered from: Elec- 
tric Housewares Section, National 
Electrical Manufacturers Associa- 
tion, 155 E. 44th St., New York 17, 
nN. 2. 


Electrical Goods 
Sales Rose in August 


Electrical goods wholesalers had 
August sales of $468 million; $405 
million in July and $629 million 
in August 1950. Housefurnishings 
wholesalers’ sales amounted to 
$141 million in August, $110 mil- 
lion in the previous month and 
$214 million a year earlier. 

For service and limited function 
wholesalers as a whole August 
sales were estimated at $7 billion. 
This was an 8 pct rise over July, 
after adjustment for seasonal 
variations and the total was al- 
most back to first quarter rates. 
Inventories in August amounted to 
$8,989 million, compared with 
$9,144 million in July and $7,271 
million in August 1950. 


RCA Promoting Names 
Of Tube Distributors 


The tube department of the RCA 
Victor Division has undertaken a 
comprehensive sales promotion cam- 
paign designed to accentuate the 
names and services of RCA tube 
distributors in the minds of their 
customers. 





MACY 3 ASSORTMENT OF 


MACT'S ASSORTMENT OF 
PLUMBING SUPPLIES 





May Change to Glass 
Covers on Utensils 


The decline in the amount of 
aluminum available for cooking 
utensils is posing problems for Club 
Aluminum Products Co. H. J. 
Taylor, president, indicated in the 
annual report. The company has 
acquired Inland Glass to protect 
the company against stringencies 
in the period ahead and is investi- 
gating the possibility of substi- 
tuting glass tops for aluminum on 
pots, Mr. Taylor said. 


Macy's New Plumbing 
Supplies Counter 


Macy’s, a large department store 
in New York, recently added to its 
lines the plumbing supplies counter 
shown in the accompanying photo- 
graph. The display and stock list 
was developed by Gross Plumbing 
& Rubber Co., Philadelphia. 

The display, according to a state- 
ment by the Gross company, is de- 
signed especially to stimulate im- 
pulse buying and is aimed at the 
housewife who is aware of the many 
small plumbing jobs that must be 
done around the home. It features 
easily installed plumbing replace- 
ment parts and specialties, includ- 
ing repair parts for drains, faucets, 
toilet tanks, sinks and bath tubs. 

The Gross company reports that 
similar displays are being used by 
Gimbel Bros. in Pittsburgh, W. T. 
Grant & Co., G. C. Murphy Co., 
Moores, Inc., and others. 


MACY'S ASSORTMENT OF 
FURNITURE ENOES & 


CABINET HAROWARE 


MACY'S ASSORTMENT OF 
PLUMBING SUPFLIES 


This plumbing specialties display was recently 
installed in Macy's, New York department store. 
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ANYONE 
CAN PAINT 


with the new 


evenizer* 
PAINT ROLLER 


$419 


refill discs 49¢ 
The Evenizer Paint 
Roller requires no 
skill at all. Merely 
dip Into a paint can, 
as you would a brush, 
and roll over any wall 
or celling. The serles of 
20 animal hair discs ap- 
plies the paint evenly and 
effortlessly. Eliminates runs, 
holidays and waste by pick- 
Ing up excess paint on a 
quick rundown. 


Available through Hardware and Paint 
Ww rs 


evenizer division 
Products Engineering Co. 
39 Main St. East Orange, N. J. 























Profit from Quality 


iictehatl a= 


PARK 


1fele) Ha -te> 43.) 





MODEL 1780 


The finest tool box made... 
BAR NONE! 


PARK offers you a complete line of top- 
quality tool boxes . . . designed and 
priced to sell fast . . . and built to give 
years of service. All the features your 
customers want are built into the finest 
boxes made . . . by PARK. 

WRITE: For informati on plete line 

OR CALL YOUR JOBBER 


PAR MANUFACTURING CO. 


GRANT PARK, ILLINOIS 








More Jobs and Higher 
Prices in Prospect 


A prediction that there will be 
more jobs and more consumer in- 
come next year, and possibly some 
additional price increases, was 
made by the Bureau of Agricul- 
tural Economics. The increase in 
income, it was stated, likely will be 
limited to non-farmers. 

“Total employment and wage 
rates are expected to continue to 
rise during the next year though at 
a slower rate than in the past 
year,” the bureau stated. 

“In the event that international 
tension should tighten further, 
bringing another wave of ‘scare 
buying,’ both by consumers and 
business, and an upward revision 
in defense outlays, inflationary 
pressures could be augmented 
sharply. On the other hand, if the 
international situation should en- 
able some reduction in defense out- 
lays, business plans for capital ex- 
pansion probably would be cut back 
and further ease the economy.” 


Plastics in Greater 
Use in Toys This Year 


Stressing the growing impor- 
tance of plastic in new toy de- 
signs, H. D. Clark, secretary, Toy 
Manufacturers of the U. S. A., es- 
timated the 1951 volume of plastic 
toy sales between $45 million and 
$50 million, manufacturers’ value, 
despite raw materials shortages, 
a rise of approximately 15 pct 
over a year ago. 

Mr. Clark said that many mak- 
ers of plastic toys reported they 
could have filled 30 pct to 50 pct 
more orders if materials had been 
available. 


Baseballs May Cost 


Less Next Year 


A drop in the price of baseballs 
next year is in prospect, according 
to A. G. Spalding & Bros., Inc., 
sporting goods manufacturers. This 
is due to the removal of the 10 pct 
Federal tax on sporting goods. How- 
ever, the amount of the reduction 
cannot be determined now as it is 
not known what the cost of leather 
and other materials will be. 

Spalding sales in the July quar- 
ter were lower than a year ago and 
this was attributed to the smaller 
amount of buying of sporting 
goods following the calling up of 
men for the armed services. 

(Resume reading on page 15) 
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DON’T FORGET 
TO PUT DOWN 














a 


ZF BECAUSE OF ITS 


L-O-N-G L-A-S-T-I-N-G 


SHARPNESS 
IT’S THE BLADE YOUR 
CUSTOMER WANTS 





Got your ‘‘Want Book” handy? Put down 


“Griffin Hack Saw Blades.’ Thousands of 
hardware retailers make it a point to write 


“Griffin Hack Saw Blades” because they 
know that Griffin means Long Lasting 
Sharpness. 


Long Lasting Sharpness is the one quality 
your customers look for in hack saw 
blades. Griffin has been making the high- 
est quality saw blades since 1880. 


,# 
C' e 
av’ " - wit® " A 
pie? n-9 L-a g-t-ir® 
L-0° 


\ Display-Packed At No Extre 
Charge, For More Sales. 


VA 
G. W. GRIFFIN CO. 


Franklin, New Hampshire 





General Sales Agent 
John H. Graham & Co., inc. 
105 Duane Street, New York 8, N. Y. 




































Some Christmas 
Display Ideas 


< 


Gifts for every member of the family, right 
down to the cat and dog and the birds in 
the back yard, were shown in this display of 
Odell's Hardware, Rye, N. Y. The panel at 
left rear was made with poultry netting and 
evergreen boughs. To the netting was at- 
tached bird feeders, and toys and food for 
household pets. 





Palace Hardware, 569 Market St., San 

Francisco, built a simple display of a model 

train in its windows. The base of the display 

was covered in attractive Christmas paper. 

Putting action in a display always makes a 
hit with young and old. 
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This Ernst Hardware, Seattle, Wash., window 
used as its main holiday decorative motif, 
a pair of artificial giant 8-ft candy canes 
and gaily colored tinsel snowflakes suspended 
from the ceilings. Background of the window 
was in dark green to serve as a contrast for 
the large show card. Below the sign was a 
two-step fixture in white for displaying indi- 
vidual electric housewares items. A sporting 
goods window was similarly decorated but 
featured a life-size cut-out of Santa holding 
an actual gold club which was pointed at « 
sign announcing, “Gifts That Speak a 
Sportsman's Language." 
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IF IT'S 


BULL DOG 


IT WILL HOLD! 





PICTURE HANGERS 
PICTURE WIRE 

CUP HOOKS 

PUSH PINS 
DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 


e.u. TATE co. J 


- BOSTON, MASSACHUSETTS —U.S.A. 














Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
DIGEST which appears in every issue of HARDWARE 
AGE. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 














STOP FAUCET pRip: 


REPAIR SET 
O'MALLEY FAD sg buying 
it s 
item because everyoon ys 
repair-cost conscious. — 
actually re ; 
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TT rrr a] 


qi htrterstermrrrr 


‘etary | 
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for 39¢! Ask for Catalog 
Folder and 
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*" Guaranteed by — 
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EDW. VALVE CO. 
11948-50 SOUTH HALSTED STREET, CHICAGO 28 














ATTRACTS ) 
CUSTOMERS/ 


QUICKLY...) 







ALNICO* HANDY 
\ MAGNET 


SX This permanent ALNICO Mag- 
ZS net picks up nails, paper clips, 
bobby pins, tacks, needies,™ 
sic. FREE Dealer's Display card 
for greater Impulse Sales! 





RETAIL 
PRICE 


















AGNETO SALES CO. of New York 


261 West 54th Street, New York 18, N. Y. 

















Sell GARDNER'S Clean-Out Augers 


gs For Greater Satisfaction 


Made in five lengths, eight to 
twenty-five feet . . . complete 
with adjustable, tubular han- 
dies. Series 1940, spring wire 

- Series 1950, music wire. 
The ideal tool for cleaning 
clogged drains and closets. 
For greater customer satisfac- 
tion —hand ‘em GARDNER'S 
when they ask for a Clean- 
Out Auger! 


Gardner Wire Co. ?2nicséout™ 














auger bits | Midway Mirbrite Bits 
for every | “pregerred bg all 
purpose a che want the Gest! 





ONG Wy eS Standard auger bits 


Auger bits for 17 sizes (446” to 24/A6") 


electric drills 
je” to 12/6” 
*Mircor Bright 


























HARDWARE AGE, NOVEMBER 15, 1951 


¢ 
Vaidlwa Sales Office and Factory 
THE MIDWAY TOOL“CO.. INC Melvin, Ohio 
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ENCINEERED QUALITY TOOLS SINCE 1919 — at popular prices 


’ agit re x snnot plane 
GREAT NECK SAW MERS., INC. rere x ott 


MINEOLA, NEW YORK 





Nationally Advertised Products pole sows * 


es * 





e+ for the stars in our line 


see your jobber 














MOORE 


PUSH-LESS 
PICTURE HANGERS 


will safely support 10-100 
Ibs. of mirrors or pictures. The buying 






vam 


The diversified line that comprises 

















PUSH-PINS 


are perfect for lighter wall dec- 





orations, curtain tie-backs, etc. 


Sell them to your cus- 
tomers with COMPLETE 
CONFIDENCE. They're 
nationally advertised. 











MOORE PUSH-PIN CO. Since /900O 


PHILA. 44, PENNA. 


preference for practically every requirement of the 
building trade. Each product is designed and manufac. 


tured with care and precision to assure your trade the 


MEER ATIOT ultimate in service conveniences. 


Profit from the fine prestige created for this hardware 
line during its 50 years of service to the trade. 








Sterling 
illinois 


Ne Tomal, MANUFACTURING CO. 











vanadium steel blades, all 





FOR HARD OR SOFT WOOD 
Cuts easier — simplified design, no blade-slippage. Chrome One Clark Adjustable Hole Cutter replaces several fixed » <2 












FOR METAL, WOOD, PLASTICS 


cutters. High speed steel blade cuts clean, fast & 





chromed body. Quick, 


holes. Fits drill press, portable drill or hand brace. Easily 


adjustment; self-clearing lead screw. No. 250: %’-1'%", set for any diameter. No. 100: %”-14”, retails $2.95; No. 101: 
retails $1.89; No. 251: %’-3”, retails $2.19. Guaranteed. , 
NATIONALLY ADVERTISED © SEE YOUR JOBBER OR WRITE DEPT. HA-11 

ROBERT H. CLARK COMPANY, Beverly Hills, California © Manufacturers of Fine Precision Cutting Tools 


1’-2%", retails $3.95. Guaranteed. 








" IMMEDIATE « 

All types, wood and 
steel in stock. 

Also Folding Tables 
State requirements! 
Write us when 
you have in 
quiries from 
churches, ALL 

Fe schools, clubs, SIZES 

ete. 


» ADIRONDACK CHAIR CO. ¥9. iN", 








Gripper Clips 





GRAND 
DOOR HOLDERS 


MICKEY X2M 
DELUXE 6A 

STANDARD 600 SERIES 
In Stock for immediate Delivery 


GRAND SPECIALTIES CO. 














e GIBSON GOOD TOOLS, Inc. e 3101 W. Grand Ave. Chicago 22, Illinois 














WATER HEATER 
REPAIR COILS 
For old, new and 
obsolete heaters. 

90 DIFFERENT MAKES 
Single, Double, Triple, 


Instantaneous, Multi-Coll 
Send for Catalog ‘™” 


DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 


— Paint Off Bewildered ?? 


ike Butter! 
Fe] || AND, VIEWS on pose 





Bull Dog Croom Remover * Cannot 
Scorch, Burn or Demage the Serface 

Write for full information, price list. 
GILLESPIE VARNISH CO., 131 Dey St., Jersey City, N. J. ports on the latest de- 


.... then read.... 


WASHINGTON NEWS 


are accurate, authentic, 
easy-to-understand re- 














A DIFFERENT 
Wood Joint 
TIGHTENER 


wood joints —— — 
CHAIR -LOC 





saee, Seal tee 

ture, Tool - # 
dies. Many other \ a <i “°o* 
uses. Doz. in at- Se 
tractive display. a ee 


THE CHAIR-LOC CO., Lakehurst, N. J. 
Write your wholeseler for « free sample. 





Ball 
Type 
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METAL FLOATS ton affecting hardware 










5° $e 12” dlemeter dealers. This helpful 
ball floats of cop- feature in each issue 
per or stainiess 


steel for open is another reason why 
tank to I50¢#¢ 


pressure In stock HARDWARE AGE is 

a ae the No. 1 choice of hard- 

made to order. ware dealers through- 
ARTHOR HARRIS & CO. out the nation. 


212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
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BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 





See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1315 w. Congress St., Chicago 7 


















EASILY! 





HOLDERS > Kitchens 


Now with ‘silent salesman’ display card at- e Cupboards 
tached for quick, profitable sales. Holds 6 arti- e Closets 
” 


eles. Etc. 
dia. Clips are nickel plated. Hardwood 15” = 
long, thick. Ready hang! 

See your Jobber 


ARTHUR I. PLATT & CO. 
FAIRFIELD, CONNECTICUT 





PSSA Ren enesenesaneeecaaaaae, 


pase arouses seeestee se “Park” things where 
7 ©. you want them... 


FINGER GRIP ADJUSTABLE CLIP 














oehary 


Magnet ite 


LEVELS B 


. H. SCHARF 





The ONLY Magnesiu 
Level on the _cs 
Market! “ 
















“LIGHTER 
than ALUMINUM 


@ Profitable, Fast © Replaceable Vial 
Selling, Netionally Units 
Advertised 


@ Available in 10 © Beautifully Design- 
Sizes from 12 to 72 ed, Accurate, Depend- 
Inches oble 


MFG. CO., OMAHA, NEBR. 











SHUFORDS 


HAW THORNE 


PRE-STRETCHED 


“By the World's largest maker CO TTO N CLO TH ES L INE Shut, 


of cotton clothes line.” 


BRAIDED 





S il E35 jay, 








THOROUGHBRED 


Odds are that NATIONAL CAN is 
the thoroughbred winner in 

your housewares race for 
dollar volume. 






HOUSEWARES DIVISION 


NATIONAL CAN 


CORPORATION 
110 E. 42 ST., NEW YORK 17, N. Y. 











MADE 


SAVES FUEL - REMOVES SOOT. 
USED AS A SMOKE PURIFIER 





16 oz. 52¢ 
80 oz. Size $1.40 





ONTARIO 








IN CANADA SINCE 1917 


Just spread ful of “SOOTFOE” 
FOR HOME USE 2 sr00d « cup o 


wer your hot fire once or twice o week. 


ECONOMICAL SIZES 





THE OLD VICTORIAN 


49 Miranda Ave., Toronto 10 





ELIMINATES CHIMNEY FIRES 
SAFE AND EASY TO USE 








36 oz. 75¢ 
50 Ib. Drum $14.00 






PRODUCTS 


CANADA 

















Looking for New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street 


— ~~ 





New York 17, N. Y. 








MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY - 


HARDWARE AGE, NOVEMBER 15, 1951 


MARSHALLTOWN, IOWA 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additionol word.......... .10 


Positions Wanted 
re. Rate) set solid, maximum, 
we 


Each additional word .......... 


Allow Seven Words for Keyed Adie 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not eccopted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, ‘iterature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for cemailing. 


No agency commission allowed. 


HARDWARE AGE is published every other. 
Thursday. Classified forms close !§ days 
prior to publication date. 


Remittance must accompany order is form 
of check or money order, not curreacy or 
stamps. 











Representatives Wanted 








MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Salesmen now calling on hardware and 
paint stores or hardware, variety and 
general stores. We offer a good staple 
line of 19c, 39c and 79c paints and low 
priced gallon paints on a commission 
basis. This merchandise has mass mar- 
ket appeal. Every store selling paint is 
a good »rospect. Write, advising age, 
territory covered, how often you cover it 
and lines now carried. Address Box 
A-351, care of HarpwarE AGz, 100 East 
42nd Street, New York 17, N. Y 


Representatives Wanted 


Representatives Wanted 








WANTED 


HARD HITTING 
THOROUGHLY EXPERIENCED 


BRUSH MEN 


If you are one of the top sales producers of 
paint brushes in this territory, we should get 
together. We are looking for distribution solely 
through hardware & paint distributors. Our 
management is nationally known & respected. 
We want men who will reflect this but who also 
know how to "punch." There's a swell deal 
waiting for the right men. So write, giving all 
details. Letters will be held in the strictest 
confidence. 


Address Box A-364, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALESMAN 
LIFE-TIME OPPORTUNITY 


Old established importer specializing in 
Fishing tackle, Housewares, Toys, Novel- 
ties, distributing through Jobbers has open- 
ing for proven seasoned salesman in South- 
eastern States. Realignment of territories 
opens this exceptional opportunity in estab- 
lished territory. Commission with drawing 
account. Permanent employment. Exclu- 
sive representation. No manufacturers 
agents. State fully business experience, 
age, personal qualifications and references. 


Address Box A-362, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SIDELINE SALESMEN 
with established following among hard- 
ware, houseware, plumbing jobbers and 
department and chain stores to sell na- 
tionally advertised new chemical necessity. 
Liberal commissions—exclusive territories. 
Rapid repeat item. Several territories in 
the Mid-West, West and South open. 


GRAND CENTRAL MILLS, INC. 
628 Dean St. Brooklyn, New York 


MANUFACTURER’S 
REPRESENTATIVES WANTED 


Now calling on PAINT Stores, Hardware, etc., to sell 
our amazing STALEY’S VEL-TONE, The Premium 
FLAT ENAMEL, on commission basis. The most Ver- 
satile, scrubbable, perfect paint product on the market, 
has 19 distinct advantages over any other Flat. Write 
your age, coverage, other details. Salesmanager: 


STALEY PAINT MFG. CO. St. Louis 10, Mo. 














WANTED, SALESMEN TO SELL 6” pocket 
scale with clip that can be used as depth gauge. 
Retails 50 cents, 1 doz. on display card. Ex- 
clusive territories. Salesman earns 60¢ on each 
card he sells. Fiber board knife blades .025” 
thick, pack 100 to a box. $5.00 hundred. $40.00 
thousand. Sell retailers and jobbers. Mark Spe- 
cialty Company, 183 St, Paul Street, Rochester 4, 
New York, 


SALESMAN AND AGENTS—PROTECTED 
TERRITORIES OPEN in Pennsylvania, New 
Jersey and All of the New England States. 
Call on Electric, Mill, Television, Plumbing and 
Hardware Suppliers and Stores. For well-rated 
manufacturer of expansion bolts and devices for 
holding screws and bolts in masonry, plaster, 
brick, etc. Attractive offer for right agents and 
men. Replies confidential. Address Box A-371, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 


SALESMEN WANTED BY DIRECT IM- 
PORTER, calling on Hardware Jobbers, Lumber 
Yards, large Dealers, Mill Supply Dealers and 
Industrial Users for a line of imported wood 
screws, stove bolts, shelf brackets, door butts, 
strap and tee hinges and chisels. Very attrac- 
tive prices, liberal commissions. State territories 
now covering and lines now covering in first let- 
ter. Address Box A-366, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 


SALES REPRESENTATIVES NEEDED TO 
COVER EXCI USIVE territories, with full line 
of “ONE PIECE STEEL BATHROOM CABI- 
NETS.” Well designed and competitively priced, 
on ten per cent sales commission basis. Call on 
Plumbing Dealers, Builders’ Hardware, Tile 
Contractors, Lumber, Millwork, Electrical and 
Department Stores. Fries & Son, Second and 
Madison, Covington, Kentucky. 
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BRUSH SALESMAN BY LONG ESTAB.- 

LISHED MANUFACTURER of complete line 
of paint and varnish brushes; territories open: 
San Francisco-No. Calif.;, also Northwest area. 
Furnish complete details. Address Box A-373, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 
SALES REPRESENTATIVES: PROMINENT 
EASTERN BUILDERS’ HARDWARE manu- 
facturer is in position to take on capable men 
for complete line of residential and commercial 
locksets sold primarily to lumber and hardware 
dealers. We have a few excellent established ter- 
ritories and can make prompt deliveries. When 
replying, submit complete details to include age, 
territory covered, lines handled, etc. Address Box 
A-355, care of Harnpware Ace, 100 East 42nd 
Street. New York 17. N. Y. 

PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) territories open. 
Commission, replies confidential. Address Box 
A-376, care of Harpware AGe, 100 East 42nd 
Street, New York 17, N. Y. 

ORDER REPEATER. POPULAR PRICED 
MIRROR line for the home sells to furniture, 
hardware, variety and department stores. Repeats 
5 to 6 times annually. Big commissions. Only 2 
photos necessary to sell from. Dandy sideline. 
Rated manufacturer. Write fully. Standard Art 
Industries, 327 So. LaSalle St., Chicago 4, Illinois. 


SALESMEN WITH FOLLOWING IN RE- 
TAIL hardware stores to represent small pro- 
gressive N. C. wholesale houseware jobber. 
Territories open in New York State, New 
England and New Jersey. Full time or sideline. 
Address Box A-367. care of Harpware Acer, 100 
East 42nd Street. New York 17, N. Y. 




















SALESMEN WANTED, WISCONSIN & 
NORTHERN ILLINOIS. Call on Hardware 
and Plumbing trade with line of Plumbing Sup- 
plies. Side line or full time. Address Box A-372, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 


WANTED — MANUFACTURERS’ AGENT 
WHO CONTACTS retail hardware _ stores. 
Handle Never Strip Drawer Pulls. A high grade 
line of plastic knobs proven to be a good repeat 
item. Rigby Plastics Division, Ruffe, Inc., 745 
N.W. 54th St., Miami, Florida. 


SALES REPRESENTATIVE WANTED. IM- 
PORTED HAND TOOLS. Hack saws, band 
saws, hand saws, pruning saws, pliers, planes, 
screwdrivers, twist drills, etc., to wholesalers, re- 
tailers and industrial accounts in Ohio, West Vir- 
ginia, Indiana, Illinois, Michigan, Wisconsin, 
Minnesota, Iowa and Missouri. E. R. Samsey & 
Company, P.O. Box 5, Station I, Toledo 14, Ohio 











Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO eats Pisburgh : 22, Pa. 
ranch Offices 
New York ] Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 


the accounts or you can bill 


direct. 
Write for further information and references. 











MANUFACTURERS’ REPRESENTATIVE 
SEEKS TOOL AND ALLIED LINES 


15 years association with the hardware jobbers and 
mill supply houses. Covering Eastern Pennsylvania, 
Maryland, Delaware, New Jersey, New York as far 
as Albany, and Connecticut, Excellent references. 


Address Box A-369, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














LINES WANTED. SALES REPRESENTA- 
TIVE, NEW YORK, covering major 5¢ to $1.00 
Chain Stores and Jobbers, desires line tools, hard- 
ware, housewares or specialties. Have over 20 
years’ experience and extensive following. If you 
have the items I can give you quick action and 
volume sales. Commission. Address Box A-363, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, Y. 


MANUFACTURERS’ REPRESENTATIVE, ES- 
TABLISHED 17 YEARS, covering Pennsyl- 
vania, desires to add 1st rate quality line for sale 
to wholesale hardware trade. Address Box A-359, 
care of Hanpware Acz, 100 East 42nd St., New 
York 17, N. Y. 








WANTED—ADDITIONAL LINE BY ES- 
TABLISHED Retail and Wholesale Wallpaper 
Company with about 100 very active accounts 
with Paint and Hardware stores in the Bronx 
and Westchester County. What have you? Ad- 
dress Box A-368, care of Harpware Acer, 100 
East 42nd Street, New York 17, N. Y. 





TEXAS SALESMAN, WITH OVER 
TWENTY YEARS selling in this area to job 
bing, chains and department store trade, seeks 
worthwhile line that will demand all of his time 
in developing and promoting sales. Preferably 
hardware, tools, appliances, housewares, etc. Ad- 
dress Box A-379, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 
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Classified Opportunities Section 








Accounts Wanted 


Positions Wanted 





WANTED—ONE ADDITIONAL LINE BY 
Sales Agency composed of two aggressive young 
men with strong following in metropolitan New 
York and New Jersey ay Department stores, 
Jobbers, Chains and other large volume users. 
Address Box A-365, care of Harpware AcE, 100 
East 42nd Street, New York 17, N. Y. 


NEW YORK CITY RETIRED MAN, broad 
hardware ierice, eager to re-engage to work 
art or full time. Personable, educated, able. 
© project too large and none too small for care 
ful consideration. be useful to you? Ad- 
dress Box A-274, care of Harpware Acer, 100 
East 42nd Street, New York 17, N. Y. 





Positions Wanted 


Business Opportunities 





EXECUTIVE — PRESENTLY EMPLOYED 
BUT AVAILABLE for position of Vice Presi- 
dent, General Manager or Sales Manager. 20 
years’ experience in Hardware and Automotive 
products, Mill Supplies. Know distribution of 
such pert thoroughly and am well versed in 
manutacturing and management. Extensive ac- 
uaintance in field. Address Box A-360, care of 
3 Acz, 100 East 42nd Street, New York 





_ YOUNG, FAMILY MAN, UNDER 30, de- 
sires clerical position with builders’ hardware 
manufacturer or distributor. Contract trainee, 
lead to sales, Ambitious, responsible. Over 10 
years’ experience correspondence, pricing, buying, 
orders, expediting, follow up or stock sales 
wholesale & manufacturing. Graduate City College 
course. Will relocate. Address Box A-378, care 
¢ . < AcE, 100 East 42nd St., New York 





FANS WANTED 
EXHAUSTS 
CIRCULATORS 
MISCELLANEOUS 


From manufacturer, distributor, 
wholesaler or jobber... 


GORDON & TILLMAN, LTD. 


21 NW 36 ST. MIAMI, FLA. 





ALERT, AGGRESSIVE, YOUNG, MARRIED 
MAN, just released from the Army. Experienced 
in selling wholesale hardware in Long Island, 
Northern New Jersey, New York and vicinity. 
Seeks position with a progressive firm desirous 
of a conscientious salesman. Address Box A-380, 
care of Harpware Acr, 100 East 42nd St., New 
vem i7, B, %. 





NEW YORK STATE. ESTABLISHED 
MANUFACTURERS’ REPRESENTATIVE 
travelling all of New York State, except New 
York City, with 2 men and office in Central New 
York State now selling limited lines to Electrical 
Supply, Appliances, Hardware, Houseware, Res- 
taurant Supply and Paper distrikutors offers 
sound representation to manufacturers of high 
grade electrical supply equipment, hardware or 
houseware items. Address Box A-374, care of 
7 ee Ace, 100 East 42nd Street, New York 
4, IN. . 











PAINT WANTED 


Complete inventories from Distributors 
or Jobbers... 


GORDON & TILLMAN, LTD. 


21 NW 36 ST. MIAMI, FLA. 














FLORIDA EAST COAST HARDWARE BUSI 
NESS, established 18 years, county seat. Com- 
mercial and sports fishing center. Complete line 
sporting goods, plumbing, paints, appliances, 
builder’s, marine hardware. Sales $110,000. Sell 
inventory cost, approximately $45,000. Cash 
needed $32,000, plus fixtures. Rent or sell build- 
ing. Reason—illness. Write owner, Earl Green, 
Box 14, Stuart, Florida. 


Business Opportunities 








HARDWARE AND AUTO STORE, CHAIN 
STORE franchise, auto accessories, hardware, 
Christmas goods, wheel goods, etc. Inventory 
$13,000.00. Fixtures $4,000.00. Will sacrifice for 
$13,000.00. In the heart of the billion dollar coal 
fields on route 52, Continental Store, Welch, 
West Virginia. 





FOR SALE. LONG ESTABLISHED HARD- 
WARE STORE with living quarters. Indus- 
trial town, South Jersey near Philadelphia. Ex- 
cellent location, clean stock and fixtures. $8500 
Selling on account of health. Rent building 
Address Box A-375, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


Help Wanted 











RELIABLE MAN 


Opening in Chicago for man with some 
General Hardware and Supply buying ex- 
perience. Good opportunity for advance- 
ment. 


Address Box A-377, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURERS DIRECT _REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
hea Ace, 100 East 42nd Street, New York 








BUILDERS’ HARDWARE SALESMAN 


Steady, salaried position open representing old, 
established manufacturer in Chicago area. 
Must be experienced hardware consultant. Re- 
ply, giving age, experience and salary desired. 
Address Box A-370, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















100 E, 42 St. 








e it 


news, more new merchandise descriptions than published 
by any other hardware magazine, and news of other hard- 
ware people are just a few of the regular features of Harpware AcE that have caused more dealers to 


invest in subscriptions to HARDWARE AcE than to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magazine 


S Hardware dealers all over the country have discovered that 
it pays to keep your eyes on Harpware Ace for ideas and 


@© that mean more money in your pocket. Help on 


price control problems, new merchandising ideas, market 


New York 17, N. Y. 
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KNIVES 


ie PRECISION 
bad MADE of the 
FINEST STAINLESS 
STEEL 


Superior Quality, made 
by the finest skilled 
jon in the fae- 


Genuine Swiss SPORTSMEN’S @ 













watch making center 
of Switzerland. Finished in 
attractive, glossy red plastie. 
Excellent gift for outdoors men. 


Pi At your jobber or 





i 
(A 2 write for price list 
TLS FEIST. Importer 


lA 141 West 73rd St. New York 23, N. Y. 

















STYLED FOR BEAUTY © GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 





Made exclusively for 
AMERICAN IMPORT CO., San Francisco, Calif. 






















KILGORE'S No. 205 
GRIZZLY 6-SHOOTER Grizzly 
. . « A Big Value At $2.00 in 


Youngsters really go for this big, Cylinder 


beautiful Kilgore original because it’s 
absolute tops in play-time realism. 
Actual size 105%” long. Has realistic 
6-shooter action using Kilgore’s 6- 
shot Disc Caps . . . cylinder “swings- 
out” to load like a real revolver. 
Western design, handsome “engraving”’ 
and deeply embossed black plastic 
gtips are added features with strong 
appeal. Beautiful “Silver” finish. A 
big value that’s easy on Dad’s pocket- 
book at $2.00 retail. 


KILGORE, INC. WESTERVILLE, OHIO 








SOLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 


prefits te you. 
Sells on sight frem self - selling 
ceunter display cartens. 


See your jobber or write 


RUBY CHEMICAL CO. 
56 McDowell St. Columbus, O. 
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Westinghouse Electric Corp. 
DED wevewdedsuseecere 40 117 
Wheeling Machine Prod. Co. .... 62 
Wickwire Spencer ................ 121 
Wee Gb. TRO ccccesescces . 1 
Wright Steel & Wire Co., G. F... 166 
Y 
Yale & Towne Mfg. Co. ......... 3 
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ACE HOMEMAKER GIFT SET 


’ Stainless Steel 
4 . ed Ivory or Black 
a3 = Catalin Handles 
Lifetime 
Guarantee 


' Outstanding seller for 


Tw ws 
Ate Weddings, Showers, 
Birthdays y oP Holida 


| ; 7-Pleces beautifully 
i - packaged In Gift Gen. 


| SEND FOR CATALOG PAGES 
Po Freee $4193 
2 Set No. 5005 


ACE PRODUCTS Co. CHALFONT, PA. 


Manufacturers of the famous Ace Kaife Sharpener and ServespooN 
















































The Cleveland Chain & Mf Co. 


(CHAIN FOR EVERY NEED Cleveland 5, Ohio 















HIGH QUALITY 
1 HAND TOOLS 
f | Sharp cutting edges, 

action . . . that’s what 

you and your customers 


get when you sell long- 
lived GREENLEE tools. 


| accurate sizing, smooth 











TOOLS FOR CRAFTSMEN 


GRE NLEE 


Write for free 
GREENLEE 

Hand Tool Quick 
Reference File 


GREENLEE TOOL CO., 1813 HERBERT AVE,, ROCKFORD, ILL. 





Faster Turnover... Bigger Profits 


PLAS-T-CAP 


“NEED-L-POINT” 


THUMB TACKS 


NO MORE BROKEN FINGER WALLS 
@ SAFE rin wisi NOT PRes® THRU HEAD 











@ TACK LIFTER in every 
CELLOPHANE WRAPPED PACKAGE @ syiiy visiBle 

@© 21 DECORATOR COLORS ONE DOZEN PACKAGE 

oe THREE FAST SELLING STYLES © FOUR DOZEN DISPLAY UNIT 
ROUND — ROSETTE — STAR @ NATIONALLY ADVERTISED 






America’s Fastest 
Selling Thumb Tack Line 


weitt for 
CATALOG SHEETS 


SHELTONZ™S CO. 


WATERBURY TACK DIV SHELTON, CONN 





WORLD'S LARGEST THUMB TACK MANUFACTURER 


187 








SAWHORSE BRACKETS 
SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 

2” x 4” FOR LEGS 


2” x 4", 6’, 8", 10", and 12” FOR CROSS BAR 


Saves time and storage space... for home use 
or by workmen in building trades. 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 
Nationally advertised to builders 
and home mechanics. Order from 
your hardware jobber, or direct, if 
he cannot supply you. 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 





el h°) Le) 10) ik 


in the popular price field. Easy to 
operate. Shear-type knife cuts lids out . . . 


Precision built. 


SS people's choice.” 
Stans OO an 


leaves safe, smooth edge. 


EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 





NEW REMOVABLE TRAY 
TACKLE BOX 
@ Top tray removable from 
box. Has cork lining—ad- 
justable partitions—snap-shut 
cover. 


@ Box has these sensational 
teatures— 


Deep-drawn one piece seam- 

less steel. 

Continuous piano hinge, side 

bolts and center lock 

Two trays, cork-lined with adjust- 

able partitions. 

Size 16” x 7!/2” x 7”—also in 21”. 
SIMONSEN INDUSTRIES 

1410 S. Michigan Avenue, Chicago 5, Illinols 


A GIFT FOR GUNNERS 
HOPPE’S GUN CLEANING PACK 
This handy kit contains every Hoppe Product that any shooter 
needs for the cleaning, care and _—— of his guns. It makes 
a thoughtful, useful Christmas gi 
ORDER YOUR SUPPLY 
FROM YOUR JOBBER 


Put it on prominent display—where gift seekers can see it. Tie-in 


‘with and cash-in on our pre-Christmas advertising. It’s none too 


early to order now. 


FRANK A. HOPPE, INC. 


2314A North 8th Street Philadelphia 33, Pa. 








GENUINE 
ORIGINAL 


tainers, box or card are displayed on counters. Genuine DOMES yy” 5%» 4» ag” 


DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- ‘!7&S 


One Set in a 
box—12 bexes 
in carton 


1%” 1%” We" 








One set on @ Card. 
12 Cards ia « bex. 


SIZES 
WA" 1%" VA" 
Vv Aad 5,” 


OF SILENCE glide softly, silently, smoothly 
over all flooring; saves floors and furniture For 
years the favorite with houseowners and furniture 
manufacturers. 





ES OF SILENCE 
@LIDES 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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y shooter 
It makes 








